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THE NEW 


Dexter Tie 
Bolt Locks 
now feature this 
“bull-nose” bolt. 


Colonial Design 


Set Cat. No, 866 - _—— » 


illustrated 





The Regal Line by Dexter includes this Colonial Design Tie Bolt 
Key-in-Knob Set with 6” dia. rose outside, 2%” dia. rose inside and 5” backset. 


Available with pin or disc tumbler cylinder, deadlocking or 
spring latch. This new Dexter Lifetime Lock has solid brass exterior, cold-rolled 
steel interior parts. In standard or two-tone finishes 

Knobs armored brass, steel reinforced.: Lock reversible for any hand of 
door without disassembly. Requires only 1%” dia. hole through door. 





\ | 
/p Attractive mounted displays available in Decorator Colors: red, blue, green or ivory. | 
1A) 

iB a NO LOCK INSTALLS FASTER THAN A DEXTER 
—— DEXTER LOCH DIVISION  Grond Rapids, Mith. 

p SER T ER ‘INDUSTRIES, ine. 

} 
In Canada: Dexter Lock Canada Lid., Guelph, Ontario In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., Mexico City 

















Builders appreciate the sales appeal of R-O-W 
windows’ improved lift-out features, the warmth 
of wood, wide variety of styles and sizes, visible 


quality. It’s the most profitable line—more so than WINDOW BALANCE 
ever with exclusive new LIF-T-LOX! 
R OW te the registered trade-mark of the R-O-W Sales Co 








See your franchised R-O-W manufacturer, or write: 


R-O-W SALES COMPANY, 1368 ACADEMY AVE. + FERNDALE 20, MICHIGAN 
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PROFITS 


..--if you 


please 
and everyone’s pleased with 


MALT-A-MATIC wood windows 


Snape CAREER ELIS LEI SLEE! SIE IO EY IIS i 


You offer more and sell more when you stock 
MALT-A-MATIC double-hung wood window units. Archi- 
tects appreciate the handsome, modern styling . .. builders 
enjoy the ease of installation and the economical price... 
home buyers like the added value in homes that incor- 
porate the quality of MALT-A-MATIcs, This satisfaction 
in MALT-A-MATIC wood window units makes selling 
windows a pleasure... and brings greater profits. 


JAMS LINERS ... all Malta units 
feature easy-to-remove jamb liners to reduce 
jamb width for variations in wall thickness. 
For complete satisfaction 
of every customer... 
display the complete Malta line 
MALT-A- Matic, 
MALT-A- VENT, 
modern multi-purpose unit 
for stacking or grouping 
MALT-A-GLIDE, 
horizontal- sliding, 
removable sash 
wood window unit 


Write for full, complete 


REMOVABLE GAGH .._. easy, information and name of 
quick removal of sash simplifies cleaning or nearest Malta jobber. 
painting. Lets you wash the outside, Inside. 
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“EVERYTHING HINGES ON HAGER 








C. Hager & Sons Hinge Mig. Co. + 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
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NEWSCAST 





LATE AND IMPORTANT Developments of the Industry 


Rumor that NRLDA will move to Chicago. 


Talk around the NRLDA spring meeting at Washington was that there was a good 
chance that the National Retail Lumber Dealers Association might eventually move 
its headquarters to Chicago. The central location of Chicago was cited as one 
of the reasons for the change. There were many who felt that the role of the 
association is changing and that lobbying might be just one of the functions of 
the association . .. that merchandising, education and such association 
Services will be growing in importance. 





This is the way experts size up the April housing start figures: 


The peak for new starts this year seems to have been reached and may be headed 
lower. But the figures are still very impressive. 


Total for the year will probably be about 1.3 million starts. Previously the 
more optimistic crystal gazers widely circulated a 1.4 million figure. 

April reports showed that new housing starts continued to rise but the indus- 
try noted that the rise was less than seasonal — some 126,500 starts. 

Yet the new housing rate is still one of the best on record — up 22% over 


last year in the first four month of 1955. The 421,600 units begu) nearly match 
the all-time record of 1950. 


The debate on the housing seems academic as natural forces take hold. 


HHFA Administrator Cole believes the housing market will continue to be strong 
for years to come, agrees that 1.3 million homes will be built this year. 

Gordon McKinley, research director, Prudential Life Insurance Co., feels that 
the current rate would produce a 10% vacancy rate by 1960 if continued. He sug- 
gests that a million homes a year can't be continued unless a workable slum clear- 
ance program is developed. 

There's a growing feeling that McKinley is right and that both retailers and 
contractors must get back of a carefully planned, privately financed and privately 
promoted slum clearance program. A New Orleans lumber dealer proved to be a 
spark plug for such a program in his city . . . there must be hundreds of other 
retailers who would be ready for a similar drive in their city. 








Hex signs ahead for tract builders. 


Shortages of improved land and now growing resentment of local communities 
is suggesting that the day of the super, in-and-out builder is about over. We 
have reports of new codes on house placement, size of lot, frequent inspections 
and rigid enforcement — all of it pretty much aimed at the get-rich builder who has 
little interest in the communities where he builds. 

Small and medium-sized builders who are smart enough to utilize improved building 
techniques like Lu-Re-Co will once again take over a larger share of the housing mar~ 
ket. The volume builder has never meant anything profit-wise to the lumber dealer 
but there's one hitch. Unless the smaller builder is progressive, keeps costs down, 
there will be less home buyers. If you're interested in Lu-Re-Co drop Ray Harrell a 
line at the Lumber Dealers Research Council, Ring Bldg., 18th & M Streets, N.W. 
Washington, D.C. Ray's got a new folder that tells the whole story. 














Lumber yards lead in retail sales increases. 


Retail lumber yards totaled up a whopping 22% increase in March compared to 
the same month a year ago. Dollar-wise this meant $72 million more business. 
That old whipping boy — frequent example cited at conventions for zip and go — the 
auto dealer, was only up 19%. Incidentally, our friend the hardware dealer barely 
stayed even. All retail sales were up 9%. 





(continued on next page) 


BUILDING Propucts MERCHANDISER 











WATSON MALONE, Ill, left, president, 
Lumber Dealers Association, confers with W. C. Bell, right, 
managing director, Western Retail Lumbermens Associa- 
tion, Seattle, and chairman of NRLDA’s committee on 


education 





MERCHANDISING and public relations kept this commit- 
tee busy. Above front row, Ll. r., Sol Kaplan, and committee 


chairman, Russell Nowells. Back row, I. 


r., Maurice Large, 


National Retail 


chairman, Phil 


MEETINGS of the exposition scheduled for October drew 
both committee members and individuals planning clinics 
for the show. Front row, |. r., Findley Torrence, program 
Creden, exposition chairman and R. A. 





J . Sed 


Schaub, finance chairman, Back row, |. r., John Moeling, W. 
B. Kennedy, Jr., Martin Dwyer, exposition director and Ray 
Harrell, Lumber Dealers Research Council. 


mittee member. 





¢ 
EXPANDED EDUCATION was urged by both NRLDA com- 
mittee members and invited guests. Front row, |. to r., Ed 
Libbey, secretary, NRLDA, Charles Benson, asst. secretary, 
Ohio association, W. C. Bell, committee chairman, Ken Mil- 
liken, secretary, Southwestern and Forrest Steinman, com- 
Back row, l. 
Lumberman, Art Clifford, P. J. Goodnight, committee mem 


to r., Art Hood, American 


Tom Hope and Fred Stephenson. Some of the committee ber and Jack Lavengood assistant secretary, Mountain 


members were not available when this photo was taken. 


New Promotions, Services for Dealers 
Keynote Lively NRLDA Spring Meeting 


The May meeting of the Na- 
tional Retail Lumber Dealers As- 
sociation at Washington, D. C., 
produced important developments 
for retailers who believe that in- 
creased merchandising will be re- 
quired in the months just ahead. 
Especially interesting was: 

a resolution presented by W. 
C, Bell, chairman of the committee 
on education, and adopted by that 
committee, which urged the board 
of directors to start an educational 
department within NRLDA. The 
department would produce an in- 
tensified educational and training 
program for the industry. It would 
also coordinate existing efforts 
along this line. 

an announcement by John 
Alexander Jr., chairman of the 
committee on labor relations, that 
his group would now participate 
in broad labor legislation as well 
as that affecting the retail lumber 


8 


industry alone. The committee 
fully discussed the implications 
that growing union welfare funds 
have on corporation operations. 

a statement that plans are 
well underway for designation of 
January by President Eisenhower 
as national home improvement 
month. Dealers and builder- cus- 
tomers would be urged to cooper- 
ate in making the month a success. 


Cleveland Exposition 


Unprecedented dealer attend- 
ance at the second annual NRLDA 
exposition at Cleveland in October 
was predicted by Phil Creden, 
chairman of the exposition com- 
mittee. Creden stressed that deal- 
ers making the trip to Cleveland 
would be rewarded by fact-packed 
clinics touching on subjects close 
to all retailers. The committees 
planning programs for the exposi- 
tion met for three days at Wash- 


June 13, 





States association. 


ington and developed final plans 
that are both ambitious and prac- 
tical. 

A switch in arrangements will 
now bar the general public from 
the exposition. However, they will 
be admitted as guests of Ohio 
dealers using tickets to be distrib- 
uted by the Ohio association. 
Tickets will also be supplied con- 
tractor customers. As a conven- 
ience to exhibitors the exposition 
will now close Friday, October 14, 
instead of Saturday, October 15, 
as previously announced. The ex- 
position begins October 11. 


New Grade Names 

H. V. Simpson, executive vice- 
president, West Coast Lumber- 
men’s association, announced that 
a majority of the members of that 
association had agreed to adopt 
grade names in place of grade 
numbers and that grade-named 
lumber should be available to deal- 
ers before the end of 1955. 

Don Campbell, chairman, NRL- 
DA standards committee, said that 
the retail lumber industry was in 

(continued on page 159) 
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Even if you've invested as little as $239 in shop 
equipment you may not be enjoying the proft-mak- 
ing benefits of a De WALT®. We invite you to com- 
pare your present equipment and shop methods with 
these AMF De Wa crt features and operating ad- 
vantages: 


%p © One low-cost machine that does ALL the work of 

a swing, saw, straight line cut-off and miter saw, 
table-type rip saw, dado machine, shaper plus 
many others. 


e Savings of up to 60% or more in capital equipment 
investment alone. AMF Dre WA tr does the work 
equal to or better than the many single-purpose 
machines you would have to buy to duplicate its 
operations. 

e 75% savings in floor space alone! Because AMF 
De WALT always adjusts to the material—it can 
be placed against any shop wall — instead of in the 
center of the shop. This releases valuable floor 
space for more profitable uses. 


Find out about ALL of AMF De Wa tt’s many 
advantages — send today for free new idea book for 
industry. Tells dozens of ways to cut costs on 
cutting jobs. MAIL COUPON BELOW TODAY! 


New Model GW-I 10” Saw with FULL 1'2 H.P. Motor ... complete for only $395 DELIVERED 
(custom-built 112 H.P. motor, 10” saw blade, 4 detachable steel legs included) 


LOOK AT THESE OTHER AMF DEWALT ADVANTAGES! 


* Top-side Cutting for Safest Cutting 
¢ 90% Savings in Layout and Marking Time 


* Reduces Waste — Salvages More Lumber i) i L\\AT 5 q 
* One-minute Change-over, No Shut-down Worries 


* Reduced Fatigue, Greatest Operating Ease and Safety | P ow ER TOOLS 





* Years-ahead Design — Does Not Outmode Itself ” 6 
ie * Modern Straight-line Materials Handling 
* Unusual and Special Jobs Handled Easily 


pon a ee = 





| 

| AMF DEWALT, vert At-ss-6, Lancaster, PA. 

SEND FOR FREE NEW IDEA BOOK ON Please send me your new idea book for industry. 

INDUSTRY! 16 pages packed with | 
illustrations. Shows you dozens of ways 

to cut costs on cutting jobs, ! 

time-motion study. ] 

| 

| 


NAME 





ADDRESS. 





jc STATE 
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TEMLOK SHEATHING 











Compact, easy-to-handle packages 
ideal for quick loading. Temlok® 


Sheathing comes to you wrapped neatly and se- 
curely—six 2’ x 8’ x 2549” sheets to the package. 
One hoist of your lift truck can move enough 
sheathing into your warehouse or onto your 
truck to sheathe the average house. Hand load- 
ing is much faster, too. Each time your men 
pick up a Temlok bundle, they’re moving 96 
square feet of sheathing. To move the same 
amount of wood sheathing, they'd have to handle 
about twelve boards 16’ long. Temlok cuts “in 
yard” handling costs and gets orders to your 
customers faster, 


These 3 Temlok products offer you 





TEMLOK ROOF DECK 








pared to 56 
cially for flat 





Packaged roof deck is quick, easy to handle. 
Two of your yard crew can load enough Temlok Roof Deck 
to cover an entire roof in just minutes. Your crew handles 
one package instead of several different materials to do the 
same job, Each bundle contains 32 square feet of ‘Temlok 
Roof Deck. You'll make more money, too, because there's 
more profit in Temlok than in old-style materials. 


Carpenters cut installation time 50%. Tell 
builders that Temlok Roof Deck provides roof, insula- 
tion, vapor barrier, and finished ceiling in one material. 
A 30’ x 40’ roof takes only 28 man hours to install, com- 


with conventional materials, Made espe- 
or gradual pitched roofs on exposed beams, 


Armstrong Temlok Roof Deck saves builders up to $250 
per house on labor and material. 





Close more sales . . . make more profits 
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Carpenters cut installation time 35%. Tell builders that a car. 
penter covers 16 sq. ft. every time he nails a board of big, lightweight Temlok 
Sheathing in place. Temlok goes up so fast that two men can sheathe an 
average house in one day—a third faster than horizontal wood, and twice as 
fast as diagonal wood. Carpenters do less sawing and trimming, pound fewer 





No costly delays from rain, Emphasize 
to builders that rainstorms won't foul up construc 

tion schedules. Temlok Sheathing is waterproofed 
with the exclusive Rain-Shield* finish. Water 
rolls right off. Work can be resumed almost im- 
mediately after the rain stops. Temlok is also 
asphalt impregnated to further protect the board 


nails. The extra strength of 4’ x 8’ x 2542” Temlok eliminates corner bracing. 


7 WAYS TO SAVE 





TEMLOK TILE 








lO AN 


Quick to install. For speed and ease of han- 
dling, Temlok Tile is the ideal do-it-yourself mate- 
rial. The lightweight tiles are easily nailed or 
stapled to furring to provide an attractive interior 
finish. Extra wide nailing flange protects bevels 
and speeds application. Lok-Bevel® joint hides 
nails, assures professional looking job. 


... with (Armstrong TEMLOK 
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against moisture damage. 


TIME 





Easier, faster selling. l'emlok Tile is packaged in easy-to-handle, 
protective cartons that you can put right in your customer's car. The exclu- 
sive Lok-Bevel joint, extra wide nailing flange, and pre-painted surface on 
Temlok Tile mean faster sales to the growing do-it-yourself market. Selling 
is easier, too, because your customers know and trust the Armstrong name 
on building products 


Your Armstrong wholesaler will supply you with the complete Temlok Line 
. and will do most of your warehousing for you. Contact him for full 

information or write Armstrong Cork Company, 3706 Rieker Avenue, Lan 

caster, Pennsylvania 

* Trade-Mark 


SHEATHING 
ROOF DECK 
INTERIOR FINISH 
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Quality 





Shelf 


ae a 


Hardware 


Ry pO 


That’s 
a A te 


Always 











Here are two points that smart 
hardware dealers everywhere use 
as their guide. (1) Stanley shelf 
hardware is a complete line. (2) 
Stanley shelf hardware is a quality 
line. Stock Stanley shelf hardware 
— it's always in demand. Order 
through your wholesaler — or for 
further information write The 
Stanley Works, 126 Lake Street, 
New Britain, Conn, 


[ STANLEY ] 
Hordware 


A Division of The Stanley Works 


TOOLS © ELECTRIC TOOLS © HAROWARE 
STEEL © STEEL STRAPPING 
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Housing Market “Healthy,” Cole Says, 
But Economist Fears Overbuilding 


The National Association of 
Mutua! Savings Banks heard wide- 
ly varying assessments of the na- 
tion’s home building picture from 
an insurance company economist 
and the administrator of the Fed- 
eral Housing and Home Finance 
Agency. 

Albert M. Cole, of the FHHA, 
told the 900 bankers at their an- 
nual convention in Atlantic City 
that the housing market is “in good 
condition (with) no indication of 
overbuilding.” He also noted that 
normal money market “adjust- 
ments” are beginning to slow down 
the volume of home building a bit. 

But Dr. Gordon McKinley, di- 
rector of economic research of the 
Prudential Insurance Co., warned 
that continued output above a mil- 
lion housing starts a year “would 
appear to be sowing the seeds of 
future trouble.” 

Dr. McKinley contended that 


Builders Optimistic 


The nation’s home builders an- 
ticipate satisfactory business con- 
ditions throughout the remainder 
of 1955, with ample mortgage 
money available for the antici- 
pated 1.25 to 1.3 million new hous- 
ing units, directors of the National 
Association of Home Builders re- 
ported during their annual spring 
meeting at Washington, D. C. 

“There is no foundation to the 
recent assertions that the housing 
market is being overbuilt,” NAHB 
president Earl W. Smith, El Cer- 


housing statistics — which he said 
“leave a great deal to be desired” 
— do not support arguments that 
the country can absorb 1.5 million 
to 2 million new houses a year 
from now until 1960. 

Although he advised bankers to 
begin planning possible future 
shifts in their investment port- 
folios in line with increased com- 
petition in the mortgage market, 
the economist said his remarks do 
not indicate “a lack of confidence 
in the outlook for housing and 
mortgage lending. A million hous- 
ing starts a year makes a big in 
dustry. And there is the whole re- 
pair and modernization job to be 
added. 

Taking the other side of the ar- 
gument, Mr. Cole indicated that, 
if some slight over-building tend- 
ency had been present, it is now 
being corrected by “normal self 
adjustment.” 


for Rest of 1955 


rito, Calif., told the more than 500 
directors and association officials 
attending the meeting. “The next 
two or three years will be good for 
building and the economy gen- 
erally.” 

Individual builders from over 
the country reported general sat- 
isfaction with the present market 
and were cautiously optimistic 
about the future. The consensus 
was that the market now, while 
good, is highly competitive. 


New Homes on Market to Set Record 


The Federal! Reserve Board has 
predicted more new homes prob- 
ably will come on the market this 
spring and summer than in any 
previous similar period. 

In the May issue of the Federal 
Reserve Bulletin, the board indi- 
cated it expected the current home- 
building boom to continue at least 
for the immediate future. Long- 
term developments, it cautiously 
said, will depend primarily on 
“general economic activity.” 


VA Credited for Rise 


But the Reserve Board seemed 
to place more emphasis on the Vet- 
erans Administration role in the 
housing boom. It said VA-backed 
units accounted for 28% of private 
starts this year, compared with 
18% a year earlier. 

Looking to the future, the board 
took no firm stand in the debate 
over how much longer present high 


construction levels can be main- 
tained. But, it did list factors sup- 
porting both sides of the con- 
troversy. 
Supporting Boom 

Those commonly expected to 
sustain demand, it said, are the 
inferior quality of a good part of 
existing housing; desires for bet- 
ter housing, suburban living and 
for home ownership; continued 
high incomes and general avail- 
ability of mortgage funds. 

Supporting Less Volume 

The major factor pointing to 
lower levels of housing demand in 
the future, the board said, is a de- 
cline in household formation. 

Other elements expected to lead 
toward lower levels: The high and 
rising level of mortgage debt, and 
the relatively fixed character of 
the cost of owning and maintain- 
ing a home. 

(continued on page 17) 
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SCHLAGE Design Oniginallity 








More Ways to Sell Locks 


With the distinctive square Imperial escutcheon and 

its smaller companion — the Regent — Schlage introduces 
an original design concept in door decor. Together with 
Schlage’s round escutcheons, it gives architects and 
builders more ways to create distinctive new entranceway 
effects . . . gives you more ways to sell them, 
particularly when they can be sold at a price well within 
the reach of all tract builders. Here are three good ways 
to interest your builders in these original new designs . . . 
three good ways to increase your Schlage lock sales. 


Sell ORIGINALITY... 


When placed on the diagonal, the Imperial presents a 
dramatically different diamond effect . . . welcome 
variety without added expense for the volume builder . . . 
another example of tasteful originality in door decor 
made possible by these advanced escutcheon designs. 


Sell VERSATILITY... 


The smart distinction of the Imperial can now be repeated 
on interior doors with the smaller Regent . . . adding a 
new note of beauty to interior styling . . . protecting the 
door surface from unsightly scratches. 


Sell DISTINCTION... 


In a square setting, the beautiful new Imperial escutcheon 
forms a striking concave background for Schlage locks 

. adds just the right touch of distinction to 
entranceways. And, with Schlage’s original long backset 


feature, greater freedom of lock placement creates 
even more possibilities for original doorway styling. 


AND SHOW SCHLAGE BSCUTCHEONS... . for the 
favorable first impression that sells discriminating builders. 


Use “NEW DESIGNS” FOLDER No. 626-Z-6 


It's a wonderful way to interest builders in 
locks . . . gives them new ideas for 
featuring door decor incorporating 2 Hitrg 
5 striking Schlage designs. Your 
jobber or Schlage representative 
will supply you with as many 
copies as you need, 
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SCHLAGE LOCK COMPANY 
SAN FRANCISCO + NEW YORK + VANCOUVER, CANADA 
Address all correspondence to Schlage Lock Company, San Francisco 


Give screen 


FITS-ALL 


FITS-ALL NO. 5 


Gracefully designed, yet 
fully adjustable for nearly 
all wood or metal doors! 
Made of silvery-satin Ala- 
crome that will not rust or 
tarnish. Patented holder 
makes installing easy. Each 
grille packed in individual 
colorful, carton with com- 
plete instructions for install- 
ing and suggestions on how 
to arrange scrolls. 








Surface Clamps Included 


FITS-ALL Grilles may be install- 
PAT. MO. 2457746 ed on the surface, rather than 
between stiles of screen door, by 
using surface clamps which are 
furnished. Merely place one 
clamp over each scroll and at- 
tach to door as shown at left. 


FITS ALL Adjustable SCREEN DOOR GRILLES 


Made of Alacrome—Silvery-Satin Finish 


a 


NO. 1 Instantly adjustable to 
all screen doors. Accordion-like 
action permits expansion from 
16” to 30%” in width between 
stiles and from 40,” to 30%” 
high. Squared up size is 30%,” x 
30%". Packed 12 to carton— 
screws furnished. 


NO. 2 For doors with divided 
sections. Each side adjusts from 
13” wide and 19%” 

1444” wide and 

Packed 12 pairs to carton. 





NO. 3 For lower section of 
door with cross-bar, Fully ad- 
ustable from 14” wide and 3214” 
high between stiles to 25” wide 
and 25” high between stiles. 12 
to carton. 


NO. 4 ro; upper section of Seer] 
doors, Sdiees rem 19 wide 

d 4" tween stiles ¢ 
33%” wide and 20%” high be. -PITS-ALL NO, S6—Eas- —FITS-ALL NO PS—Fits 


tween stiles. 12 to carton. ily installed, fully ad- full-size panel. Adjust- 
justable. Made of Ala- able from 22” to 30” 
\ é. crome with silvery-satin wide and from 75” to 
NO. 7) Adivsts from Oat, wie finish—will not rust or 35” high between stiles, 
24%,” wide to 27” high. Squares tarnish. Packed in indi- Packed 6 to carton. 
up at 26” x 26”. 12 to carton, vidual carton, 































doors that “extra something” 


Adjustable SCREEN DOOR GRILLES 


Aewy ~*~ 


NO. 4 PUSH GRILLE” high, 
made of silvery-satin Alacrome, 32” fits open- 
ings from 24” to 26” wide and 46” fits be- 
tween stiles from 28” to 30”, Packed 12 to 
carton. 












NO. 16 PUSH GRILLE 
— Made especially for 
combination doors— 
wood or metal—16” high 
for 21”, 23”, and 27” in- 
sert panels and for regu- 
lac 32” or 36” doors, 
Silvery-satin finish. Pack- 
ed 12 to carton. 


— 
NO. 6 PUSH GRILLE—For alum- 
inum or wi od doors 6” high for 21”, 23”, 
and 27” insert panels and for regular §2” of 
36” doors, Silvery-satin finish. Packed 12 to 
carton, 























FITS-ALL 


8 


TTT EE | GRILLE YOUR INITIAL 

Pea EER | Nu-Art MONOGRAM | GOES HERE 
SRR RR ERR Y | 
eRRaRE \ LIKE THIS 


GRILLE ORNAMENTS Customer chooses 
initial of num- 
bers from your 
stock and mounts 
on black disc. 
Packed 2 discs 
to envelope with 
screws and fast- 





Attaches to nearly all 
screen door grilles. Made 
of cast aluminum with 
colorful outlining. Comes 
in individual envelope with 


instructions, clamps and 























}\ bolts. . 
; eners. Attractive, 
| Nu-WAY—Comes in silvery M-D MESH GRILLE—Inter- MALLARD BRONCO yet inexpensive! 
satin aluminum or steel with laced ribs form strong pro- STEER HORSE 
} black enamel finish. Fits 30” tection for screen, 32” fits 
| and 32”, 36”, 42” doors. screen openings from 24” to SEA CULL SARIION 
\| Easily installed on doors or 28,” and 36” fits openings SAILBOAT PANCHO 
as window guards. 28” to 3144”. Silvery-satin PEDRO SQUIRREL 
Alacrome will not rust or 
tarnish, 


§ (MACKLANBURG-DUNCAN CO. |/ 


OKLAHOMA CITY 1, OKLAHOMA 


DEALERS: ORDER TODAY! YOUR ORDER BUILDERS: For highest quality and de- 
SHIPPED SAME DAY IT IS RECEIVED! pendability always specify M-D products. 


E Sold by hardware, lumber and building 
All M-D products are fast sellers, nationally advertised. supply dealers everywhere! 


PROFIT-BUILDING TEAM... 


heeling Metol Loth/ 


p” some Wheeling Metal Lath in the hands of an 
experienced lather and you've got all the mak- 
ings of a profit-building team at work for you. 
That's because flat, rigid Wheeling Metal Lath 
goes up fast, with no buckling, no fishtailing. Every 
sheet is a perfect rectangle, machine cut for perfect 


And Wheeling’s exclusive “Engineered” Metal 
Lath Package —50 10-sheet lifts in one compact 
unit ~— means more savings for you. You unload 
faster, store easier, identify quicker and count surer. 

That’s why it pays to stock Wheeling Metal Lath 
and Accessories —and the full line of Wheeling 
Building Materials—the outstanding choice of experi- 
enced builders for over 60 years. 


90° corners, with minimum selvage to cut waste, 


prevent overlap bulges, permit better plastering. 


RS. 


Don't forget to stock and sell 


WHEELING 

CHANNELDRAIN ces 

sorir ‘op-R-Loy Galvaniz 

ad oghe ig aBelle Cut yam. 

‘And remember, Wheeling $ ees 

warehouse notwors y. Call 

epee nccling office or ware WHEELING CORRUGATING COMPANY, WHEELING, WEST VIRGINIA 

howe at a —. BUILDING MATERIALS DIVISION 

‘ For your convenience, warehouse stock immediately available at these locations: 

Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, Lovisville, Minneapolis, New 
Orleans, New York, Philadelphia, Richmond, St. Lovis. Sales Offices: Atlanta, Houston. 
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Freight Car Shortage 
Growing on West Coast 


The freight car shortage on the 
west coast has become increasing- 


ly serious. The Oregon Public 
Utilities Commission is prepared 


to issue an order establishing 
quotas for shippers over the 
Southern Pacific lines if condi- 


tions grow worse. 

A strike of truck drivers in 11 
western states further complicates 
matters. 

Pertinent boxcar supplies are as 
follows: 

Week Ending 

April 2 — Net surplus 1,204 
May 7 — Net shortage 1,743 
May 14 — Net shortage 2,375 

Last year in mid-May the sur- 
plus of box cars was 24,462 and 
the surplus of all car was 127,798. 
As of May 14 this year the surplus 
of all cars was only 7,708 and of 
these 7,298 were refrigerator cars. 


Simpson Buying 
Schafer Logging 

SEATTLE — Sale of the capital 
stock of the Schafer Brothers’ Log- 
ging Co., major Grays Harbor log- 
ging and mill employer, to the 
Simpson Logging Co. was disclosed 
late in May. 

Neither company disclosed the 
sale price, but unofficial sources 
believed it was in excess of $15,- 
000,000. 


Small Retailers 
Profits Off Sharply 


Sales Management magazine in 
a recent issue reports “that except 
for the giants, profits aren’t keep- 
ing step with sales and that there’s 
concern over tomorrow’s earnings 
when volume may slip.” 

The figures cited compiled for 
National Markets Analyst com- 
pare 1953 with 1948. Sales in- 
creased in every year except 1949, 
and in 1953 were 38.4% ahead of 
1948. But income after taxes 
dropped more than 13% over the 
five-year period and income drop- 
ped 37% as a percentages of sales. 

The net profits of retailers, 
1953 over 1948, were even worse. 
Sales for several important groups 
(not including food stores) in- 
creased nearly 25%, but dollar net 
profits were down 40%. Here’s the 
box score of the seven groups an- 
alyzed: 

1953 over 1948 


Total Total Net 
Sales Profits 


% Gain % Loss 


Lumber, Bldg. Mat’ls. 50.4 41.1 
Appliance-Radio 56.4 22.2 
Sporting Goods 36.1 15.0 
Department Stores 10.2 28.3 
Furniture 16.2 54.3 
Hardware 8.4 59.5 
Jewelry 16.2 33.8 


3UILDING PropucTs MERCHANDISER 








4 reasons why more & more dealers are 
recommending reflective insulation 


All over the country, sales trends are swing- 
ing to reflective type house insulation. The 
reasons behind this trend are sound: 


1. Only reflective insulation turns back 
95% of all radiant heat... actively keep- 
ing it inside the home in winter, outside in 
the summer. 


2. On thousands of FHA and other projects, 
multiple-layer aluminum foil insulation has 
proved to have a decided edge in year- 
average efficiency. 


3. Reflective insulation provides the most 
effective protection obtainable against dam- 
aging moisture condensation inside walls. 


4. Clean, light and compact, reflective in- 
sulation cuts costs by minimizing the 
handling, storage, and installation factors 
that make up insulation “overhead.” 


Your best reflective line — 
ALFOL Aluminum Foil Blanket 


Alfol is first in reflective insulation—the 
original aluminum foil blanket. Its sales 
are growing fastest in this fastest-growing 
market. Its overall effectiveness is un- 
surpassed by any other insulation-vapor 
barrier made today. 


Special value features. Alfol is easiest to 
apply. Foil layers expand :utomatically; 
tough kraft backing bears all application 
stress, resists tearing. Applied across 
framing members—in continuous, unbroken 
lengths—Alfol blocks every avenue of va- 
por passage. Builders appreciate rapid, 
positive application; ‘do-it-yourselfers” like 
handy 500-sq. ft. rolls. Five Alfol types, 
consisting of one to three aluminum foil 
layers plus a heavy vapor-proof kraft and 
duplex backing, meet every insulation need. 


Alfol pays off. Weighing only 1/12 as 
much as its bulk type insulation equiva. 
lent, Alfol requires only 1/20 the storage 
space—-slashes handling costs and prob- 
lems. You'll want to “push” Alfol, because 
it's more profitable, less trouble for you 
and a better insulation value for your 
customers! 


Big new dealer support program. Now is 
the time to get started with Alfol! Adver- 


tising, promotion, dealer aids are now re- 









ALUMINUM FOIL INSULATION 
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In winter — reflective 
insulation ranks with 
best bulk types. 


In summer —reflective 
insulation is superior 
to all others. 





ceiving important boosts: Alfol is being 
promoted this year in House & Home, 
American Builder, Practical Builder, House 
& Garden Book of Building, and House 
Beautiful Maintenance and Building Man- 






() kraft-duplex 
backing 


(2) foil layers 
(3) reflective 
air spaces 


ual. A strong direct mail program is ad- 
dressed to architects and builders. A 
thorough-going, strong-selling new Alfol 
Data Book is just off the press. Sales kit 
of helpful materials and information now 
available--everything you need to sell 
Alfol effectively. 





WRITE TODAY: for the big free sales kit. . . 
and request a call from our representative to 
discuss your Alfol opportunity! 


REFLECTAL CORPORATION 


A subsidiary of Borg-Warner Corp. 
310 South Michigan Ave., Suite 2846 
Chicago 4, Ill. 
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Masonite Ridgewood gives a satin 
luster look to a home in Ashlan 
Park, the new George Workmon 
development in Fresno, Cal. 





a 1a 
» <i 


























For that “satin luster look’... 


sellthem MASONITE RIDGEWOOD 


“The economical siding with the luxury appeal!”’ That’s 
what builders from coast to coast are saying about 
new Masonite Ridgewood. 

They like the way its combed, textured surface takes 
all finishes—makes them look their best—and holds 
them longer. They especially like the wide Ridgewood 
panels that mean fewer joints. And there’s no worry 
about slivers in this distinctive and durable hardboard. 


Sell This Man—He 


Ridgewood is a Tempered Presdwood® product, 14” 
thick —with all the weather resistance and firm protec- 
tion these famous panels are noted for. Comes in con- 
venient sizes for lap siding, panel siding and shingles — 
as well as for attractive interior designs. 

Your Masonite representative can give you the full 
profit story. Or write Masonite Corporation, Dept. 
AL-613, Box 777, Chicago 90, Illinois. 


Makes The Difference 


MASONITE RIDGEWOOD 


PANEL PRODUCT OF MASONITE® CORPORATION 
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UNITED ANNOUNCES... 
The Greatest Achievement In 
Kitehen Cabinet Tops Ever! 


FULLY CONTOURED 














=THE ONLY 
FULLY-CONTOURED 
FORMICA AND STEEL 
CABINET TOP! 









Now, see United LIFETIME! For the first 
time, steel and Formica are bonded and 
contour-formed for life in ove piece from 





rounded front to swing-up backsplash. 
Only United could do it! 


Bonded steel and Formica eliminate metal 
seams from front to back, eliminate all 
the disadvantages of plastic and wood 
surfaces. LIFETIME cannot warp, can- Efficient, seam-free United tops 
not absorb odors, cannot stain, buckle, cost less to buy, less to install, Big, 
crack or separate. Liquids and grease open work areas are all one piece 
cannot seep in anywhere because United ee vam ae long. 6 _ 
oT ale a . . make ossibie an shape or 
LIFETIME features the most effective U. \ . teh y \ F i 
1 sol -shaped kitchens. Versatile, 
end-capping ever! Ends and edges are economical United tops can be 
sealed by an exclusive, patented process, blanked to receive sinks and fit- 
Stainless steel keeps out dirt, dust, water tings, and with United's exclusive 
— : end-capping, you can enlarge 
—for a LIFETIME! d-capping, yo & 
assemblies after installation, 


, 


Ak Coed as it looke 
Gall nothing Looks belec/ 


LIFETIME matches any decor, 
too, with four standard and 20 
decorator colors, selected for 
popularity by a panel of Amer- 
ica’s foremost color consultants. 











THERE ARE STILL A FEW LOCAL FRANCHISES AVAILABLE TO QUALIFIED DISTRIBUTORS. WRITE TODAY TO UNITED METAL CABINET CORPOR 
168 SEVENTH STREET 
BROOKLYN 15, NEW YORK 
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The name on the door means a lot 


Profit-minded dealers make sure of 
furnishing ‘just what the doctor ordered 
by recommending handsome Atas Ply 
wood birch doors for all customer needs 

The country over, dealers know that 
the dignity and prestige these doors add 
to a customer's name plus their out 
standing service and beauty keep them 


among the most dependable profit 


boosters on the market. Atlas Plywood 


doors hay sold 
sold 


In fact, you always get more out of 


and keep your customers 


Atlas Plywood doors because more care 


goes into their making. Quality-con 
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trolled at every step of manufacture, and 
trued, trimmed and glued to top-grade 
specifications, they're built to assure 
dealers a steady profit and customers 
a lifetime of satistaction 


Acias Plywood doors are available with 


Atlas Plywood 2 


solid or hollow cores, in all popular 
woods and in grades that meet every re- 
quirement 
for free color folder on Atlas Plywood 
flush doors. Write Dept. AML-6, 1432 
Statler Bldg., Boston 16, Mass. 


For complete details send 


CORPORATION | 


FROM AMERICAN FOREST TO FINISHED PRODUCT 


Boston 16, Mass. Distributors in all principal cities 2 
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See MERE 








WOOoDCO 


E-Zee= 


ia 


BOORSTEIN RESIDENCE, Neponsit, L. 1., W. ¥. 
A. DAVIS & SON, Architects 





Wudeus for the CF, . - — 


Whatever your point-of-view, WOODCO E-ZEE 
Loc Wood Awning Windows meet your most ex- 
acting standards. WOODCO assures the utmost in 
beauty, performance and efficiency . . . and when 

ou measure these advantages in terms of ease-of- 
installation, fuel savings and homeowner satis- 
faction, you discover that WOODCO means the 
finest and most economical awning window ever 































+ made! 
raining! 
it slmaan Nothing to adjust * Nothing to get out of adjustment 
a > CHECK THE WOODCO £-ZEE Loc PATENTED FEATURES: 
.Z) * @ EASY TO LOCK © DOUBLE VINYL 
~ \ © SEQUENCE AIR CONTROL WEATHERSTRIPPING (Por, Pend.) 
\ © TOXIC-TREATED TO PREVENT DECAY © WATER-REPELLENT TREATED 
@ EXTRA HEAVY SASH and FRAME © COMPLETELY ASSEMBLED 




















SOLD EXCLUSIVELY THROUGH THE LUMBER DEALER 
Our increased production makes it possible for us to 


invite new distributors. If you are interested in prestige 

and profit write to the factory located nearest you. 
indouws / WOODCO CORPORATION, wien 47, Fiore 

ROCKWELL of RANDOLPH, Inc, wisconsin, migrs. of WOODCO and Other Millwork Products 


GENERAL WOODCRAFT CO., Inc., whi. vis, North Bergen, N.4., Schenectady, N.Y, Lowell, Mass. 
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NEW from CROSLEY BENDIX 
3 specially-priced 








PACKAGE NO. 1 BENDIX DUOMATIC WITH CROSLEY 





UTILITY AND WALL CABINETS 


Over 100,000 installations and 2% years of experience prove 
the Duomatic’s practical performance, prove it to be the most 
wanted appliance of them all. 

Here's the luxurious, work-free laundry center every 
woman dreams of! With the magnificent Bendix Duomatic 
Washer-Dryer ALL-IN-ONE, she simply puts clothes in. Duo- 
matic washes, then completely dries in one continuous auto- 
matic operation 

Now you can feature the glamour of a Duomatic in your 
low-cost homes as well as your finest. Saves valuable floor space 
too! Matching Crosley cabinets make this package the most 
compact, most efficient work center in any home. 


See your CROSLEY and BENDIX distributor for details 
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EAM LAUNDRY CENTERS” 


They’re new! Now package-priced 
for a limited time only 


Now you can add the tremendous customer ap- 
peal of America’s finest laundry equipment to your 
homes at a remarkably low cost. This special low price 
offer is for project builders and small builders alike. 
It's your opportunity to try the home-selling magic of 
Crosley & Bendix Laundry Centers at a minimum in- 
vestment. You don’t need a carload to enjoy these 
savings! a 





Adding a Crosley & Bendix Laundry Center is 
like adding another room to your homes. It gives you 
the same kind of powerful customer attraction as a 
vanity bathroom or modern kitchen. Gives you a great 
new plus feature to help you sell! To get these special 
savings, see your distributor NOW! 


PACKAGE NO. 2 

BENDIX AUTOMATIC 
AGITATOR WASHER WITH 
CROSLEY SINK 

AND CABINETS 














No matter how small the 
home, you can now add com- 
pletely-automatic washing as 
a selling feature. Bendix 
Agitators install anywhere. 
Portable .. . absolutely vibra- 
tion-free. With the Crosley 
double-bow! sink that has a 
- sliding drainboard and 
- = Crosley Custom Cabinets this 
package is a BIG buy! 


PACKAGE NO. 3 

_+-| BENDIX AUTOMATIC PAIR 
: WITH CROSLEY 

WALL CABINETS 

















U a We combined the top Bendix 
~ Tumble-Action Washer and 
Dryer with Crosley’s sleek, 











i: 
—) modern cabinets to give you 
d a BIG laundry center, one 
Q that adds prestige and value 
— to any home. Feature the finest 
Laundry Center at a far lower 
maa, % 


cost than you ever thought 
possible. 


HOME APPLIANCES DIVISIONS / aL 77) \ CINCINNAT) 26,0n10 
—$—$—$—$— — 


* ey 


OURC, 
Jo. % 
** . 
a i > 
CROSLEY 


2, ~ 
+ % 
¢ apr 
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Imagine how these colorful, modern brush displays 
will look on your counters—how they'll stop customers 
and attract sales! They're yours absolutely free when 
you handle Pittsburgh Brushes! You merely buy any 
of these brushes that sell best in your area, and 
the displays come along as our contribution to help 
you sell! What’s more, with Pittsburgh you know you're 
selling the best line of brushes available today. Every 


There’s a Pittsburgh Brush for every home and industrial use 
PITTSBURGH 


: Kd Stipe 


G BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS © FIBER GLASS 









PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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BRUSHES and ROLLERS 
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¢ THESE HARD-HITTING DISPLAYS 
@ WHEN YOU SELL PITTSBURGH! 


type and style: 100% hogs’ bristle; 100% texturized 
synthetic; or hogs’ bristle-synthetic mixtures, All made 
in one of the world’s most modern brushmaking plants, 
under strictest quality control, by experienced, expert 
brushmakers! Start selling Pittsburgh Brushes today! 


MAIL COUPON FOR COMPLETE DETAILS! 


‘ 
PITTSBURGH PLATE GLASS COMPANY ! 
Brush Division, Dept. C-6 ! 
3221 Frederick Ave., Baltimore 29, Md. 
| 
| 


rc 
| 

| 

| 

| Gentlemen: Please give me more information about Pittsburgh Brushes 
and free brush displays! 

| 

| 

| 

| 

| 


NEMO ccccccccccccccceeeveeceseeseeseeeoeseoeecoeevesess | 
Firm Name cococcccccovcccvebdesecnerovccevedbonsoocesess 
Address occccccccccsccccecsenscoesoosseseoes se eeeererers | 
Cy oc cccccccccccceccceees Zone..... State 
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Now more Ponderosa Pine help 
to speed your wood window sales 


Here’s a brand-new addition to the powerful Ponderosa Pine program! 
It’s just a little thing—but it can make a big difference in your wood 
window sales and profits. Affixed to a double-hung wood window unit, 
it gives you a powerful sales argument that appeals to builder and 
home owner alike. 

For this seal is a certification by the fabricator that his wood window 
unit conforms to the quality specifications of U. S. Commercial Stand- 
ard 190-53 

To the builder or home owner, the AWWI seal identifies an easy- 
to-install window unit, made of sound, carefully dried wood—pre- 
servative treated—effectively weatherstripped—with sash properly 
balanced for ease of operation. 

To you, it identifies a window that is easier to sell because its quality 
is known. Learn about this sales-making program—be ready to tie in 
with the big national consumer campaign. Write Ponderosa Pine 
Woodwork, 105 West Monroe Street, Chicago 3, Illinois. 





















































The use of this seal 


is not 


limited to 


members of Pon- 
derosa Pine Wood- 
work. Any manu- 
facturer or fabrica 


tor whose 


unit 


meets specifica- 


tions can offer the 


quality seal 


under 


a licensing agree- 
ment. 


| Pheclcstn Ute WOODWORK 
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HERE’S YOUR 







Irs A Fact. USS American Fence is so 
good that customers who buy it once always 
buy it. And they tell their friends what a 
handsome fence it makes, how rugged and 
long-lasting it is, and how it can be kept in 
tip-top condition with the very minimum of 
time and labor. Small wonder it’s the 
country’s fastest seller. 

@eeeeeeoeeoev eevee eaeeneaeneeeeneese © You can handle the complete line of USS 
American Products and extend the sales 


« - , 
L Are you handling all of these eas, YOU ationid Suioenin Wied bony te 
| fast-moving “AMERICAN” Products? 


——? 
—_— 
wy 


big amounts. You'll widen your trading 
area. And you won't have to do it without 
help. American Fence is backed by strong, 
consistent advertising that will keep your 
prospects informed, will keep your sales 
climbing. 


Be sure you are well stocked with USS 
American Fence Products. Display them 
prominently, and keep your customers re 
minded that the time is always right to put 
up American Fence. 


- 








SEE THE UNITED STATES STEEL HOUR. It's @ full-hour TV 
program presented every other week by United States 
Steel. Consult your local newspaper for time and station 


USS American Galvanized 


Barbed Wire USS American Tie Wire 
| for Automatic Balers 








AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 









A USS American Hex-Cal 
USS Americon “U” and 
Studded ‘’T” Posts Poultry Netting 









Se . ae eae —) oe oe 
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Added features—extra profit... 


And Lupton offers you a one-source scrv- 


Savings in installation time helped ‘‘sell’’ 
Lupton Steel Casements for this multi- 


house development. Ready-to install 


Lupton Windows can be handled easily 


by one man save time, reduce costs, 


fit into tight budgets to give builders the 


extra sales-benefits of metal windows. 


Along with fast installation, consider these 


other features 


Lupton Metal Windows are pre-tested and 
rigidly inspected before leaving the plant. 
Backed by over 


designing and manufacturing, Lupton 


Ww years experience in 


Metal Windows have long service built in 


LUPTON 


REG. U.S. PAT. OFF. 


ice. Regardless of the inquiry you get there 
is a Lupton Window, in Steel or Alumi- 
num, to meet it. National advertising to 
all major markets helps build sales. Color- 
ful literature and posters help tell your 
sales story. You're not alone when you sell 
Lupton there's a sound, continuous 
merchandising program at work all the 
time. That's part of the profitable Lupton 
story—-get more details from your nearest 
distributor, or write direct. 


MICHAEL FLYNN MANUFACTURING COMPANY 
700 East Godfrey Avenue, Philadelphia 24, Pa. 


Member of the Sieel Window Institute and Aluminum 
Window Manufacturers Association 


See Facing Page for 
List of Distributors 


METAL WINDOWS 
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Pottsgrove Manor, Pottstown, 
Pa, One of many projects built 
by F. A. Collins, Inc., of Bala- 
Cynwyd, Pa. using Lupton Metal 
Windows, with Sreel Casings. 




















Lupton Casement 
Steel or Aluminum 





Xl 
Lupton Aluminum 
Double Hung Window 


[L.UMBERMAN 
















































































































































































NEW SALES HELPS 
FOR 
LUPTON DEALERS 


Ask your distributor for 
these NEW Lupton sales 


helps 


NEW POSTERS 
Big . colorful 
eyecatching. 28 inches 
by 38 inches. Printed 
in 11 colors and lac 
quered 


NEW ENVELOPE 
STUFFERS 
One features Lupton 
Aluminum Double 
Hung Windows 
One features Lupton 
Casement Windows 






















Make your sales easies 

















with these colorful mer- 
chandising aids . . . they'll 
help make customers out 
ot prospects 
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Lupton Aluminum 
Awning Window 







700 East Godfrey Avenue 
Philadelphia 24, Pa 


LOS ANGELES 
672 S. Lafayette Park Place 
Los Angeles 57, Cal 





BUILDING PRropucTS 








MERCHANDISER 





Partial List of LUPTON Distributors 


ALABAMA 
BIRMINGHAM 1: Virginia Steel Co., Inc. 
P. O. Box 1152, 1007 37th Place North 

ARIZONA 

PHOENIX: Malico Distributors 
P. O. Box 3916, 315 South lith Ave. 
ARKANSAS 
LITTLE ROCK: American Metal Window Co. 
1118 W. 3rd St. 
CALIFORNIA 
NATIONAL CITY: Nalco Distributors 
708 E. 8th St. 
PASADENA: Lee and Daniel, Inc 
1457 E. Walnut St. 

STOCKTON: Michael Flynn Mfg. Co. 
Warehouse—1441 W. Fremont St. 
CONNECTICUT 
W. HARTFORD: General Building Products Co. 
12 Brixton St. 

DELAWARE 
WILMINGTON: Hance Hardware Co 
#4 Stone Hill Rd.—Augustine Cutoff 


DISTRICT OF COLUMBIA 


WASHINGTON 11: Cushwa Brick oe. Sup. Co 


137 Ingraham St. N. 
FLORIDA 
GAINESVILLE: Stringfellow Supply Co. 
P. O. Box 152, 536 S. W. Second Ave 
see ay yy Geor . C. Griffin Co 
©. Box 5151, 1038 Kings Ave 
ST PETERSBURG. Metal Building Products, Inc. 
P. O. Box 1559, 2700 22nd St. North 
GEORGIA 
ATLANTA 1: Henry Taylor & Son 
P. O. Box 1328, 1058 Amsterdam Ave. N.E 
ILLINOIS 
CHICAGO: W. L. Van Dame Company 
159 E. Chicago Ave. 
ROCKFORD: Architectural Iron, Inc. 
22nd St. 
INDIANA 
FORT WAYNE: Moss Engineering Co. 
312 Standard Bidg. 
INDIANAPOLIS: Barrison & Clark, Inc. 
3562 Madison Ave. 
KANSAS 
KANSAS CITY 10: Lusco Brick & Stone Co. 
1136 Southwest Bivd. 
WICHITA 1: Lusco Brick & Stone Co. 
P. O. Box 1481, 342 N. Waco St. 


KENTUCKY 
COVINGTON: Tate Builders Supply Co., Inc. 
P. O. Box 27—Rouse Sta., 19th & Russell Sts, 
ERLANGER: Tate Builders Supply Co., Inc. 
47 Dixie Highway 
LOUISVILLE: John W. Bishop 
319 W. Jefferson St. 
LOUISIANA 
cme F. A. Flynn, Building Specialties 
©. Box 372, 140 Wheelock Ave. 
NEW ORLEANS 19: Favrot and Pierson 
3511 Toulouse St. 

SHREVEPORT: American Metal Window Company 
P. O. Box 819, 112 Caddo St. 
MAINE 
PORTLAND: Metal Building Specialties Co. 

Avon Place 
MARYLAND 
BALTIMORE 3: Maryland Steel Products Co. 
P. ©. Box 1997, Bush & Ridgely Sts. 
MASSACHUSETTS 
ARLINGTON 74; Boston Screen & Sash Co. 
91 Mystic St. 
SPRINGFIELD: General Building Products Co. 
2 Albany St. 
WORCESTER: General Building Products Co 
120 Grove St. 
MICHIGAN 
DETROIT: The Clyde Bickel Co. 
1214 Michigan Bldg 
GRAND RAPIDS 7: Steele hos & Todd 
1050 Cottage Grove, §.E. 
MINNESOTA 
MINNEAPOLIS: James C. Nystrom 
1087 Northwestern Bank Bidg 
MISSISSIPPI 
W. JACKSON: C. A. Moorer 
P. O. Box 2312, Dixie Dr., Van Winkie Sub Division 
MISSOURI 
KANSAS CITY: Lusco Brick & Stone Co 
P. O. Box 83 


NEBRASKA 
OMAHA: Paxton and Vierling Steel Co 
5th St. & Ave. H., P. O. Box 1085 


Sales Offices and Sales Representatives 


MICHAEL FLYNN MANUFACTURING COMPANY LJ D O N 
MAIN OFFICE AND PLANT STOCKTON (Warehouse) NEW YORK 

1441 Fremont Street 51 East 42nd Street 

Stockton, Cal New York 17, N.Y. 


KANSAS CITY 
(Herb W. George) 
9209 Cherry St 
Kansas City 5, Mo 


CINCINNATI 
De Sales Building 


NEW JERSEY 
NEWARK: Fireproof Products Co., Inc 
183 pn geo Ave. 
Ww YORK 
ELMIRA; can Mcleod, Inc. 

21 7, E. Church St. 
FARMINGDALE, L. Karpen Stee! Products Co. 
Allen Bivd. 

NEW YORK 54: Fireproof Products Co., Inc. 
138 Bruckner Bivd. 

NORTH CAROLINA 
CHARLOTTE: R. J, Lock Steel Products Corp. 
P. O. Box 1763, 1200 W. Moorehead St. 


OHIO 
AKRON: Fred J. Crisp, Inc. 
710. N. Main St. 
CINCINNATI; Massco, Inc. 

2703 Markbreit Ave. 
COLUMBUS: Howard 5. Sterner Co. 

12 S. 3rd St. 

TOLEDO 12: Mayfair Lumber & Supply Co. 
5240 Lewis Ave. cor. Mayfair 
be seg my ci Bidg. Spec. Co. 
P. O. Box 2543, 68 cod View Ave 


OKLA 
OKLAHOMA CITY: Allied Hardware and Supply Co. 


2400 S. May St. 
TULSA: Allied Hardware & Supply Co. 
7500 Sand Springs Rd. 


OREGON 
PORTLAND 10: Mercer Steel Co., Inc. 
555 N. W. Nicolai St. 
PENNSYLVANIA 
ALLENTOWN: United Materials Co. 
314 Gordon St. 
aa fy ~ M. L. Closter & Sons, Inc. 
P. O. Box 539, 197 §. Water St 
DU BOIS: H. Shakespeare & Sons 


HARRISBURG: C. H. Hershock, 
513 N. Cameron 51. 
LANCASTER, Charles E. Johnson 
P. O. Box 293, 312 N. Lime St. 
NEW CASTLE; Fleming Stee! Co. 
PEN y gh Orrin Palmer 
arding Ave. 
PITTSBURGH, Tom Brown, Inc. 
36th St. & A.V.RR. 
PITTSBURGH 22: C. C, Shannon 
Empire Bidg., 507 Liberty Ave. 
enh 5 bated oe Manship 
‘. 
READING: a etlain Block Corp. 
2210 N. h St. 


SCRANTON 2: Paro D.. Bridge Co. 
Genet St. 
TURBOTVILLE: Turbotville Block Co., Inc. 
WILKES-BARRE; William H. Pierce 
402 Bennett Bldg. 
YORK: Atlas Manufacturing Co. 
Grantley Rd. & Pa. RR. 
YORK: Glen Gery Shale Brick Corp. 
ale St. 
RHODE ISLAND 
PAWTUCKET; pomege Se Engineering Co. 


Bo 
aaihes 6 General eh Products Co. 
P. O, Box 415, 185 Charles St. 
SOUTH CAROLINA 
COLUMBIA: Kline tron & Metal Co. 
P. ©. Box 1013, 1225 Huger St. 
TENNESSEE 
KNOXVILLE: Dealers Warehouse Corp. 
1372 North 6th Ave. 
NASHVILLE: McMurray Structural Steel Co. 
Demonbreun 
TEXAS 
DALLAS: American Metal Window Co 
P. O. Box 10173, 1205 Levee St. 

EL PASO: Electrical & Mechanical Supply Co 
P. O. Box 3247, Sta. A, 708-716 N. Piedras $1. 
HOUSTON: Jim Lunsford Company 
P.O. Box 19064, 1525 N. Post Oak Rd 


u 
SALT LAKE CITY: Buehner Block Co. 
2 South West Temple 
VIRGINIA 
BRISTOL: Central Warehouse Corp. 

P. O. Box 85, 512 Scott St. 
RICHMOND 21; Virginia Steel Co., inc. 
Mailing—Stewart Station Post Office 
ffice—3122 W. Cary St. 

WEST VIRGINIA 
CHARLESTON 28: Fireproof Products Co. 
P. O. Box 2311, Suite 402 Professional Bidg. 
MARTINSBURG: Richard R. Feller Co. 

. O. Box 543, 900 Baltimore Sr. 


REG. U.S. PAT. OFF, 


iaeietones METAL WINDOWS 
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CERTAIN-TEED 

WOODTEX 
ASPHALT 

SHINGLES 








Jie 
#1 ae 


CHURCHES Kedeemer Lutheran Church, Bartles SCHOOLS — ‘Garfield Center” at the Erie College for 
ville, Okla. The rugged appearance of Woodtex Shingles Women, Painesville, Ohio. Woodtex Shingles provide 
lends itself to chureh architecture, Builder and Appli wind resistance and a pleasing pattern for this long, low 
eator: Cooper & Dorris Const. Co. Supplier: Overlees pitch roof. Roofing Contractor: Guaranteed Roofing & 
Krause Lbr. Co., both of Bartlesville Sheet Metal Co 











MOTELS —York Motel, Parma Heights, Ohio. The TAVERNS — Valley Forge Tavern, King of Prussia, 
fire resistance of Woodtex Shingles is an important Pa. Woodtex Shingles in handsome gray blend add dis 
safety feature here. Builder and Applicator: Precision tinction to this popular stopping place. Woodtex Shingles 
Housing Corp Parma Heights. Supplier Askue come in @ beautiful range of popular new colors and 
Supply Co., Cleveland pastel blends. Applicator: Thomas Lord, Collegeville, Pa, 
Look where you'll find Woodtex look it. Certain-teed Woodtex is the are heavy and durable, and their 
Asphalt Shingles today, On churches, fire-resistant asphalt shingle with the handsome, massive appearance and 
shopping centers, apartment houses, genuine built-up graining. This grain- beautiful range of new colors can add 
college and school buildings, motels ing acts as reinforcing ribs, which add distinction to any building. 
as well as on many of the finest homes. strength, rigidity and weight—give Are you handling Woodtex Shingles 
’ . . : . a) 
It's an important trend... this extra protection against wind and for non-residential roofing? A line to 
increasing use of Woodtex in non- weather you can’t get with ordinary Certain-teed now will bring full 


residential construction. Don’t over- asphalt shingles. Woodtex Shingles information on why it pays. 


Ce CERTAIN-TEED PRODUCTS CORPORATION 
rain-leed ARDMORE, PENNSYLVANIA 

EXPORT DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, ~Y. 
#E6. U.5. PAT, OFF ASPHALT ROOFING © SHINGLES © SIDING © ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
Quality made Certain . .. Satisfaction Guaranteed GYPSUM PLASTER © LATH © WALLBOARD © SHEATHING © ROOF DECKS © FIBERGLAS BUILDING INSULATION 


ROOF INSULATION © SIDING CUSHION 
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Fiberglas and Nylon reinforced 





plastic panels ever produced 





STRONGER, MORE UNIFORM By 
adding nylon strands FILON is by far 
superior in strength and uniformity to 
any comparable material. 


UNIQUE PRODUCTION METHOD 
FILON is produced by a fully automatic 
electronically controlled process, in the 
world’s largest and most modern plant 


MORE COLORS FILON offers 20 
beautiful colors to meet all require- 
ments. Leading architects acclaim 
FILON’S colors the best in the field. 


MORE SALES Aggressive national 
and local advertising plus effective 
“point-of-sale” materials create more 
sales for each dealer in his own area. 


in its field. 
Write or wire today for name of dis- 
tributor located near you with complete 
stock and prompt service. 


CONTINUOUS LENGTHS FILON 
is produced in all standard sizes as well as 
any length panels, limited only by con- 
venience of handling. 


FILON PLASTICS CORPORATION 
Formerly PLEXOLITE CORP. 


The world’s largest plant in its fleld 
2051 E. Maple Ave., Ei Segundo, California 
270 Park Ave., New York 17, New York 
228 North La Salle Street, Chicago 1, Illinois 


LOWER PRICES Every FILON dealer 
is in a position to meet all competition, 
attract volume sales at greater profits. 





Unlimited Uses 
for the 
Do-It-Yourself, 


Residential 
and Industrial 


For patios, For awnings, For carports, For industrial 
Markets 


perches, lanais canopies, partitions fences, greenhouses skylights & sidelights 
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True Temper announces: 








Jaue [EMPER.- 
Tool News 





True Temper now offers a Rocket 
half hatchet and Rocket belt axe 
built like the famous Rocker ham- 
mer which has taken the industry by 
storm. Review these advantages. 


Tool head won't loosen — it’s wedged 
onto the shaft and locked perma- 
nently with a heavy steel pin. 


Shock absorbing—handle grip of 


identical to fine wood-handled 
tools. Hatchet has thin blade with 
powerful driving head. Belt axe has 
true 1%-lb. head. This increases 
cutting and driving power. Reduces 
fatigue. The best feeling tools you 
ever swung. 


Grip is nonslip even when wet or 
when gloves are worn. Grip bonded 
to shaft, won’t loosen ever. 











NEW NO-SHOCK 
AXE & HATCHET 


Here are the new Rocker belt axe 
and Rocner hatchet by True 
Temper. The handle of each ia « 
tube of boron alloy steel. The grip 
te a rubber fiber cushion. Handle 


ip soak up the impact of 





har 
feeling tools you ever 


ring These ere the beet 





wung — and 
perfectly balanced, too 


nt bend of break 





’ loomen, it's locked 
permanently to the shaft, The 


grip won't ip, even when wet or 


toole~Rocaer axe, Rocker 
hatchet, Hocker hammer at your 
hardware store. True Temper 
Corp., Cleveland 15, Ohio 


Werldes 
finest hammer 


7RUE TEMPER. 
Rocker 
—— 


| Tubular steel eheaft 





| shock absorbing. ‘I'he 

| safest, strongest, most 

comfortable hammer 
er built 


TRUE TEMPER. 


Himes! quality in hammers hatehets anes 











Post ad will reach 
4'/, million homes 


This ad in the June 18 Saturday 
Evening Post will kick off our 
aggressive advertising campaign 
on Rocker belt axe and hatchet. 
Hard-selling ads on Rocker tools 
will also run in Popular Science 
and Popular Mechanics at the 
peak of the building and camp- 
ing seasons, 





Rocket tools is a rubber cushion. 
Grip and hollow shaft absorb shock, 
make Rocket tools the most com- 
fortable you can use. 


Great eye appeal—RockeET tools 
are beautiful as well as practical. 
Handles are brilliant chrome plated. 
Heads are full polished, mirror 
smooth. 


Perfectly balanced—all Rocker 
tools have head and handle weights 


BELT AXE IS PERFECT GIFT ITEM 


The Rocket belt axe comes in cartons of four or in an individual box 
with saddle-leather sheath. A perfect gift for the camper, hunter, 
fisherman, homeowner. Beautiful, enduring. 

Display these gift-boxed Rocker axes in high-traffic areas. Put 
some in the tool department, in housewares, in your sporting goods 
section, one near the cash register. Order a good supply from your 
True Temper wholesaler. 


CARPENTERS ASK FOR THE ROCKET HATCHET 


The Rocker hammer has been a tremendous success with craftsmen 
and many of them asked: “Will you make a Rocker hatchet, too?” 

Every Rocker hammer owner is a prospect for the Rocket hatchet. 
Its great design features and True Temper’s aggressive promotion 
promise big sales volume. See national ad at left. 





Great success of Rocket 
hammer assures big sales for 
Rocket axe and hatchet 


The Rocker hammer is one of the great hardware 
merchandising successes of all time. Public accept- 
ance was instantaneous. Our initial production was 
sold out within a few weeks after the tool was intro- 
duced. Our factories are now working overtime to 
fill the unprecedented demand. 

The same will be true of the Rocker belt axe and 
hatchet, Put in your order NOW with your True 
Temper wholesaler*, 





*FREE NEWSPAPER MATS are available on all Rocket 
tools. Ask your wholesaler-salesman, or write True 
Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 
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new ROCKET new ROCKET 
belt axe hatchet 









NEW ROCKET BELT AXE 
No. ABA 


NEW ROCKET HATCHET 
No. AOH 

Head weight 1 % Ib. 

Overall length 13%” 

Head length 5%” 

Bit 3%" 


Packed four per carton 


Head weight 18% oz. 
Overall length 13” 
Head length 6%” 

Bit 32” 


Packed four per carton 





gzipisne.s70N Kmmkaie 














2 18/4900 45 30N1 





Shipping weight per dozen 19 Ibs. Shipping weight per dozen 19 Ibs. 


Also in gift box with sheath 
No. ABAX 


Each Rocket tool has a boron 
alloy steel shaft that won’t bend 
or break. Head is locked to the 
shaft, can’t loosen. Rubber-fiber 
cushion grip is nonslip even when 
wet or in gloved hand. 

Blade is thin, forged from finest 
axe steel. Mirror polished. Handy 
nail slot increases utility, 











TRUE E M Pp FE R. You Can Look to iw for Leadership 


FINEST QUALITY IN HAMMERS, HATCHETS AND AXES « LAWN, GARDEN AND FARM TOOLS + SHOVELS « SHEARS « FISHING TACKLE « GOLF-CLUB SHAFTS 
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CAN BE APPLIED TO 
ALMOST ANY INTERIOR 


BANKS 


STORES 








FINEWOOD | 


The Pre-Finished Panel 


LOOK 
AT THESE 
TYPICAL 

INSTALLATIONS 










FineWood can be used in every 
type of building... home...office...shops. It is 
quickly installed (in some instances only 30 
minutes per panel measuring 4x8’) and it is 
low in cost. 

FineWood in nine genuine hardwoods is truly 
the prefinished panel .. . lacquer sealed on all 
sides, hand sanded and hand rubbed with 


Furniture Finishing Wax. 


Ask your FineWood dealer for 
this full color brochure and details | 
or write direct. 


DULANEY PLYWOOD CORP. 


300 WEST MAIN ST. LOUISVILLE, KY. 











Cyclone ‘Red Tag” LAWN FENCE 


is in a class by itself! 
THESE FEATURES PROVE (T- 













There are many grades of fencing. But the average 
customer doesn’t know the difference until you 
point it out to him, That’s why it is good business 
to show him Cyclone Lawn Fence first. Point out 
and explain its construction advantages one by one. 
He will see and feel the better quality. And if he 
insists on looking at other brands, the chances are 
that he will compare them with the obviously 
superior quality of the Cyclone Fence you showed 
him first... and you'll make a good sale. 


ENDS WOVEN INTO UNIFORM 
fl top capies ano | __ SPACING 
SECURELY LOCKED 



















a 


. 
a 
REVERSE LOCK ON BOTTOMS OF PICKETS 











F ATTRACTIVE SYMMETRICAL DESIGN 
The diagrams above and at the right indicate the 
features you'll want to remember when showing 
Cyclone Lawn Fence ... for they mean a more 
profitable sale . . . and a completely satisfied cus- 
tomer. If your customer wants a top quality fence, 
he is bound to be impressed with the strong, neat 
construction, and the good looks of either Cyclone 
Woven Lawn Fence, or Cyclone Welded Lawn 
Fence. They're both as fine as money can buy! 


FREE ERECTION FOLDER 


for your customers: 






PERFECT 
STRONG 
WELDING 
New folder shows and tells property owners exactly how to BRIGHT, DURABLE, GALVANIZED FINISH 


erect Cyclone Lawn Fence. Helps clinch the sale. Builds the 
kind of goodwill that brings customers back to your store 
for other lawn and garden supplies. 


EVEN 
SPACING 







s 





SEE “THE UNITED STATES STEEL HOUR’ —Televised alternate 


weeks—Consult your newspaper for time and station. 











CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS © SALES OFFICES COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, WEW YORK 


armas USS CYCLONE “Red 709" 
HARDWARE PRODUCTS 
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" can afford beautiful 
% tes with Marlite walls! 


% Jmagination ans Marlite changed an © 
a used por } into this smart efficiency 4p a 
ment. And it's typi al of the — 
‘ “idea-interiors you © an create qui ’ 
nd economik ally with new Marlite Plan 
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Marlite’s distine 


Marlit and get full details from your building 
arlite 

® 
Marlite mes 


materials dealer. 





Ome 
MARSH WALL peooucts, INC., Dept 633, Dover - p 
lor folder show? 
lease send full-co 
by return mail, p 
free 


how easy # is to modernise with Marlite 


ame 


apoerss 


| plan to remodel 
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** 
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as seen i 


better tomes 


and Gardens 





This month, your very best 
customers are reading about Marlite 
in this big full-color ad in Better 
Homes & Gardens. They'll see versatile 
Marlite used in a beautiful room 
designed by Ving Smith, famous 

New York decorator. 


But it’s not the first time they’ve 

heard the exciting story of Marlite. 
Marlite advertising is planned to 

reach nearly every worthwhile prospect 
in your area: homeowners, businessmen, 
builders, architects—to help you make 
more profitable Marlite sales. 


So when you recommend Marlite, you 
offer a pre-sold product—backed by 
consistent advertising and powerful 
dealer aids to build business for you. 


MARSH WALL PRODUCTS, INC. 
Dept. 641, Dover, Ohio 











we ® 
Ma rl at e plastic-finished wall and ceiling paneling 


Marlite Plank end Block Patent Applied for 
Made With Geavine Masonite® Tempered Dvelur® 
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Russwin “All-Star” Bar Labels Shout the Facts 


When customers crowd the counters and clerks vantage of the “All-Star” Line of Builders’ Hard- 
hurry order filling, Russwin tell-all bar labels can ware and Russwin Selected Dealership, Work 
save the day. Their easy-to-read, illustrated in- closely with your distributor to develop the 
formation leaves no room for errors. Every essen- potential profit possibilities of the simplified, 
tial fact pops out. “All-Star” line. Russell & Erwin Division, The 
Russwin “tell-all” Bar Labeling is another ad- American Hardware Corp., New Britain, Conn, 


(4 y) fag x Fan oped 
om A ans 


THE LINE WITH SELECTED DEALERSHIP 
“Stilemanor” “Homegard” Screen-Storm Miscellaneous 
Standard Duty Lock Line Residential Lock Line Doorware Trim Hardware 
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® When supplying material to build- 
ers, remind them of this important 
fact: a home is easier to sell if it is 
framed and sheathed with Weyer- 
haeuser 4-Square Kiln-dried Lumber. 

There are several reasons for this 
increased salability. 

For example, Kiln-dried Framing 
is an important sales feature because 
the public has learned that seasoned 
lumber is strong... that it has dimen- 
sional stability... that it contributes 
to sound, reliable construction. 

Kiln-dried Lumber Sheathing on a 
new home is a feature that helps close 
many sales. Lumber is strong . . . it 
holds nails firmly. Also, lumber sheath- 
ing permits the use of shingles, 
vertical siding, and other special 
coverings without furring strips. 






on lumber 
also brings 
you... 


These are a few of the reasons why 
lumber sheathing has been the ac- 
cepted standard for generations. . . 
and is still a mark of high quality 
construction in homes, farm build- 
ings and commercial structures. 
The Weyerhaeuser 4-Square brand 
name, nationally advertised, is well- 
known to the public . . . a mark of 
quality that helps dealers close sales. 
All lumber bearing the brand name 
Weyerhaeuser 4-Square is scientifically 
kiln-dried, precision- manufactured, 
properly graded and carefully loaded 
for shipment. It is available in a wide 
range of species and grades, in com- 
mons and clears. There are Weyer- 
haeuser 4-Square Lumber products, 
from dimension to moldings, to meet 
every need in light construction. 


This brand name 


~ Droduct Qualttios that hil close sales: 





Weyerhaeuser 
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USE ALL THE WEYERHAEUSER 4-SQUARE 
PRODUCTS AND SERVICES 


PLYWOOD — The Weyerhaeuser 
4-Square plywood line now in- 
cludes beautiful new Knotty 
Cedar and Knotty Pine, as well 
as Douglas Fir plywood. 


TREATED LUMBER — Pressure- 
treating with Wolman salts* 
extends the service life of lum- 
ber that is exposed to insects 
and decay. *T.M.REG 


SHINGLES — The Weyerhaeuser 
4-Square Kolorite line includes 
top quality Western Red Cedar 
shingles, shakes, and aristo- 
cratic hand-split shakes .. . 
natural finish or stained in 16 
colors by the exclusive Kolorite 
process. 


sist RS oo all 





SIDINGS — All the basic pat- 
terns, in many Western species, 
including style leaders such as 
bevel and bungalow, the new 
Rustic Red Cedar, and special 
vertical patterns. 

PANELINGS— Standard patterns 
and special patterns, in a wide 
choice of species and grades. . . 
plus the plywoods listed above. 
UPPERS — The Weyerhaeuser 
4-Square line includes softwood 
floorings, moldings, stepping, 
finish items, etc., in Western 
species, 

GLUED-UP LUMBER Edge- 
glued lumber now includes 
sidings, stepping, and finish up 





Pe ie Res <- ne 


to 30” wide, in various Western 
species. 


WEYERHAEUSER 4-SQUARE 
HOME BUILDING SERVICE — 
Complete plans and material 
lists for 148 beautiful modern 
homes —all designed by experts, 
engineered by Weyerhaeuser. 


WEYERHAEUSER 4-SQUARE 
FARM BUILDING SERVICE — 
Blueprints, working drawings 
and material lists for 278 farm 
service buildings and equip- 
ment items, including 22 fresh, 
appealing farm homes... all 
illustrated in the big 4-Square 
Farm Building Portfolio. 











meer 


This is one of the popular home designs from the 


4-Squore Home Building Service... featured in o recent 
full-page, 4-color advertisement in the Saturday Evening 
Post. Ask your Weyerhaeuser 4-Square Lumber Dealer 
to show you all the designs in this modern Service 


MINNESOTA 


Company 
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Since 1880, when the first set of Richards-Wilcox 


door hangers and track were manufactured, 


unexcelled quality of product has been our 
steadfast goal. Not once, in the 75-year history 
of R-W, has there been any compromise with 


quality, no matter what the circumstances. 


Quality is our watchword today as it has been 
for three-quarters of a century. You can rely on 
R-W to maintain leadership in quality... 
quality that is never sacrificed for price... 
quality that backs up your reputation 

for dependability. 







“Lock-Joint” Track and Trolleys for Farm 
and Industrial Buildings, Warehouses, 
Garages, etc. 





There’s a ““Lock-Joint”’ Track and Trolley 
for any size door weighing up to 3,000 lbs. 
“Lock-Joint”’ Track mounts with self-lock- 
ing brackets that join track lengths to- 
gether as one piece. R-W Hangers are 
available with roller, ball or Oilite self- 
lubricating bearings. 


“Silver Streak" Vanishing Door Hard- 
ware for residential sliding doors 


Precision made | 
ball-bearing \ 

hangers with “3 
bakelite wheels 
and extra-hard 
extruded alumi- 
num track. Gives 
smooth, silent, ef- 
fortlessoperation. 
Specifically de- 
signed for instal- 
lation in standard 
2x4studded walls. 






"999" Garage Door Hardware 


Packaged hardware for overhead garage 
doors. Designed and engineered for single 
doors weighing up to 200 lbs., double doors 
up to 375 lbs. Gives perfectly balanced 
operation, dependable action, maximum 
service. Easy to install... ideal for the 
do-it-yourself customer. 


Of QUALITY and SERVICE 
ts 


RICHARDS WILCOX 
AURORA, LINOKS 


226 W. THIRD STREET, AURORA, ILLINOIS e SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES © GARAGE DOORS & 
. ’ ’ 


EQUIPMENT © INDUSTRIAL CONVEYORS & CRANES © SCHOOL WARDROBES & PARTITIONS 
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Wrauen you specify or buy Mengel Doors, 
you get a Guarantee backed by the world’s 
largest manufacturer of hardwood products. * 
Mengel has “been here” for seventy-eight years, 
and builds all its products to the high stand- 
ards required by a company which expects to 
be here another seventy-eight years. 

This means something to you — for yourself, 
your clients, your customers. Mengel Doors are 
available in three different types, for every kind 
of job, ‘Palace or Project”. Each is competi- 


tively priced. Write for complete information. 


Door Department 


THE MENGEL company 
Louisville 1, Kentucky 


q 


% Mengel products include nationally-advertised 
Mengel Permanized Furniture, Menge! Kitchen 
Cabinets and Menge! Wall Closets. 
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Zany or not, this family has a lot in common 
with most of today’s home owners. Ameri- 
ca’s families are do-it-yourselfers — at a rate 
of some six billion dollars a year! Want your 
share of this new business? Feature the 
products advertised in The Saturday 
Evening Post. (Last year, the Post carried 
$6,421,246 of building-products advertising 
— more than any other magazine and over 


TG SE a ae 0 : EBA pe os SS hae OK, 
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twice as much as the next leading weekly!*) 
Seven out of ten Post families are home 
owners. You sell them when you tell them, 


“It’s advertised in the Post.” 
*P1.B. figures — H 500. 
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of America 
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Nimble like you want. Rugged like you need. 
Thrifty like no other. And it’s got styling that’s 
$0 distinctively different that it becomes a prof- 
itable advertisement - on - wheels, just parked or 
on the go. 
New High-Voltage Engines. Chevrolet’s new Task-Force engines 
are all sparked by a new 12-volt electrical system. 


And what a difference this big double punch makes! 
You’ll notice it the first time you turn the key. For now 
you get those sure, quick, economical starts—even on 


the coldest days. Next, you’ll feel the big new wallop of 


action you get in every mile you go. Chevrolet’s high- 
voltage power goes to work the instant your foot gives 
the command to the throttle! 


You'll agree there’s nothing like it, especially when you 
see how much on-the-go economy there is in these new 
Task-Force engines. For when you put High-Voltage 
and High-Compression together, as Chevrolet does this 
year, you've got the savingest engines in the stop-and- 





Most Modern Pickup 
You Can Buy! 


go field. And with Chevrolet’s Truck Hydra-Matic*, 
you get a still bigger money’s-worth in time saved. 


On and on— completely new. Talk about a smoother load- 
steady ride—here it is! For with Chevrolet’s new front 
and rear suspension systems, driver and load have it 
far easier under all driving conditions. 


Frames are new, more rigid, with ladder-type construc- 
tion and full-length parallel side members. There’s new 
High-Level Ventilation for better air circulation in all 
kinds of weather; new linkage-type Power Steering* 
for added driving ease and safety; new Power Brakes* 
that stop with up to one-third less pedal pressure, and 
do it right now! 


Don't stop here. The rest of the “all-new” story is equally 
great. So see your Chevrolet dealer. Be sure to ask 
about his trade-in deal too. Makes good listening for 
buying today. ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


*Optional at extra cost. Truck Hydra-Matie on %-, %-, and 1-ton models 
Power Brakes standard on 2-ton models, optional on all others. Power Steering 
available on all except Forward-Control models 


_NEW CHEVROLET 
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—anvd Monputar Brick | ~ 


..»- building materials 
that “belong” together 


Owens-Illinois Glass Block are handled in the same 
way as modular brick. Same mortar materials and 
similar laying technique . . . go in at the same time. 
Three modular brick equal one 8” glass block. Panels 
fit perfectly into modular size openings . . . no cutting 
of brick . . . no “squeezing” of mortar joints . . . no 
frame is necessary. 

Glass block are pre-packed in sturdy cartons of 
convenient size, Cartons are easy to handle, easy to 
store. 


Owens-Illinois Glass Block are available in a wide 
variety of designs from super-clear that you can see 
through to those that restrict sight completely. Plan 
now to push—and profit from—this versatile, practical 
building material. For information or help with a 
specific problem write; Kimble Glass Company, sub- 
sidiary of Owens-Illinois, Toledo 1, Ohio. 








Because glass block and modular brick “fit,” two 8” block are 
easily substituted for six standard modular brick; two 8” block 
can be used in place of a standard concrete block. 


OWENS-ILLINOIS GLASS BLOCK OweEn s-ILLINOIS 


AN (1) PRODUCT GENERAL OFFICES - TOLEDO 1, OHIO 
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—and top-notch 
n pie builds sales 


ects while your 


a salesma 
do-it-yourselfer 
stimulating pro} 
customers watch. 


network TV program 


(SUNDAY EVENINGS, NBC-TV 7:30-8:00 EDT) 


Never Before Such a Big-Time Boost for Your Do- 
It- Yourself Sales... A Brand New TV Combination 
of Entertainment and Do-It-Yourself Instruction 
with Do-It-Yourself Expert Dave Willock and 
Funnyman Cliff Arquette. 


Ideal Advertising for 
your own related items 
promotions. 


Like having an expert 
Reynolds demonstrator 
in your store every week. 







7% 


Your customers get step 
by step instruction that 
sells aluminum for you. 





¢ ~* a4 

» 

ee | \ ot 

¥% Proves to millions that . — 
Do-It-Yourself Alumi- YOUR REYNOLDS 

num is easy to work — 


with just woodworking DO-IT-YOURSELF RACK 


tools. w and in your store this 


on your cash register. 


2491 South Third Street 
Lovisville 1, Kentucky + 


Yourself Aluminum, the easy to work 
metal they've seen in action on TV, P-O-P 
material shipped automatically —and with- 
out charge—to Reynolds Do-it-Yourself 
Aluminum Dealers. 


on the sho 
star rings bells 


1. 4. RETHOLOS METALS COMPANY “AVAILABLE IM CANADA 


BUILDING Propucts MERCHANDISER (For more data on advertised products {ill in coupon on page 166) 43 

























IN-SWINGING WINDOW 








A COMPLETE LINE 
FOR EVERY 
HOME DESIGN 


© B\ti i= os 
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SLIDING JALOUSIE 








Swings In For Easy Cleaning 


Banishes window washing troubles. 
Press a tab and both sash swing into 
the room within easy reach. Open 
or closed, both sash slide up and 


locking 
down, hang suspended. 


@ Ponderosa Pine or California 
Redwood 


@ Selection of Sizes and Styles, 
Including Picture Windows 





eee eee eee eee eee eae 


MAIL THIS COUPON 






| 

Pd . . 
Send me more information about Etling Windows. j 
Name | 
; Street | 
| City & State 
| | 


Dealer [] Dept. AL6 


Builder [| 
THE ETLING WINDOW 


44 


Extruded aluminum sash. Self- 
lubricating Kralastic tracks, Inter- 


Fiberglas screen, storm sash, 


Single or double-glazed. Wood 
frame keyed and screwed for 
maximum strength, 


(For more data on advertised products fill in coupon on page 160) 





STATIONARY 
SLIDING 


WOOD LOUVER 
JALOUSIE 


Aluminum hardware, crystal or 
obscure glass louvers. Crank 
operator, Stainless steel weather- 
stripping. Optional screen and 
storm sash. 


WOOD LOUVER 
California Redwood or Ponderosa 
Pine. Masonite inside panels. 
Fiberglas screen. 


check rail. Optional 


STATIONARY 












“Ty-I/n” Construction 
Cuts Installation Costs 


All models feature identical wood 
frames with interlocking grooves 
that permit convenient stacking or 
grouping without spline or build- 
up. 


Barberton, ‘ORanne 


13, 


/une 


1955, AMERICAN LUMBERMAN AND 

















For 1955... over 70 
Sales-winning patterns and colors! 








Textolite 


plastic surfacing for counters and walls 





G-E Marble Pattern 
(Fantasia) 


Now, more than ever before, G-E wide variety of distinctive Textolite 


Textolite plastic surfacing is a sure 
door-opener to greater sales oppor- 
tunities. Your customers will love the 


patterns. They'll recognize the famous 
General Electric Textolite name as a 


symbol of quality. And for your “Do- 












it-yourself” customers, there’s the ox ae 
G-E Cross Current 
Pattern 





LES / a 


great new G-E pressure contact adhe- 





Wonatigas min 
this Cafe 
Kitchen is the 
sales-winning 
G-E Medlev 


Pattern 







sive for easy permanent installations. 


For patterns and for profit... 
turn to Textolite! 






Desque Pattern 


Attention! A limited number of dealerships are available through G-f 


Textolite dis 


tributors—write General Electric Company 


Dept. AL6-5 
P.O. Box 5911, Cleveland, Ohio 
[} Please send me more information. 


(1 I am interested in a G-E Textolite dealership. 


today for com 


plete details 


Name liegt 


Progress /s Our Most Important Product PR een ner a acs 7 


Street 


GENERAL @Q ELECTRIC | cm 


ua 5 9 ene + see 
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cky’s Family Of 
“Qualitized” 


PRODUCTS 


“QUALITIZED” ENGELMANN SPRUCE 
“QUALITIZED” IDAHO WHITE PINE 
“QUALITIZED” PONDEROSA PINE 
“QUALITIZED” INLAND CEDAR 
“QUALITIZED” FIR and LARCH 
“QUALITIZED” WHITE FIR 


Plus “Qualitized” Mill- 
work, Cut Stock, Lath, 
Pre-cut Children’s Furni- 
ture and Toys. 


ibf/e 4. 


 ."QUALITIZED” PRODUCTS 
‘ AVAILABLE ONLY 
aye : FROM 





ACK RIVER SALES CO. 


SPOKANE, WASH. P.O. BOX 64 . TELETYPE SP. 105 ° TEL. MAdison 0121 
Managing Sales For 
PACK RIVER LUMBER CO NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sendpo:nt, Idoho Gibbs. Ideho Thompson Falls, Mont. 
. CRESTON SAWMILLS, LTD. Creston, 8. C. e 
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* 
T An Improved Product 
Packaged in Polyethylene 


PRESENTS Dramatically Displayed 






Cushions :;. Seals... Protects Garage Doors. Thousands of Retailers Acclaim STANSTRIP 
StanStrip is a live rubber, long-lasting prod- 

uct, When nailed to the bottom of an over- © Best Seller for DO-IT-YOURSELF Market 
head-type garage door it acts as a weather In 1954, StanStrip was introduced to the tremendous 
seal eo prevents rotting, scarring or splinter- Do-It-Yourself Market. It caught on like wildfire. 
ing. Saves money... pays for itself. StanStrip is now handled by thousands of retailers, 


*Trademark 


















Plus... 
This FREE 
DISPLAY ! 


sen au ae | 


















STAM STRIP SEALS OUT OUST. 
Pam SHOW AMO SLEET 
(RSET CEES Gn ee 











I 








A a ee ee ee 
NOW! A terrific NEW Package... 
Clean and Clear . . . Shows Product 





Better . . . Sells on sight. The 4-color 
picture printed right on polyethyl- : ? 
ene bag sells StanStrip in use. You make 40% profit margin on the Display Deal: 
15 pieces of StanStrip plus the Display. Display includes 
a demonstration block with StanStrip nailed on. Ask 


your Jobber about this big SELLebration Deal. 


Ihe Standard Product Ce. 


Building Products Division 
Port Clinton, Ohio 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—sott texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manutactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Cherry River Boom & ibr. Co., Richwood, W. Va. *Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 
Appalachian Reréweets. Flooring, ening Mill Products, Stee io om Combs, Kittie ... A avine, 8 Vea sate 
a Oak FS ac 
_ Mower Lbr. Co........ Charleston, W. Va. 
Virginia Hardwoods, Flooring and Glued-up Dimension. 
yg Kiln and Planing Mill facilities. — e*. Mallen. Dalley. 
The M. 8. Farrin Lbr. Co....... Cincinnati, Ohio Sue, Coteeee Tosa 
Kiln and Air Dried A Man Hardwoods 
tury” Oak and 


*Wood-Mosaic Co., Inc........... Louisville, Ky. 
“Parkay” Ready-Finished Hardwood Flooring, Lumber, 
Veneers. Dimensions 


*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. 
Hemlock. Hardwoods. Flooring, Dimensions 


*McCracken & McCall, Inc....... Lexington, Ky. 


Appalachian Hardwoods PLAR — SIDING 
Band Saw and Planing Mil! at her Lick, 


*Hamer Lumber Sales, Inc... ..Kenova, W. Va. 
° aa 3 3 a. Exclusive Sales Agents for 
M. E. Crisp Ubr. Co........- Welch, W. V J]. P. Hamer Lbr. Co., Inc. Hamer Lbr. Corp. 
West Virginia and Kentucky Appolectten Rerdwoots, Oak. Kenova, W. Va Appalachia, Va. 
Poplar, Beech, =e : -_ P Al a oe shendingenes Appalachian Hardwood Lumber 
Always Specity 


Appalachian Hardwoods 


® Member Appalachian Hardwood Manufacturers, Inc. 
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| Figured It Out — 


ZONOLITE 


Gives Me The 


HIGHEST 
PROFIT 


on Plaster 
Aggregate Sales 








See how much more profit you get 
when you stock and promote 


ZONOLITE PLASTER " 
AGGREGATE nite, REE 


BACK THE PLASTER AGGREGATE Folder! 


THAT BACKS YOU... LT 
ZON()LATE ZONOLITE COMPANY 
J 135 S$. LaSalle %. 


Now more than ever it pays to back the aggregate that is 














solidly behind you with a smashing campaign aimed at VERMICULITE Chicage 3, Minels 
. “hi Te li : ar > d h h ° we SSeeeeeecaeeeaeaeeaae 
architects, plaster contractors and the home owner. Light- § | AGGREGATES a 
; : : renee * s 
weight, high-profit Zonolite vermiculite Plaster Aggre- © Zonolite Company, Dept. AL-65 e 
gate is the most heavily advertised product in its field © 135 5 beSalle St Chicago 3, Minois s 
> “Se | a. ° Please send me latest information about new profit- ° 
today. Check the “superiority points” below that make § making opportunities in time-tested Zonolite § 
. * - lite ple or. o 
Zonolite the plaster aggregate contractors demand! Reet iets. + 
e . 

GND < 0 0 oo v0cesebobneesedasenndeoetecessereseue 

a = ee 
CONTRACTORS SAY IT’S 3 WAYS BETTER! BD Ghniamney 5 Sicko irene ahds iv decdecevcstaael : 
os a 
1 it's easy to sell 2 Zonolite steps up effi- 3 Zonolite gives greater customer D RGB oo oc ccc c re eeer heeds er bebe ed bes oe eeoes « 
Zonolite because onolite ciency. Easier working on the satisfaction. Gives added insulation : : ° 
UGHTENS WORK. It's 4 job—by hand or machine. coals 100% fireproof. You're better gg Cy . eeseeeessovens Zone....State.....5 @ 
the weight of sand plaster. Easier handling in your yard. off to handie this better product SeSSSSSSSSSSSeeeeaeaaeaaacaceaaaaaacald 
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For the sash you make or buy: 


Use “PENNVERNON”’... 


not just “window glass.” 


| — the unique Pennvernon Window Glass label. 


What does it stand for? Why does it appear on every 


light of Pennvernon Window Glass? And why should you 


look for it when you are buying glass or sash? 


First, the Pennvernon label is your guide to quality in 
window glass. It is the symbol of Pennvernon’s smooth, 
even finish... of its high degree of clarity and transparency 
and of its many other fine visional qualities. It is applied 


to every light of Pennvernon because the Pittsburgh Plate 







Glass Company wants you to know that you are buying top 
quality window glass not just any sheet glass. And last, you 
should look for this label, when you are stocking glass be- 
cause then you can point it out to your customers as 
their assurance of “window glass at its best.” 

For further information, contact your Pittsburgh branch 
or distributor, or write Pittsburgh Plate Glass Company, 
Room 5162, 632 Fort Duquesne Boulevard, Pittsburgh 22. 


Pennsylvania, 


Pennvernon Window Glass 


PAINTS GLASS CHEMICALS - 


BRUSHES - PLASTICS - FIBER GLASS 





PITTS SOUR GH 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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More ready mixed concrete is sold in 


JAEGER truck mixers than by any other method 


20,000 CUBIC YARDS — A CUBIC YARD A MINUTE IN PLACE: 
The project is a Robert Geiser & Son development of 300 homes 
at Denver, Colorado, all with full basement and three bed- 
rooms. Besides foundations, basements and walks, there are 7 
miles of curb and gutter — a total of 20,000 yards of concrete. 


With Jaeger ‘Mix Plus’’ truck mixers and 10-man crew, 
Walt Flanagan poured 1000 ft. of curb and gutter a day, 


- \ ox ye.Y: 
Bo Gon 
‘288. : 


Pe te 


including grading and form setting. Trucks were spotted, dis 
charged, washed down and away in an average of 5 minutes, 
including 3 minutes for actual placement of 5 yards of stiff 
concrete in the extended forms. 


More ready-mixed concrete is sold in Jaeger truck mixers 
than by any other method. Ask your Jaeger distributor to show 
you why — or write us for complete information, 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


FRONT END LOADERS © COMPRESSORS © 
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PUMPS 


® CONCRETE MIXERS © PAVING MACHINES 
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EVERY CARTON OF 


(God 
PRYME-SHAKES 


BEARS THIS NEW QUALITY LABEL 


* on wood preservatives 


¥Y Sell CUPRINOL as a Primer 


wherever moisture can attack wood. 


Moisture in wood causes rot, promotes 
termite attack, warping, swelling, 
checking, grain raising. Ordinary prim- 
ers cannot prevent all this trouble— 
but Cuprinol can. 


U 
G ed BURED’ 


Y Sell CUPRINOL in Cans to 


touch up pre-treated wood. 





This ay label extends to | Ce ome quss- E , I \ , h 
antee of quality inspection and gr ceruifica- ‘ven whe ou se 2 ¢ 
tion by the Red Cedar Shingle reau as the . — you umber that as 


respected CERTIGRADE label for red cedar - preserve ip tre: > , 
shingles. Creo-Dipt is proud that its Pryme- been poses ed by diy treatment, you 


Shakes qualify under the rigid CERTIGROOVE should sell Cuprinol to touch up where 
grading rules 


HOW DOES THIS LABEL HELP YOU 
SELL PRYME-SHAKES? 
it Allows You to Guarantee Your Customers That: 
The shakes are produced only from No. 1 Grade Certi- 


planing has exposed unprotected wood. 


Y Sell Safety-First CUPRINOL 


to protect customers and yourself. 


grade shingles — Cuprinol is the non-toxic type of pre- 
(No. 1 Grade Certigrade shingles are strictly servative—no risk of customer com- 
edge-grain and al! heartwood, assuring a maxi- 7 . Se 
mum of stability and an extremely long life.) plaints from skin areitations no 
The shakes have parallel sides end squared butts — protective clothing required during 
(Shakes will go on faster, easier, without application. 


lost time for trimming and trueing. ) 
The shakes are packed a full sidewall square to a 


carton — 

(Your customer knows he is getting all that he 

is paying for.) 

There are a minimum number of narrow shakes per 
carton — ptywooD - necessity 2 

( There is less waste, less sorting, faster ising. Elimine’® ng and subdue 

application. ) = . Stops checkin §: For 

CREO-DIPT COMPANY, INC d SCREEN BUYERS: 
’ . poor an must. 








NORTH TONAWANDA, NEW YORK fit, Cuprinol is * s moaedd always 


Cuprr 
I urpose 
e house. a jobs. 





Creo-Dipt Company, Iac., t. AL-65 
North Tonawanda, N Y. noe Write For Folder 

It shows you the handsome island rack stand, 
all the displays, sales aids, easy reference charts 
for clerks, and newspaper mats you can get 
FREE — plus our Special Introductory Offer. 
Write today. 


Please send me a free copy of the new CERTIGROOVE grading rules 
for machine-grooved shakes published by the Red Cedar Shingle Bureau 


Name 


Address CUPRINOL DIVISION 


GaP mance Zone State 





! 
i 
Firm Name 
| 


Darworth Ins Pivse St Simsbury Conr 
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_/> DRAFIITE 


New! weatherstrip ... 
best seller for 
Do-It-Yourself market 














407, PROFIT MARGIN! 


This superior, best quality, easiest-to- 
install weatherstrip for doors is adver- 
tised to sell for $2.49 at retail. Your A 
cost is $1.50 ., . a 40% profit. ‘, ys 


TRY BEFORE YOU BUY 
SAMPLE OFFER 


wt GZ igt a FOR ONLY $1.00 


LG Mail below coupon 
4 You get a $2.49 package 
for $1.00 


THE STANDARD PRODUCTS CO. « Building Products Division 
Box 678, Dept. C © Lexington, Ky. 


| accept your SAMPLE offer. Enclosed is $1.00 for one complete retail 
package of your DrafTite Weatherstrip. 





TO PROVE that DrafTite is right in 
every way, we want you to SEE it... 
FEEL it .. . convince yourself you can 
SELL it. So send your check for $1.00. 
We will mail you one package 
Draffite, postage prepaid. Clip and 


| 
| 
| 
| 
| 
| 
Store Name 
mail the coupon Address City 
| 
| 
| 
| 


—+ 


State Signature 


Name of your preferred Jobber 





@ 
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Address of your preferred Jobber 
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Where little 
business is 
big business! 


A lot of profit-minded dealers, especially in 
suburban and rural areas, have discovered a 
basic truth in the “how” of building a bigger 
sales volume in windows. It’s simply this. 
There's a gold mine in small plants, stores, 
garages, laundries and other small buildings— 
if you have the right windows to fill the needs 
of such buildings. 

Many dealers have found that the Fenestra* 
Commercial Projected Window and the Fenes- 
tra Security Window fill the needs of such 
buildings ideally. For,in addition to the strength 
and durability of steel, both windows (shown 
at the right) are designed and built specifically 
to give better ventilation and protection. And 
both windows are available in two different 
finishes—the “standard” Bonderized and prime- 
painted finish and the “de luxe’’ Hot-Dip Gal- 
vanized and Bonderized finish that never needs 
painting. 

For complete information call your Fenestra 
representative, who is listed in the Yellow Pages 
of principal city phone books. He'll show you 
how you can build your profits through a large 
volume of orders—even as small as one, two 
or three windows! Or write direct to Detroit 
Steel Products Co., Dept. AL-6, 2246 East 
Grand Boulevard, Detroit 11, Michigan. +e 











For Ventilation—the 
Fenestra Commercial Projected Window 


This is the ideal window for a store, laundry, 
or other building where good ventilation and 
screening are important. The two vents may be 
opened even when it’s raining. For the top vent 
becomes a protective canopy while the bottom 
vent tilts inward to shed rain out. And Fenestra 
screens slip on easily from the inside. 
mee ees ome ae 


vn 


For Protection— 
the Fenestra Security Window 


This handsome window, with the strong built- 
in steel grille, discourages prowlers from try- 
ing to break into warehouses, stock rooms, 
rears of stores, garages—wherever protection 
is needed, It, too, offers good ventilation .. . 
screens that go on in seconds from the inside. 









/ 





ALSO ARCHITECTURAL AND RESIDENTIAL WINDOWS ¢ METAL BUILDING PANELS 


ELECTRIFLOOR® * ROOF DECK *¢ 
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HOLLOW METAL SWING AND SLIDE DOORS 
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ANOTHER HPI SUCCESS STORY... * 


“Here’s how we've tripled our 


sales of hpi Hardwood Plywood” 


says R. H. EBENREITER 
PRES. EBENREITER LUMBER COMPANY, SHEBOYGAN, WISC. 
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“HPI Hardwood Plywood is certainly 
a big profit item. What's more, it is 

a good turnover, good volume line. 
Here’s the simple way we've gone about 
increasing our sales and profits:” 


‘we promote... 


We know Hardwood Plywood is the glamorous 
product to bring in new customers and build big- 
ticket volume. That's why we actively promote 
it using HPI promotional material. We have sent 
out regular mailings promoting the paneling of 
an accent wall or whole room to match the 
prospect’s Hardwood Plywood door. We've capi- 
talized on the promotional material provided by 
the HPI to get more do-it-yourself fans interested 
in Hardwood Plywood.” 





‘'we demonstrate... 


e 

"we display eee We demonstrate the beauty, versatility and usefulness of Hard- 
wood Plywood in many applications in our own model house 
This gives us an opportunity to talk of the many additional 
features of Hardwood Plywood like lifetime beauty and indi- 
viduality, its strength durability, long term economy, easy 
upkeep . . . the fact that mars and scratches are easily repaired 
... that it is simple to install and finish.” 


The unparalleled natural beauty of Hardwood 
Plywood practically sells on sight. The never- 
ending variety of grain patterns .. . the rich 
warm coloring in many shades and varietites 
. . . the satiny texture —all these help to sell 
Hardwood Plywood. That’s why we believe in 
giving HPI Hardwood Plywood prominent dis- 


ply space in our showroom.” ee ee ee en 
Write your own Success Hardwood Plywood Institute, Dept. 22F 
“we stock git Story with one of the Big- 600 5. Michigan Ave. * Chicago 5, lil. 
: j } : gest Market Growth Prod- Gentlemen; | am interested in making Hard- 
‘We can get it ae ad is | de a — ucts in the Building Field wood Plywood profits: 
sw Diam 2s, we 2 it, ‘ ” 
perme op nthe of Pvntines! thm each May. the - + » Genuine Hardwood See ee ae ee, ee 


ury of Hardwood Plywood,” showing 


more popular species such as birch, gum, oak, Plywood! .. . Write for selection and use. 


mahogany, maple and walnut. We also carry a 
good selection of Hardwood Plywood flush doors.” 


oo iieay 


this free material! [] Please send me information on current 


HPI dealer promotions and displays. 





we 


: HARDWOOD PLYWOOD INSTITUTE 


_ 600 SOUTH MICHIGAN AVENUE © CHICAGO 5, ILL.NOIS 


The HP! seal identifies mills operating under a rigid S-point quality control program mills who are backing @ hard hitting 
Aational advertising program that's building consumer acceptance The seal is your assurance of quality end salebility 
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an 
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Report from 


WASHINGTON 





Housing Surplus Unlikely . . . Times Look Good... 


Incomes Are High . . . Interest Low . . . Prices Stable 


Norman Mason, Commissioner of 
the Federal Housing Administra- 
tion, says the high volume of new 
residential construction during the 
past 10 years has eliminated most 
of the housing shortages prevalent 
throughout the country at the close 
of World War II. But he reports 
there is now some feeling expressed 
in business publications that the 
present rate of construction may be 
going beyond residential require- 
ments for newly formed families 
and for replacement of houses lost 
through fire, floods, abandonment 
and demolition. 


i 


But the Commissioner adds that 
the present rate of construction 
gives the country a chance to bring 
about a national improvement in 
the general standard of housing, 
and this was one of the major pur- 
poses for which the National Hous- 
ing Act created the FHA. It in- 
volves replacing sub-standard resi- 
dence units, of which there are still 
all too many. 


te, 


However, there has been worry 
about the possibility of overbuild- 
ing the market, producing a hous- 
ing surplus and risking a collapse 
in the residence construction indus- 
try. This, Mr. Mason says, is quite 
unlikely, because of built-in safe- 
guards in FHA methods. 


Pin 


Before granting a mortgage in- 
surance commitment for speculative 
construction, the FHA considers the 
ability of the local market to absorb 
the proposed units; makes a careful 
study of the price, quality and loca- 
tion of the houses, also the market 
demand in relation to supply. If an 
insuring office is doubtful about 
these factors, FHA market analysts 
are asked to make a study of the 
housing market situation and the 
general economic conditions of the 
area, Upwards of 200 such investi- 
gations are conducted each year by 
these market analysts, and when 
necessary, vacancy surveys are 
made, Many localities still have low 
vacancy ratios; 2% or leas. 
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Housing problems are generally 
local in character and should be 
analyzed locally. Conditions can be 
recognized easily and should be met 
with local correctives that can be 
applied without damaging markets 
where additional housing is needed. 
Tightening of credit in one county 
where building is excessive can be 
managed without denying credit to 
neighboring counties where resi- 
dence units are still needed. 


S424: = 


Resale of existing homes vacated 
by new-home buyers, on favorable 
financing terms and with recogni- 
tion of value depreciation from use, 
is being promoted under the Hous- 
ing Act of 1954 and is improving 
living standards for many lower- 
income families who can’t afford 
new houses. There have been more 
than 81,000 mortgage insurance ap- 
plications for used houses in the 
first quarter of 1955, and more than 
half have been insured. Applica- 
tions for FHA assistance in buying 
existing houses are at present run- 
ning almost even with applications 
from those who want to buy new 
homes. 

* * * 


One factor that worries some anal- 
ysts is the startling burden of inter- 
est charges on borrowings. Busi- 
ness men, families, and national and 
local governments are carrying 
debts of more than $700 billion. To- 
tal annual interest charges on this 
are more than $23 billion, and 
doesn’t include monthly installment 
payments on the debts themselves, 
or payments made by the install- 
ment purchaser of a car, home, TV 
set, or room air-conditioner. Home 
buyers carry mortgages amounting 
to more than$75 billion and are pay- 
ing interest on these mortgages of 
more than $3.6 billion per year — 
three times the payments in ’29 and 
upwards of four times the amount 
in "45. 

* * * 


However, income has been rising 
and the increase is more rapid than 
the dollar increase in interest costs. 
Those who know, say interest costs 
at present are less than half as 
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large, measured against national in- 
come, as in 1929. Most income gains 
in 55 have been in wage and salary 
payments. Figured on an annual 
basis, wage and salary payments in 
March passed the $200 billion mark 
for the first time. There are few 
signs of price inflation and the liv- 
ing-cost index is practically stable. 


x«* * * 


Washington's local VA office re- 
ports that in the first three months 
of 1955 it received 3,275 loan appli- 
cations compared with 1,181 during 
the first three months of 1954. The 
American Bankers Association is 
reported to have said that easy VA 
and FHA credit terms are no longer 
justified, that these policies should 
be reserved for periods when busi- 
ness activity is declining, leading 
someone to ask if American families 
carry mortgages for the purpose of 
getting needed houses or for the 
profit of bankers. 


.. a 


A group of life insurance execu- 
tives passed a resolution asking the 
government to tighten the terms of 
VA and FHA loans. But life insur- 
ance companies are lending on mort- 
gages to the extent of about 30% of 
their invested funds. Their loans 
on GI mortgages the first two 
months of this year were 2.7 times 
as large as in the first two months 
of ’54. Savings and loan associa- 
tions expect to place $10 billion in 
home mortgages this year, the big- 
gest year in their history. 


x« * * 


The Business Advisory Council of 
the Commerce Department, it is re- 
ported, predicts that in the fiscal 
year beginning July, 1956, the na- 
tional economy will increase its 
earnings enough to yield $4 to $5 
billion additional Federal income at 
present tax rates. This would bal- 
ance the budget and leave $2 or $3 
billion to be used for tax relief. 
Early reports were that the Treas- 
ury merely expressed a hope. The 
Committee for Economic Develop- 
ment sets its guess even higher; 
thinks a tax cut of as much as $5 
billion may be possible in fiscal 
1957. 
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YOU'LL REALLY BE 
“UP IN THE AIR" — 


over Cloud's Lockwood Oak Flooring! 

Its beauty is evident, and any flooring 
installation man who examines it for features 
"knows that this is the flooring he wants to lay! 
“ockwood’s soft-textured Ozark-mountain oak, 
together with the nail-groove feature, precision-milling 

and double hollow-back design, saves up to 35% in laying- 
through-finishing costs! 


THERE’S MORE YET— 


‘does Cloud’s Lockwood Oak 
pori: 0 down easily and fit snugly, you 
‘QUALITY ka S going to lay straight and then stay 






OAK s fat R, Bpering that's 
FLOORING the mi: acturesee@e® fin ee where 







gluing up” y e n-drying, 
special steam tm fakes out all stresses 
and strains! 


SINCE 1928 





F NAIL GROOVE SPLINTER CLIPPER 
“search to high heaven,” as the expression goes, and you'll never 


. ' k 4d Oak Another enctosive 4 toch 
find a finer, more practical flooring than Cloud's Lockwood Oak Flooring! acer Parca asia 


footure, which speeds up 

loying ond helps the profit oe 

SELLS AT “DOWN TO EARTH” PRICES—  """*' 

There’s a grade for every budget and need, each produced in accordance with NC star ee 
AN Mh Descriptive literature free apon request. Or, write or phone us for a quotation on your require- 


CLOUD OAK FLOORING CO. 
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now... better than ever 


NEW... 


stronger, heavier galvanized nose 


NEW... 


extra reinforcing wires 


NEW... 


KEY ZBEAD — with solid zine nose, 
also _ oat 
Ask for it by name — KEY 2 BEAD 


Beats problems of outside exposure and 
corrosive atmospheric conditions inside. 








\\ 
4 














1. Keybead is easy to cut and splice with Wiss M-3 
or similar snips. 

2. Keybead is easy to apply...so easy on the 

hands, too. 







Peoria 7, Illinois 
@ymesh e Keybead e Keycorner e Keystone Nails 
ane Tie Wire @¢ Non-Climbable and Ornamental Fence 




















KEYBEA 


...a@ bead that gives you 
real sales advantages... 


DOUBLE PROTECTION AGAINST RUST. 
Nose is double electro-galvanized 
against rust, including all edges. Real 
protection against rust. 


STRAIGHT FROM END TO END. No dis- 
torted sections that make precision 
work difficult or costly to do. No other 
bead compares with precision that 
plasterers can get with Keybead. 


POWERFUL BOND WITH LATH. Open 
mesh flanges of Keybead do not break 


the bond of plaster with the gypsum 
lath. 


STRONG, SOLID PLASTER CORNERS. 
Open mesh flanges let corner fill com 
pletely with plaster. Reinforced with 
heavy-gauge steel wires, corners have 
exceptional strength. 


HEAVIER NOSE. Made of 23-gauge 
steel. No other standard corner bead 
is made of such heavy steel. Gives ex- 
ceptional protection against shock 


it’s easy to build volume and profit 


with this low-cost, more-for-your-money bead 


Only Keybead is available with a choice of galvanized or solid zinc 
nose. Sell zinc for outside work, even in salty atmosphere. Sell it 
inside where corrosion is a problem. For zinc nose—order KeyZbead. 


: +. 


"better yet... use all 3, 
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Seal 
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Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber producis of 
eve quality hardwoods. Consult the firms on this page for your requirements in Northern 


Cadillac-Soo Lumber Co. . . . Set Se Ba, Mich. 


2. te. eS 


“Copeland Lumber Co, . . « » « « « » Ghileago, Ill 


Mills — Marquette and Cusino, Michigan 
Sales Olfice — CHICAGO — 135 &. La Salle St. 
Hardwoods, White Pine and Hemlock. 


+ Sam Oe 


*+), W. Wells Lumber Go. . . . . « Menominee, Mich, 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kiln drying. SOE Pan nS Cae Gas Se Sane, 


"Edward Hines Lumber Co, . . ww 


Chicago, Ill. 
Mill at Bergland. Michigan 


Sales Office—77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


tMember Maple Flooring Mfrs. Assn. 


*Michigan Pole & Tie Co, . . Newberry, Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mili- 
working Facilities. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Complete stock N. Hawds. W. Pine, Cedar Pred., ; 
Birch, Pig | Hdwd. Ven'r'd Doors. Plywd. Medern Dry Kiln fevitities, 


*tAhonen Lumber Go, . . «1 sw ew es + 
Byars Hedwente, Rented. White Fee 
—Modern Dry Kilns. “AAA” Soond Fin 


Meancod end Eebweed Pena 


"Kimberly-Clark of Michigan, Inc. . . Sines Neenah, Wis, 


“Goodman Lumber Company . . . . . Goodman, Wis, 
N 


orthern Hardwoods, Hemlock. White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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MINNHUE « 
pertect for 
Re eee siielel ime 
tomer-tested 
its MINNA 
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vy WRITE NOW FOR FULL INFORMATION ON 
A AUULULELeRc > «THIS UP-TO-THE-MINUTE COLOR SYSTEM 
a ee 


MINNESOTA PAINTS, INC. 


MINNHUE CUSTOM | 1101 Third st. S0., Minneapolis, Minn. 


COLORS Send me the big news about “Minnesota” MINNHUE Custom Colors, and how they can 
help me boost my paint volume. 


; NAME 
Minneapolis 
Fort Wayne ADDRESS 
Atlanta STATE city 


- 
eee 
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Filling a customer's order for Trinity white cement at W. J. Bailey Co., San Diego, Californie 


THIS IS ABOUT all there is to our story: We make ¢ 5 
a very excellent white cement... we tell and 
re-tell the white cement users about it... we 
supply the dealers . . . the dealers supply the users camer 
... the jobs curn out beautifully . . . and everyone up wile 
2 
yy as snow 


and down the line is happy. If we are not now yet peg nN 
the Sf 


serving you—-may we? 
.++ plain or waterproofed 
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Believe Me, 
» It Pays to Stock 


ORANGEBURG 


PIPE AND FITTINGS 








“Orangeburg Pipe is my fastest seller. It meets 
the new construction demands for both speed 
and quality. The lightweight 8-foot lengths 
install fast and cut costs . . . so do the Taperweld 
Joints, which seal root proof with a few hammer 
taps. These Orangeburg Pipe Lines last for years 
and years because Orangeburg material is tough 
and resilient — doesn’t crack or break.” 

People know about Orangeburg. It is advertised 
in Life, American Home, Better Farming, Farm 
Journal, House and Home—and many other 





magazines. This pre-selling of prospects brings 
business and profits to dealers. 


” 


Orangeburg Pipe is made in 2”, 3”, 4”, 5” and 6 
sizes. Orangeburg Root-Proof Pipe is for house- 
to-sewer or septic tank connections, drain lines 
from downspouts, storm drains... other non- 
pressure uses. Orangeburg Perforated Pipe is for 
foundation drains, septic tank disposal fields — to 
drain lawns, fields, wet spots everywhere, 


Write Department AL-65 for more facts. 


Your customers want Genuine Orangeburg... 


ORANGEBURG 
ROOT-PROOF 
FITTINGS 





ORANGEBURG ma 


They look for the trademark ! 


ORANGEBURG 





Ve BEND wYe ‘e BEND TEE 





West Coast Plant: Newark, Calif. 


ORANGEBURG MANUFACTURING CO., INC. ’ Orangeburg, N. Y. 
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EDITORIAL: 





Most people fail through lack of faith rather than 
lack of ability. 


Any business man who is not a philosopher is not 
a realist, 
w % * 


A toast: “May you have health, money, love and 
friends and time to enjoy them.” 
* ” * 
Everyone has a right to his opinion but no one should 
be wrong about the facts. 


Prejudice is something one is down on that he is 
not up on! 


The prejudiced man says “Don't bother me with 
facta; my mind’s made up.” 


* > + 
The art of politics is to currently measure popular 


demand, anticipate the trends of public opinion and, 
in so far as possible, shape them. 


- » t 
Old Irish saying: “It's easy to asleep on another man’s 


wounds,” 
> 7 . 


Indian lore saying: “Don’t criticize the other fellow 
until you have walked in his moccasins four moons.” 
* + + 
The happiest person in the world is the one who 
thinks the most interesting thought most of the time. 
. - * 
Give me the man who says “Difficult things take some 
extra time. Impossible things a little longer.” 
a ca + 
Life consists of struggle and strife 
Struggle and strife end with life. 
* ~ + 


A good listener not only attains great popularity but 
sooner or later he gets to know something, too. 


* * * 
The things that you know you ought to do but resist 
doing are always best for you in the long run. 
+ a + 
We must listen to that little elf at our elbow called 


conscience. 
+ “~ t 


Pleasure is said to be something you either have or 
give, but happiness is something you share. 


+ . * 


There are four bases for political victory: (1) A 
great moral or sociological issue; (2) A constructive 
economic issue; (3) A psychological reversal and (4) 
Mistakes of the other fellow. 


* . * 


“Taste is to aesthetics what conscience is to morals.” 


You are not what you think you are but what you 
think you are. 
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Precepts for Particular People 


Nature has provided a law: As we take on and exer- 
cise responsibility the power to cope with it comes to us. 


* * « 


Happiness is an intelligent adjustment to what we 
have and what we are. 


* * * 


The greatest happiness in life comes from the con- 
scious pursuit of a great purpose. 


* * . 


What you have done is not as important as what you 
have done has done to you! 

It isn’t what's happened to you that’s important: It's 
what's happened to you did to you! 


cd * ” 


Sign in wash room: “Don’t just stand there — Do 
something.” 

If we would only do something about something we 
would have something. 


* * * 


Anyone who makes a great success in either busi- 
ness or life is usually a persistent student. 


* * . 


Economics in easy lessons (1) No work—No eat. 

Economics in easy lessons (2) You can’t get some- 
thing for nothing. 

Economics in easy lessons (3) A successful economic 
life for anyone has five essentials: 

To serve to the limit of my ability and capacity. 

To sell my services to others at a profitable price. 

To share a part of my income with those who help 
me serve and sell. 

To spend a part of my income with those who help 
me serve and sell as I do. 

To save the balance of my income in institutions 
which will invest my savings in job-creating projects. 


* * * 


Freedom can only be attained by limiting freedom. 
Free competition can only be had by curbing competi- 
tion. Free enterprise can only be had by laws which 
curb the selfish and the predatory. Vigilance is no 
longer an adequate price for freedom. The full price 
is moral discipline. 


t * “ 


Just purchasing power isn’t enough to prevent de- 
pressions. We must develop the willingness either to 
spend our money or invest it in work creating products, 
projects or services. 
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Lockwood 'C’ Series 


| OO 54 
what 
1 OY Op FAVA OY Gy DB) 


do ey HIGHEST QUALITY AT LOW COST “ 


Lockwood ‘C’ Series is setting a new standard of quality for low-cost 
locksets .. . full size, 5 pin tumbler, solid brass cylinder, solid brass latch 
bolt. Full line of functions for every door in the house. 


NEW BEAUTY 


; > Lockwood's new Decra-Dor es- 
1D) @) 6) R S ’ cutcheon plates, designed for use 
with 'C’ Series locksets, add a magnif- 
icent finishing touch to every door. 
Five different styles with designs 
etched and inlaid with baked enamel 
in polished brass or satin-finished 
aluminum. 


FIRST (AND FINEST) AID 
FOR SLIDING DOORS 


Lockwood sliding door hard- 
ware is made to the same 
quality and performance 
standards as Lockwood cyl- 
indrical locks. Available with 
latching only, or privacy 
locking functions, in brass, 
bronze or aluminum finish. 
Can be furnished chrome in- 
side for bathroom doors. 


- ++» and here’s the HOLE story in a nutshell 


Lockwood's unique SPEEDRIL is foolproof and 
speedy, makes light work out of hard labor, 
guarantees precision installation, makes 
clean-cut edges both sides and holes in per- 
fect alignment. Designed for installation of 
Lockwood ‘C’ Series locksets and Lockwood 
sliding door sets. 
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American Lumberman Exclusive 


View 








Air View 





SHOWCASE SHOWROOM with walls of slanting, plate glass two stories high is the 
) salient feature of the Builders Lumber Co. 
Moline, 


new facilities now under construction at 








AERIAL PHOTO LEGEND: 1. Circular showroom; 2. Balcony for offices and 100-seat 
auditorium; 3. Warehouses for items displayed in showroom; 4. Parking; 5. Location for 


contractors’ service building; 6. Central warehouse for finish lumber; 7. Lumber shed, 
346’ long; 8. Hard materials warehouse. 


Shopping Center for Building Materials 





Resembles Airport Control Tower 


Nation-wide attention is focussed on circular showroom 


being erected by Builders Lumber Co., Moline, IIl. 


' ot* 


Wecause of the widespread inter- 
eat inthe Builders Lumber Co. fa- 
cilities now under construction at 
Moline, Ill.,°the American Lumber- 
man is giving you this exclusive 
pre-opening report. Additional in- 
formation and pictures will be pub- 
lished when the structure is 
finished late this summer, 


Called the Building Materials 
Shopping Center, one of the most 
spectacular sales outlets in the re- 
tail lumber industry is now being 
erected by the Builders Lumber Co., 
Moline, Ill. 

Standout feature of the new fa- 
cilities will be an unusual circular 
showroom with two-story - high 
walls of plate glass. The showroom 
visibly compares to an over-size air 
terminal control tower. 

Five warehouse buildings have 
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been strategically located on the 
firm’s 390’x300' lot to take full ad- 
vantage of the corner site and to 
provide modern facilities for cus- 
tomer service, parking, receiving, 
shipping and storage. 


According to Floyd W. Odell, sec- 
retary-treasurer, here are the ob- 
jectives being achieved in the firm’s 
new operation: 


1. We wanted to put our new op- 
eration in the area in which new 
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D/MENSION 


CEMENT 


LATH 
PLASTER © 


LIME 


| GAUGING 








yA METAL 
LATH ETC. § 


ROOFING 


Floor Plan 


residential and commercial con- 
struction is building and will con- 
tinue to expand for many years. 
Our new location will shorten our 
haul from our former dead-end lo- 
cation near the river on the other 
side of town. 


2. We wanted to establish a 
streamlined, one-stop shopping 
center to substantially increase 
our cash sales to consumer custo- 
mers. Our showroom will be op- 
erated to completely serve the do- 
it-yourself and homeowner custo- 
mer. 


3. We wanted to establish a spe- 
cial service center for contractor 
customers. Our contractor service 
building in the yard will enable 
contractors to quickly order build- 
ing materials without the neces- 
sity of first going through the 
showroom and front offices. 
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TIMBERS 


Here are the features of the 
firm’s new operation: 


SCIENTIFIC LOCATION: We 
spent many months in surveying 
the suburban Moline area before 
we chose our location,” says 
Floyd. “We drew heavily on the 
surveys made by the state and 
county highway departments; con- 
sequently, we selected a corner 
lot at 23rd Avenue and 41st Street 
because of the extremely high 
traffic count and the potential for 
even heavier traffic. 

The area around us is now in 
the process of residential develop- 
ment; in fact, the potential is so 
good that it was taken into the 
city limits late last year. A new 
super-market with a big parking 
lot is across the street and a multi- 
million dollar school is under con- 
struction two blocks away. Liter- 
ally thousands of people will pass 


2/MENSION 


OVERALL LAYOUT of building materials shopping center including store, warehouses 
and parking area on site 390’ x 300’. 


our showroom each day and we 
feel the showcase effect and ade- 
quate parking will attract many 
customers, he says. 


SHOWROOM DESIGN: We ex- 
pect that a customer will be able 
to consummate a complete house 
purchase without leaving our 
showroom,” says Floyd. “When we 
first open, salesmen will assist 
customers in the conventional 
manner; later on, we may switch 
over to self-service with a check- 
out counter at the entrance. 

The unusual circular showroom 
is designed around a circular core 
area. The core will house the 
heating and air conditioning 
equipment. Two executive offices 
and offices for salesmen, a cashier 
and a builders hardware depart- 
ment will fan out around the core 
area on the ground floor. 

(continued on next page) 
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FLOYD ODELL, secretary-treasurer, 
core-area foundation around which the 
room will be built. 


The main display area will sur- 
round the core facilities on the 
ground floor. “The slanting, two- 
story windows were designed with 
the sun’s orbit in mind to avoid 
the direct rays. The sun’s rays will 
hit the showroom directly only in 
the last half hour of summer days. 
Because of this, we did not need 
heat-absorbing glass; we'll prob- 
ably use standard 1%” or %” plate 
glass, Floyd explains. 

Ceiling of the showroom in front 
features laminated, natural-finish 
wood beams which radiate out 
from the core area. Remainder of 
the ceiling is built-up wood roof 
decking to be finished naturally. 


BALCONY AREA: Two sweep- 
ing stairways lead from either 
side of the showroom floor to a bal- 
cony level at the rear of the show- 
room, The balcony area will con- 
tain offices for home planning, es- 
timating and financing and space 
for a credit office. The area will 
also include a 100-seat auditorium 
for contractor and consumer meet- 
ings and a snack bar for employes 
and customers. 


PARKING FACILITIES: Park- 
ing spaces on both sides of the 
showroom will accommodate 3838 
cars. There will be space for 
another 38 cars inside the yard. 


SHOWROOM WAREHOUSES: 
The two, two-story warehouse 
wings located on both sides of the 
circular showroom are of concrete 
block construction; they will be 
faced with two-tone tile. 

The showroom actually will ex- 
tend for about 80-feet into both 
side warehouses. The firm tenta- 
tively plans to use one area for a 
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stands on the 
circular show- 


shed at the left. 


paint department and the other for 
a builders hardware department. 


A special window in the ware- 
house walls facing the street will 
be used for seasonal and special 
“hot” displays. The twin ware- 
houses will be used for storage of 
materials on display in the adjoin- 
ing showroom. 


CENTRAL WAREHOUSE: An 
“L” shaped central warehouse is 
located directly behind the show- 
room area. This warehouse, also 
of conerete masonry construction, 
is two stories high; it will be used 
to display and store plywood, pan- 
eling and other finish lumber 
products. 

The central warehouse will be 
equipped with a sunken loading 
ramp on the inside so truck beds 
will be at the same level as the 
ground floor. An automatic con- 
veyor will move materials from the 
loading ramp to and from the sec- 
ond floor. 


YARD SHEDS: A_ two-story 
high lumber shed, 346’ long, bor- 
ders the firm’s lot on one side and 
a combination lumber and hard 
materials shed borders the lot on 
the other side. Both buildings have 
dimension frames and concrete 
block walls. The buildings have 
concrete block fire walls at inter- 
vals between bins. 


MECHANIZATION: We plan 
to mechanize the yard ped | 
explains Floyd. “The lumber 
sheds are mostly 30'-35’ deep and 
designed for end-loading. Bag 
goods and roofing will be pallet- 
ized. We'll probably start out with 
two fork lift trucks and add others 
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COURT AREA VIEW, taken from atop the hard materials ware- 
house, shows the central warehouse at the right and the lumber 







as they are needed. 


The yard area has two en- 
trances. A contractor or consumer 
customer can drive in one en- 
trance, pick up building materials 
en route and leave through the 
other entrance without turning 
around. 


CONTRACTOR SERVICE CEN- 
TER: A special building for rapid 
servicing of contractors will be lo- 
cated in the back corner of the 
yard. The building will command 
a view of both yard entrances. 


The service building is divided 
into three sections: one for the 
yard foreman, one for the dis- 
patcher and yard salesmen and 
one for the yardmen. 

The contractor service building 
will be equipped with billing ma- 
chines and credit phones. A con- 
tractor will be able to drive up, 
load and sign up for materials 
without the need for going into 
the main office. 


PERSONNEL: At our present 
location, says Floyd, we have 15 
employes. We will probably need 
a total of 25-30 at our new loca- 
tion. 


In addition to Floyd Odell, sec- 
retary-treasurer, other firm officers 
are: O. W. Odell, president, and 
C. A. Chapman, vice-president. 
Architect for the new building is 
William F. Bernbrock, Moline, Il. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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” this Ca@onad cash register 
figures yo U i 
rad atelate 


automatically!” 


Up to now, National Cash Registers 
told you how much to pay. This new 
feature also tells the exact change to 
be returned to you—giving complete 
protection to customer, merchant and 
salesperson. 

For every one dollar of sales, several 
dollars of customer money are handled 
—thus inviting repeated opportunities 
for mistakes in computing change. 


THE NATIONAL CASH REGISTER COMPANY, pvarron 9, on10 











Stops mistakes, saves money, speeds service to customers! 


NCR Automatic Change Computer re- 
moves all chance for such errors. 
You can now see, at the top of the 
register and on the receipt, every step 
of the transaction—price charged for 
each item, total of purchase (including 
tax), money tendered to salesperson 
and amount of change to be returned. 
Your printed, itemized receipt is a 
complete “take home” statement show- 


977 OFFICES IN 94 COUNTRIES 


BUILDING PropucTs MERCHANDISER 


ing every detail of the transaction, 
Merchants must see this new time- 
and-money saver to appreciate its great 
advantages. Call your nearby National 
branch office for a demonstration today. 
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DISTRIBUTION JOURNALS, top, provide a complete breakdown of sales. Customers’ 
ledgers, statements and a proof tape, bottom, are completed in one operation. Exact 
sales figures and status of every customer's account is always available. 


New Equipment Speeds Bookkeeping Procedures 


Faster, more complete sales and performance breakdown now possible. Here 
are the details. 


By B. A. CHAPLOW, President 
B. A. Chaplow Lumber Co., Detroit 


i 
} 


We wanted answers and figures, which would give 
us a picture of our business operations—information 
which would show us what our business has done, 
what it is doing, so that we could plan for the future. 
This information, plus many other benefits, was ob- 
tained by installing modern, mechanized accounting 
methods. 

We now have an up-to-date analysis or distribu- 
tion system showing what we have sold by cash sales, i 
by charge sales and by COD’s. I also secure a weekly : 
sales report, which shows me the performance of each 
salesman by product and by volume. Moreover, our 
accounts receivable records are up-to-date and show 
us the activity of each customer. 

Through the use of our new accounting machine, 
Kar! H. Lillge, our office manager, maintains a very 
rapid, simple and accurate accounting method. This 
is how the procedure works with our new accounting 
machine: 


Immediately after merchandise is shipped or pre- 








DETAILED BREAKDOWN of sales and salesmen’s per- 
formance by rapid, yet simple accounting methods is pos- 
sible today. Karl H. Lillge, office manager, Chaplow Lumber 
Co,, Detroit, and Joan Chaplow study the new machine. 


70 


sented to a customer, a copy of the invoice is sent to 


the accounting machine operator. The invoices are 
sorted in numerical order by type of sale — cash, 


(continued on page 162) 
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ee ACTS AT A GLANCE” inventory control builds 

ha sales .. .extra profits, reports the Savan- 
nah Planning Mill Co. Kardex Visible control gives 
you the facts you need when you need them. There’s 
no more asking a customer to wait while you check 
stock on an item . .. search invoices for prices .. . 
scramble purchase orders for vender delivery. A 
mere glance at the Kardex Visible margin tells you 
current stock status on any item. Kardex Visible 
control puts complete information at your finger 
tips, assuring prompt service, more orders and 
extra profits. 


#8. enungtom. Mband 
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“Facts at a glance— 
tr FAST SELLING... 
EXTRA PROFITS 





Send for your free copy of “Extra Profits 
Through Inventory Control In The Building Mate- 
rials Business” to help you get effective inventory 
control, or call the Remington Rand office near you. 
Ask for CR875. 


Remington Rand Inc., Room 1667 
315 Fourth Avenue, New York 10. 


Please see that I receive a free 
copy of “Extra Profits Through 
Inventory Control In The 
Building Materials Business,” 





del 





CR875. 
NAME iit iasaecddemnciicdia spate Sm 
Red s . . itil ial 
ADDRESS___ aR Ve 

4 
Cnr... 2 ONE__ STATE 
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WIDER ALLEYWAYS are required when laying out the yard for mechanical 
handling. Depending on the size of trucks used, 18 to 24 feet is usually consid- 


ered the proper width. 


Laying Out Your Yard 


Flexibility is important, but it’s just as important to 
plan for the future. Here are some valuable, fundamental 


suggestions. 


By IRVING M. FOOTLIK 

The three previous articles in this 
series have enabled you to deter- 
mine whether you have a materials 
handling problem; how various fun- 
damentals can be applied to solve 
this problem; and why and how to 
sell your employes on materials han- 
dling equipment. 

The fifth article in this series will 
describe the types of materials han- 
dling equipment suitable for the re- 
tail lumber dealer and how to deter- 
mine what types of equipment to 
buy. 


Yard Layout 


From a standpoint of reducing op- 
erating costs, laying out the lumber 
yard is one of the most important 
functions, since the dealer must 
forecast his future over a period of 
years. 

A master plan can be made for 


MASTER PLAN LUMBERYARD 
shows ideal layout with room for ex- 
pansion. Row of sheds on both sides 
of the yard breaks the wind, which 
might normally interrupt handling op- 
erations. Single and multiple sheds 
shown here can be built for approxi- 
mately $1 per square foot. 


BUILDING Propucts MERCHANDISER 


the future if the problem is care- 
fully studied, thinking of the yard 
in terms of flexibility of layout. 

First of all, the size and physical 
aspect of the yard must be known. 
The Lumber Yard of Today is enter- 
ing an atomic age, including an era 
of supermart selling methods. 

Formerly the lumber yard was lo- 
cated in an outlying section of town, 
usually near a railroad siding. No 
consideration was given the custo- 
mer, who must necessarily come to 
the yard in order to purchase mate- 
rial. Business was done by phone 
and space was provided only for 
the general contractors’ emergency 
pickups. 

The popularity of do-it-yourself, 
and the fact that the housewife is 
the final word on home alterations, 
lumberyards must cater to her as 
well as to the general contractor. 


Allow Room for Expansion 
The Lumber Yard of Tomorrow 
will be located somewhere on the in- 
tersection of Main Street and a 
heavily traveled cross street. This 
should be adjacent to a railroad 
track, preferably near the railroad’s 


main line. It will provide ample 


parking space on its premises for a 





No. 4 
in a series 
of articles 


This Article Tells You 
How to determine the amount of 
land needed for your yard, 


How wide your alleyways should 
be. 


How and why to break down your 
yard into six operating areas. 





minimum of 25 cars. Statistics state 
there is one car for every two work- 
ers employed. 

You should allow sufficient room 
for future expansion on at least two 
sides of the yard. Following is the 
ideal way for determining the 
amount of land needed: 

Figure the dollar volume of sales 
and how much inventory is needed 
for that figure, add 25% over this 
for a cushion, then double the space 
allotted to allow for future expan- 
sion. 

(continued on next page) 
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TYPICAL CENTER AREA SHEDS. Note parallel stacking with alley for lumber. 
For shingle storage, dividers are used to separate the palletized loads. 


An accepted formula calls for 
lumber units 4’x4’. An average unit 
of rough lumber without stickers 
contains 2,200° to 2,700’. Dressed 
lumber contains approximately 
3,500’ in a 4x4’ package. Stickered 
lumber contains approximately 1,- 
500 square feet. The accepted aver- 
age height for piling lumber in the 
yard is four bundles high or approx- 
imately 17’. 


The second factor is the inventory 
of the various apecies, size, lengths 
and grades of lumber the dealer ex- 
pects to stock. This operation is 
like stocking a grocery store. 
There are certain “demand” items 
such as 2'x4’, 1'x12’, etc. Every- 
thing else that goes with this 
varies with almost every lumber 
yard in the United States. 


Analyze Your Market 


It must again be emphasized 
that the dealer who is about to lay 
out a yard must have a knowledge 
of the type of customer he wants 
to serve and the anticipated vol- 
ume of sale. Weather conditions 
are a great factor as well as ter- 
rain and the shape of the land 
available. 

Laying out the lumber yard for 
mechanical handling differs from 
straight handling in that it re- 
quires larger alleyways. Depend- 
ing on the size of truck used, 18’ 
to 24’ is usually considered the 
proper width. 

I will not attempt to establish an 
exact mathematical formula for 
the size of the yard. You, who are 
now in the lumber business, have 
a good idea of what you require, 
based on the third factor: type of 
customer to which your business is 
geared—home building, industrial, 
general contractor, sales, etc. 

Remember, there is no concise 
rule to follow in laying out a re- 
tail lumber dealer’s yard, since 
each yard must be tailored to the 
individual dealer's business. 


Yards should be broken down 
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into six and distinct 


areas: 


separate 


1. Unloading 

2. Sorting and grading 
. Storage 

. Order assembly 
Office 

Display room. 


um 


= 


Determine the amount of space 
to be allowed to each area. Plan 
a flow pattern illustrating the 
path that will be followed during 
the process of picking orders and 
unloading and placing in stock. 
Try to establish a straight-line 
flow. Eliminate back hauling and 
back tracking. Remember, the lum- 
ber delivered to a house in process 
of being built must be loaded in 
trucks in a reverse pattern. Thus, 
whatever is to be used first on the 
house must be on top of the load. 

More deliveries per day for both 
truck and driver are possible by 
assembling orders ahead of time 
in an order assembly area and 
binding into units with steel strap- 
ping. The assembled orders can 
be quickly loaded out with the fork 
truck or other equipment, cutting 
down driver's idle time. 

Racks of the type illustrated can 
be used for holding these orders 
until ready for delivery. The band 
can remain with the load at all 
times; it also helps eliminate pil- 
ferage. 


Planning Alleyways 

All alleyways should be planned 
in the direction of the heaviest 
traffic flow. Only one and possibly 
no cross-drive is required unless 
the yard is unusually long. 

If a fork truck is used in con- 
junction with a straddle carrier, 
space must be allowed for both ve- 
hicles to operate simultaneously in 
the alleyway. Dimensions for this 
can be obtained from the manufac- 
turers of fork truck and straddle 
carrier equipment. A width of 18- 
24 feet is usually considered suf- 
ficient. 


June 


13, 


All 2x4, 2x6 and other size lum- 
ber should be kept together. They 
can be piled one on top of the other 
regardless of length, if the pat- 
tern (shown in the drawing) is 
used. This allows for removal of 
one piece at a time if necessary. 

The yard must have good, solid 
footing before applying the cover- 
ing of macadam, crushed stone or 
concrete. It should be so designed 
as to allow for drainage towards 
the back end. This will also allow 
water to flow off the top of the 
piled lumber and discourage snow 
and water from getting into the 
piles. 

There are lift truck attachments 
that make it possible to handle 
slant loads where a greater amount 
of slant is needed. 


How High to Pile 

The height of piling in a lum- 
ber yard is a debatable question. 
However, experience has shown 
that four 4’x4’ piles tiered on 4”x4” 
stringers would be considered the 
most economical height to use. 
This allows for a faster assembly 
and also takes less time to stack. 

However, if storage space is a 
problem in your yard, you may find 
yourself in the position of having 
to store 30 feet in the air. In this 
case you will be required to use a 
large piece of mechanical handling 
equipment, 10,000-pound capacity 
or more, in order to obtain stabil- 
ity and also to stack two bundles 
at one time. 

The master plan layout illus- 
trated with this article shows a 
continuous row of sheds along 
both sides of the yard. This is used 
in the manner illustrated to break 
the wind that normally causes in- 
terruptions in handling operations. 

If you are just getting started, 
build the sheds on one side—only 
in the direction in which you can 
expand. As the yard grows, add 
your sheds in the same line. Later, 
on the opposite side of the yard, 
add more single sheds. If still 
more shed space is required, add 

(continued on page 76) 
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Mechanization puts more money into the pockets of top farmers like Noel Sharp, 


Better farming makes him 
a better customer for you! 


With the better farming tools within his reach, the aver- 
age farmer can boost his net income by 25%. 





COUNTRY GENTLEMAN THE MAGAZINE FOR 


Our job is to inspire farmers to reach this better farm- s 
ing goal—to keep top farmers abreast of the newest and Better Farming 


best. This makes more customers for you. For what you 
sell is needed for better farming. 


Better farming on more farms . . . more sales to more 
prosperous farmers—that’s what Better Farming means! 


Now Country Gentleman's name 
and aim are the same 


A Curtis publication 
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UTILIZING AIR RIGHTS as high as 
30 feet is sometimes necessary when 
outside storage is at a premium. For 
these jobs a lift of 10,000-pound capac- 
ity or more is needed. 


double sheds to the center. These 
should have flexibility and be so 
designed that they will serve a 
multiple purpose. (Example as 
shown in illustration.) The same 
shed can be used for parallel 
stacking, right angle stacking, and 
with doors for concealed storage. 

Always build the sheds with as 
large a width expansion as pos- 
sible between posts. Allow one 
foot longer than the length of the 
load for clearance on both sides. 

There are some instances where 
lumber dealers have designed an- 
gle stacking in the center of the 
yard. This idea is good, but must 
be used with discretion since there 
is a point of diminishing returns in 
angle stacking which comes about 
with the size of the yard. Angle 
stacking will not necessarily save 
space, 


If you have a fixed quantity that 
is in most popular demand by your 
customers (example: 500 feet, 100 
square feet, etc.), set up storage 
space to fit this and handle all 
your unit loads in the same man- 
ner. In your design, allow for all 
types of material handling. Re- 
member, if you build a shed into 
which a piece of mechanical equip- 
ment must drive to load or unload, 
then the aisle space required for 
this mechanical equipment is 
wasted and the roof covering this 
area is just extra cost. All mate- 
rial stored in the yard should be 
accessible from the alleys. 


Facts about Sheds 
The single and multiple sheds 
shown in the illustrations can be 
built for approximately $1 per 
square foot, 
The beam supporting the roof 
can be of either steel or wood. 


76 
























Yard.” 


. = 
yesteryear's lumber yard. 


3% 0 


in the lumber yard 
Unloading 

Sorting and grading 
Fabricating 

Storage 

Order assembly 
Offi 


ce 

Display room 
Check-out counter 
Tabulating 
Car loading 


00 


Tre msan ere 
oo000000 


expect to carry. 


The ty 
building, industrial, etc. 








The truss beams can also be of 


either steel or wood. span 
greater than 50 feet can be ob- 
tained by using a standard “I” 
beam or bar joist (available from 
steel manufacturers), or a lami- 
nated wood beam. 

The back wall of the shed can 
be constructed by using 2x4 up- 
rights on 20” or 24” centers, upon 
which are placed either transite, 
flat, corrugated or any other build- 
ing material. The top row of the 
shed should have a sheet of plastic 
to allow light to come through 
from the opposite side. This should 
be preferably 36 inches wide. 

ost lumber dealers will design 
this shed using a variety of mate- 
rials so the customer can see ma- 
terials that are available for sale. 

The illustrated sheds are of a 
proven design, afford the greatest 
amount of flexibility and are the 
most satisfactory. They are simple, 
easy to make, and allow for the 
maximum utilization of mechan- 
ical equipment. Variations of this 
design can be made such as in- 
creasing height and depth. This 
again will depend on the volume of 
business. 

The use of mechanical equip- 
ment makes it possible to change 
the position of lumber in the yard 
so quickly that placing one mate- 


Yard “amen Quiz 


Check each of the 12 questions below and mark true or false. 
You'll find the correct answers in the article, “Laying Out Your 


The location of « lumber yard today dows not differ from the location of 


2. [) Lumber yards must have room for expansion on at least two sides. 
18’ to 24’ is usually considered the proper width for an alleyway. 
4. [) Check the six separate and distinct areas listed below which are predominant 


Yards should be level, tapering towards the center to allow drainage to 


5. [) Alleyways are planned against the direction of heavy flow. 

6. () Either fork trucks or straddle carriers are used, but never both. 

7. ()_ Similar size and species of lumber should always be kept together. 
8. (1) 

come to one place. 

9. [) In piling lumber, the sky is the limit. 
10. [) Sheds should be built from old lumber and salvage materials. 

11. £) Lumber sheds cost $10 « square foot to build. 
2. 0 


Which of the four factors listed below are most important in yard layout? 
a. () Size and physical aspect of the yard. 
b. () Inventory of various species, size, length, and grades of lumber you 


pe of customer to which your business is geared — home 


Distance of travel to assemble an order. 









rial behind another is not a prob- 
lem. Mixing bundles can also be 
accomplished without too much 
difficulty. However, one bundle of 
each material should always be ex- 
posed to the outer alleyway so it 
can be picked by the yard tally 
man. 


Four Important Factors 


Where cash and carry is a big 
factor in the yard, a small amount 
of each type of lumber and dimen- 
sion is kept in a separate area close 
to the front of the yard, where it 
is readily accessible. This necessi- 
tates a little rehandling, but keeps 
the customer out of the yard. 

Again, remember that each yard 
layout is a problem in itself. Me- 
chanical equipment requires more 
space. You are actually trading 
the cost of more land and speeding 
up customer service. 

Bear in mind the four factors 
most important in the layout: 

1. Size and physical aspect of 
the yard. 

2. Inventories of the various 
species, size, length and grades of 
lumber that you expect to carry. 

3. The type of customer to which 
your business is geared — home 
building, industrial, etc. 

4. The distance of travel to as- 
semble an order. 
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“Takes less pressure 


for a clean, even cut 


says FRED HARRIS 
of Guy Smith Hardware, 
Richmond, Va. 






TRY THE 
‘““BLINDFOLD TEST” 
YOURSELF! 


Cut L-O-F first, last, or in-between 





the other brands. Run any kind of 
a cut you want. You'll see why you 
have fewer bad cuts, less waste 
and more profit with L-O-F. 

Call your nearest L-O-F Dis- 
tributor. These local businessmen 
are listed under “Glass” in the 
yellow pages of phone books in 
many principal cities. And send 
for your free booklet— “For 
Greater Profits in Window Glass”, 

Write Libbey-Owens-Ford 
Glass Co., 608 Madison Ave., 
Toledo 3, Ohio. 


GLASS 


mera LIBBEY-OWENS-FORD the casy-to-cut WINDOW GLASS 













y4/ 
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Young Fred Harris has cut a lot of glass. But L’O-F’s 
“Blindfold Test’”’ proved something new to him about 
glass-cutting. 

He made several cuts on four well-known brands of 
single-strength glass. Each piece was marked only with 
a letter-—-W, X, Y or Z. He picked “X°’ every single time 
as the easiest to cut— and “X”’ was L:O:F! Twenty-eight 
out of thirty dealers who took this test picked L’O'F. 

“This certainly proves to me that L’O’F is easiest to 
cut,” said Mr. Harris. “‘A nice light stroke does it, then 
she snaps off clean and quick.” 

L’O-F Window Glass is easiest to cut into big pieces, 
little pieces, angled pieces, curved pieces, You can even 
cut off narrow strips with a light, easy stroke. 

L’O'F cuts easiest because it is annealed more 
slowly, more patiently. That makes it less brittle and 
more “even” in structure—so it’s a safer buy for your 
customers, too, 
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MOLDING SAMPLES over the billing 
counter make it easy for a customer 





to make a selection. Kenneth Lynch, 
behind the 


assistant 
counter, 


manager, is 













LONG-TONGUE TRAILER, loaned 
free to customers of the Beverly Lum- 
ber Co., is made of heavy pipe and 
easily handled. Yard employes, J. G. 
Norris and J. A. Pike are loading the 
trailer. 


Signs and Service Help Do-It-Yourself Sales 


By backing up its large highway signs with free trailer 
loans, convenient shopping hours and other services, this 
Missouri firm has stepped up its drive-in do-it-yourself trade. 


Large eye-catching signs pro- 
claiming a 6 p.m. closing time and 
budget terms, backed up with 
cheerful customer services, are 
some of the reasons Beverly Lum- 
ber Co., Riverside, Mo., racks up 
more than 50% of its gross sales 
volume from the do-it-yourself 
homeowner. 

Setting on a curve in U. 8. 71, 


PORTABLE SIGN, next to highway U. 8. 71, attracts 
the attention of motorists coming around the curve. 
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Beverly’s two-story, modern office 
is topped with a sign saying 
“Loans, No down payment, 36 
months to pay.” A large portable 
sign adjacent to the highway gives 
the yard’s closing time: “Open un- 
til 6 p.m., except Sundays.” 
Signs Help Sell. These signs 
have proved effective in attracting 
the attention of workers commut- 
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ing to the two nearby Kansas in- 
dustrial districts of North Kansas 
City and Fairfax, a suburb of 
Kansas City. 

Shopping Hours. “The only time 
these people have to shop is either 
after 5 p.m. or Saturday,” says 
John 8. Lindsey of the yard’s pro- 
motion department. 

“Last year,” Lindsey continued, 
“we started staying open until 9 
p.m. to accommodate the do-it- 
yourself crowd. But we ran up 
against the law of diminishing re- 

(continued on page 80) 





ELONGATED SIGN over storage shed lets passing motorists 
know budget terms are available at Beverly Lumber Co 
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“Big Mill” quality makes 
SOUTHWEST Ponderosa Pine easier to sell 


Take 25 years experience, modern machines and 
the desire to give better service. Add choice logs from virgin 


high altitude forests, rigid grading standards, scientific kiln We ship 
drying, plus “BIG MILL” manufacture. And you get — 6,000 cars 
SouTHWEST Ponderosa Pine — definitely a better product. 

Always quick delivery on either straight or mixed cars. Write sal ss 


today for the name of your nearest SouruweEst representative. 


Southwest PMinvs misa.eoneliiie 


Os @8O2 £8@Os ©@ PCHSE CH SA AR ieee 
SIDING sd SHEATHING _ SUB-FLOORING . 








ROOF DECKING 7 PANELING . INTERIOR FINISH 
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SIGNS AND SERVICE 


(begins on page 78) 





turns because all our evening help 
was overtime labor. This year 
we’ve adopted a policy of staying 
open until six every day except 
Sunday and have found these 
hours are convenient for custom- 
ers and more profitable fo: us.” 


Trailers Loaned Free. b-sides 
its two delivery trucks, Beverly 
has three special-design trailers 
which are loaned to customers 
free. 

“These trailers come in handy 


on Saturday when our truck driv- 
ers are off,” says Kenneth Lynch, 
assistant yard manager. “Being 
made of pipe, they’!! stand a lot of 
rough usage that would tear up an 
ordinary two-wheel trailer. A cus- 
tomer can load up to 10,000 pounds 
on one of these trailers and easily 
haul it behind his car. 

“These trailers are 18 feet long 
—nine feet of tongue and nine feet 
of body. There’s a reason for this 
long tongue. With it, even the most 
inexperienced driver can back this 
trailer with ease. Another impor- 
tant advantage of this design is 
that dimension lumber up to 24 
feet long can be hauled on these 
trailers.” 

















CASH IN ON UNPAINTED FURNITURE 


Cap DON BIRCH OR MAPLE! 


READY-TO-PAINT + FULLY ASSEMBLED 
DIRECT FROM FACTORY! 


Superior styling, construction and low, 
low price combine to make these 
Captain's Chairs the hottest “sell-on-sight’”’ 





items on your floor. Top-grade birch or 
maple throughout, sanded satin 
smooth to excite the “do-it-yourself’’ 
customer. A natural item for tie-in 











sales of paints, stains and brushes. 
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For customers who don’t have a 
trailer hitch on their rear bumper, 
Beverly has several available to 
loan. 


Charts Locate Materials. The 
company encourages customers to 
look around the yard and select 
their own building materials. A 
large chart in the yard office show- 
ing the location of any specific 
material is used by employes to 
direct customers to the proper lo- 
cation. Bins in the yard are num- 
bered to correspond with the num- 
bers on the chart. Each bin is 
plainly labeled so customers can 
readily see the grade and price of 
the material in the bin. 


Advice Available. Beverly Lum- 
ber Co. willingly helps homeown- 
ers in need of advice on construc- 
tion problems. All employes are 
carefully instructed to try and 
answer the customer’s question 
and offer the necessary advice. 
With this advice, the company has 
learned that customers can do a 
better job of building or repairing. 
When a customer does a good 
building job his neighbors ask him 
how he did it, and eventually many 
of them come into the Beverly yard 
for materials and advice. 

As an added service, the yard 
maintains a plan book department 
where books are either rented or 
sold. A customer can exchange the 
books purchased at any time for 
other books, or they may be re- 
turned for a full refund. 


Rental Tools. To further encour- 
age the home handyman, Beverly 
maintains a tool rental service. 
Here, for a nominal fee, the cus- 
tomer can rent sanders, edgers, 
power saws and other power tools. 
From experience, the yard has 
learned that having professional 
craftsman’s tools for rent, in- 
creases the sales of building mate- 
rials to the do-it-yourself custom- 
ers by giving them confidence to 
tackle some of the larger projects. 


Extra Profits. By watching the 
little things, Beverly Lumber 
makes extra profits. Ordinary saw- 
dust is sacked and sold for 50¢ a 
bag to meat markets. Cedar saw- 
dust brings a premium from dog 
owners who use it for dog’s bed- 
ding. Crooked lumber is cut up 
and sold for stakes. 


Advertising. Besides its promi- 
nent signs, the firm has begun te 
use radio spot announcements. 
These announcements have proved 
effective at another Beverly yard 
at Beverly, Mo. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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also make fast-moving gifts. 


Would you expect to find rare 
herbs and spices in a building ma- 
terials store? Before you answer, 
step into the Builders Lumber Co., 
Alice, Tex. 

To round out its outdoor cooking 
accessories section, Builders Lum- 
ber Co. stocks rare herbs and 
spices in a special section which 
has become a magnet for house- 
wives and week-end chefs. Called 
the “Gourmet Shop,” this section 
displays a $5,000 inventory of bar- 
becue accessories, spices, herbs and 
other items, which have an aver- 
age turnover of six months. 

Heart of this section is the 
spices and herbs used in exotic 
cooking. Around this display are 
other related items, such as a bar- 
becue unit complete with all uten- 
sils necessary for outdoor cooking. 
One of the best sellers is a barbe- 
cue apron designed for the outdoor 
cook. 


Men More Serious Cooks 


“It’s the greatest single attrac- 
tion we have to bring more women 
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GOURMET SHOP featuring spices brings Texans into dealer’s popular store 


Spices Sharpen Dealer's Profits 
in Barbecue Equipment 


Texas yard finds that spices move barbecue accessories; 


into the store,” says manager 
James R. Stroud, “but we find men 
are interested in the Gourmet 
Shop, too. 

“Men who make cooking their 
hobby take it more seriously than 
the average housewife. A man will 
buy a dozen different spices at one 
time; while a woman is more con- 
servative in her selection. 


Profitable Gift Merchandise 


“This merchandise carries the 
longest profit of anything in the 
store,” Stroud adds. “Even when 
we put on a special merchandising 
event and reduce certain prices, we 
still make a substantial profit. The 
mark-up more than justifies the 
comparative slow turnover.” 

The Gourmet Shop gets special 
promotion during the Christmas 
season and occasionally during the 
rest of the year. It has been a 
source of profitable holiday gift 
sales. People looking for a differ- 
ent birthday or wedding anniver- 
sary gift find it here. 








Big demand! 
Nice profit! 


Stock and sell 


Roddiscratt 


STOCK HARDWOOD 


MOLDING 
AND TRIM 


un 
Birch + Mahogany 
Oak + Walnut 


No. 8 the time to cash in on the big de 
mand for Roddiscraft hardwood molding 
and trim. Builders’ finishing costs stay lower 
because stock patterns eliminate premium 
prices ordinarily paid for made-to-order 
items 

You offer a choice of contemporary or tra- 
ditional styles, Patterns are precision ma- 
chined from select hardwoods. No delivery 
problems — complete stocks are ready and 
waiting in our strategically located ware- 
houses. (There's one near you.} 

Sell Roddiscraft door and window trim 
packaged, cut to size or by the lineal foot. 
A complete line of accessory trim items is 
also available. Woods other than those listed 
above are available on special order. 

For complete information, call your Rod- 
discraft warehouse or use coupon below 


Roddiscraft 


WAREHOUSES IN PRINCIPAL CITIES 





o > 
@ RODDISCRAFT, RODDIS PLYWOOD CORP. . 
© Marshfield, Wisconsin * 
° send me full inf on Roddi ° 
- molding and trim PA 
@ Name © 
> Firm Name - 
© add . 
r Sanane rigs * 
@ City done State 7 
* 2 
7 . 
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“Good design... 


quick sales with | 


...says Detroit builder team 


“Andersen Flexivents are easy to 
install. Once our men have com- 
pleted the first job, assembly and in- 
stallation go very fast. And Flexi- 
vents make our jobs look distinctive. 
Finish is good and the construction 
is tight,”’ says John H. Wake, build- 
ing superintendent for Wake-Pratt. 


“Flexivent’s great flexibility permits 
us to accomplish variations in design 
with only minor adjustments in plans. 
We like the clean horizontal lines 
that give the impression of length to 
our houses,”’ says Edward W. Pratt, 
president of Wake-Pratt Construc- 
tion Co., Royal Oak, Michigan. 


Z 
bs ft 
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“Definitely a window that helps us 


sell homes,” says Raymond Hanes, 
salesman for Louis A. Demute, Inc., 
realtors in Royal Oak, Michigan, 
handling sale of Buckingham Acres 
homes. “We always demonstrate 
Andersen Flexivents when we show 
the house to prospective buyers.” 


Ease of installation with Flexivents is evident in 
this picture of workmen slipping 6-sash WIN- 
DOWALL into place at Wake-Pratt Construc- 
tion’s 200-home Buckingham Acres project in 
Clawson, Michigan. 








easy construction... 
Andersen Flexivents: 


With men who build homes for sale, and in the next project you plan or build. 
with the men who sell those homes, the ver- For more information on Andersen Flexi- 
satile Andersen Flexivent is gaining strong vent Units see your WINDOWALLS distributor 
friends fast. Why? Because Flexivent is or write to Andersen Corporation, WINDO- 
leading the way in versatility, high quality, WALLS are now available from distributors 
low cost...and customer sales appeal. Look throughout the country incuding the Pacific 
into the advantages Flexivent can offer Coast. © teeth iashddlian canteanais 


Andersen 
Windowalls: 


COMPLETE WOOD WINDOW UNITS 


View of finished homes in the Wake-Pratt 


Buckingham Acres project. All units feature — ANDERSEN CORPORATION * BAYPORT, MINNESOTA 





Ease of assembly is readily apparent here. 
Workmen are pu:ting together a picture WIN- 
DOWALL by combining Flexivents and Flexi- 
view Units right at job site. This is also at 


Buckingham Acres. 
~ 
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ENTIRE ORDER is processed by one 
man in a single treatment at the J. C. 
Snavely & Sons, Inc., yard at Landis- 
ville, Penna. 


WOOD WINDOW FRAMES are one of the many millwork 
items now preservative-treated at the mill. National Wood- 
work Manufacturers’ Association has outlined specifica- 
tions for treatment of lumber to be used in millwork. 


Preservatives... . 


Can Help You Sell More Lumber 


Besides killing insects and fungi, wood preservatives are 
adding to the life expectancy of lumber used in home con- 


struction. 


By selling the many advantages 
of preservative -treated lumber, 
many building materials dealers 
are upgrading the quality of the 
product and earning a handsome 
profit, 

The customer also gets plus 
value for his money. Besides buy- 


ing an increase in the quality of 
the lumber, he’s also buying insur- 
ance against costly repairs caused 
by insects, rot and the general 
checking, splitting and deteriora- 
tion of lumber often caused by 
excessive moisture. 

For many years in the southern 


Lumber Treatment Proves Profitable 
In less than two ay one retail lumber dealer treated 1,850,000 


board feet of lumber 
Sale price of lumber treatment 


Preservative (14,800 gallons, delivered) 


Labor 


Total materials and labor cost 


Gross profit 


or a gross profit of $41,415. His cost breakdown is: 


$55,490 
$11,875 
$ 2,200 

$14,075 


$41,415 


part of the United States, the toxic 
qualities of wood preservatives 
have been used in home construc- 
tion to protect lumber against ter- 
mite and fungi damage. Now the 
water-repellent qualities of these 
same preservatives are being uséd 
to at least triple the life expect- 
ancy of the lumber going into 
homes in all climatic areas of the 
country and, at the same time, 
guard against damage from water 
and moisture. 

Improved construction methods 
and new developments in the com- 
ponents that go into a house have 
made builders and homeowners in- 
creasingly aware of the need for 
wood preservatives. And there’s a 
reason for it. 

Homes today are being built 
tight. They are well insulated and 
practically air sealed by improved 
weatherstripping and modern 
storm window combinations. 

New types of heating units load 
the air with warm moisture during 
the winter months and much of 
this moisture condenses on the 
cooler wood surfaces, increasing 
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the moisture content of unprotect- 
ed wood to a point that invites 
decay. 


Stabilizes Wood Moisture Content 


With water - repellent treated 
lumber, the moisture content and 
dimensions of millwork are stabil- 
ized. This guards against sticking 
or jamming of wood doors or win- 
dows caused by swelling, warping 
or shrinking of the lumber. 

Treated structural lumber is 
protected against termites, rot and 
possible shrinkage. More and more 
builders are specifying treated 
flooring and subflooring to mini- 
mize cupping and the distortions 
which cause squeaky floors. 

Water - repellent preservatives 
retard the rate at which the mois- 
ture content of the wood changes 
when exposed to dampness. Under 
conditions of alternate short pe- 
riods of wetting and drying, the 
preservatives retard the fluctua- 
tions in moisture content and keep 
the wood closer to the average 
than it would be in untreated 
wood. 

Preservative treatments add lit- 
tle to the cost of untreated lumber, 
but will add materially to its life 
and appearance throughout the 
years. 

Types of Treatment 


Basically, there are three meth- 
ods of treating wood. One system 
forces the preservative into the 
wood under pressure; other meth- 
ods are to soak the lumber in 
an open tank filled with the pre- 
servative, or surface application 
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moves away 


by brush or spray. 

For heavy construction timbers, 
utility poles and loading platform 
decks, the wood is usually pres- 
sure-treated with creosote or 
heavy oil preservative. 

Lumber treated with creosote 
has a dark color, a noticeable odor 
and is usually difficult to paint. 
This makes it unsuitable for fin- 
ished lumber where a clean ap- 
pearance and excellent paint re- 
ceptivity are important. For treat- 
ing lumber to be used in home 
construction, chlorinated phenols, 
copper naphthenate and other me- 
tallic salt solutions have been 
found satisfactory as wood pre- 
servatives. These other water-re- 
pellent preservatives act as a 
primer when the wood’s surface 
is to be painted. 


Dip Treatment Gains Popularity 


Satisfactory results are now be- 
ing obtained by several hundred 
lumber dealers in this country by 
dipping lumber or millwork in a 
wood preservative solution. The 
soaking treatment is relatively in- 
expensive and can be performed 
in a matter of minutes. One yard 
estimates it takes just 36 minutes 
to unload, treat and reload a truck 
load of siding or oak flooring. 

Many millwork manufacturers 
treat their products at the mill. 
Preservative treatment is ap- 
proved by the National Woodwork 
Manufacturers’ Association and 
more and more millwork being sup- 
plied builders is treated. Treat- 
ment here is a requirement of 
sound building to protect wood 


STRADDLE CARRIER is used to position load on dipping 
stage at the Duncan Wood Gutter Co., Seattle. Electric 
hoists, left, handle the dipping operation after the carrier 





windows and doors from possible 
warping or sticking. 

For the home handyman who 
wants to preserve outdoor furni- 
ture and other wood items from 
weather and insects several brush- 
on preservatives are available. 


Dealers Find Treatment Profitable 


Several years ago, Ocean City 
Lumber Co., Delray Beach, Fla., 
installed a tank to treat wood for 
builders faced with fungi and in- 
sect damage and lumber warping 
from excessive exposure to sun 
and moisture. 

There was an immediate favor- 
able reaction from the firm’s cus- 
tomers even before the tank was 
installed. Before a word of adver- 
tising appeared, Ocean City had 
on hand to treat 28,000 feet of 
lumber. During the first 10 days 
the firm treated lumber it handled 
35,000 feet. 

Cost of treating lumber varies 
from $15 to $25 per thousand 
board feet, depending upon the 
type preservative used and the 
treatment time. A two-ton over- 
head electric hoist is used to move 
the lumber in and out of the 5x5x 
20’ tank. 

“Although we do not keep actual 
figures on the amount of lumber 
treated,” says John R. Tallentire, 
of the Ocean City Lumber Co., “we 
do feel there is a real profit in 
treating lumber. Since we have the 
only treating plant in this area, 
we also treat lumber for dealers.” 

In the Tidewater area around 
Norfolk, Va., the Powell-McClel- 
lan Lumber Co. is finding that 
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SUNKEN TREATMENT TANK is inspected by J. M 
Norfolk, Va., 


Powell-McClellan Lumber Co., 
wood treatment facilities 


treating lumber is a source of 


extra profits. 

“We're the only dealer in the 
Tidewater area specializing in a 
water-repellent treating process,” 


says J. M. Powell, Sr., president of 
the firm. “I became interested in 
wood treatment while visiting 


Florida about two years ago and 
it seemed to me it would solve some 
of the problems we were having 
with lumber ip this area. Our ini- 
tial investment for a chain hoist, 
a 4,000-gallon tank and installa- 
tion was about $15,000, 

“We buy the concentrated pre- 
servative in large drums and dilute 
it to the proper strength,” Powell 
adds. “Since we treat plenty of 
lumber for the federal government, 
we send a sample of preservative 
from the tank to an independent 
laboratory every 60 days to see 
that it meets government specifi- 
cations.” 

The Powell-McClellan yard 
treats government lumber ship- 
ments to Cuba, Central America 
and other countries. Recently, the 
yard treated 140,000 feet to be 
shipped to Panama; about a mil- 
lion feet of lumber were treated 
by the firm last year. 

The dipping tank is sunk in the 
ground in an open area easily ac- 
cessible to the driveway and stor- 
age sheds. A hinged lid is provided 
to keep the preservative covered 
and free from contamination when 
the tank isn’t in use. 

An electric hoist is used to han- 
dle the dipping sling which has a 
capacity of 3,500 board feet. It 
takes about 20 minutes to treat a 
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Powell, Sr., president of 
who is planning to expand the firm’s 


slingful of sheathing. The actual 
dipping time is about three to five 
minutes. 

“This preservative is colorless 
and dries in a few minutes,” Pow- 
ell adds, “and you can’t tell if the 
wood is treated unless you put a 
drop of water on its surface. The 
drop forms a ball instead of being 
absorbed by the wood. 

“Besides treating lumber for our 
own customers,” Powell says, “we 
treat lumber for other dealers in 
the Tidewater region. We get a 
profit from treating lumber some 
other yard has sold. 


Treatment Time Varies 


A wood preservative’s effective- 
ness depends upon its penetration 
and the amount of the solution 
absorbed by the wood. This is gov- 
erned by the length of time the 
lumber is treated. 

Using a preservative, dipping 
time depends a great deal upon 
the final use of the wood. If the 
lumber is to be used above ground, 
the undercover where it will not 
be exposed to weather, a short dip 
of three to five minutes has proved 
satisfactory. 

Wood to be installed above 
ground and painted after treat- 
ment requires three to 15 minutes 
soaking. If the wood isn’t to be 
painted, the soaking time is in- 
creased to between 15 to 30 min- 
utes. 

Wood to be exposed, or in con- 
tact with the soil should be soaked 


from 24 to 48 hours or treated by 
vacuum or pressure to protect it 
under these severe conditions. 


Wood Preservative Promotion 


Various methods have been used 
to sell the idea of treated lumber. 

The Henrich Lumber Co., Buf- 
falo, N. Y., sent a letter to more 
than 1,000 architects, builders, in- 
dustrial plant managers, banks 
and lending agencies announcing 
the availability of treated lumber. 
The letter drew so much attention 
that many people dropped in at 
the yard to see the lumber treat- 
ment operation. 

The Henrich company is not 
only treating lumber for its own 
customers, but also custom treat- 
ing lumber for other dealers in the 
Niagara frontier area. 

Besides regularly advertising 
the availability of treated lumber, 
Powell-McClellan Lumber Co., 
Norfolk, Va., promotes a line of 
wood preservatives available in 
cans. 

In its advertising the firm shows 
homeowners how they can use pre- 
servatives to protect boats, garden 
furniture and other wood items 
which are kept out doors most of 
the year. These preservatives may 
be applied with a brush or a spray. 

No preservative yet developed is 
universal so that it meets ail the 
requirements set down by builders 
and engineers. The character of 
the wood to be treated and the 
service required of it determines 
what preservatives should be 
used in any particular case. 

With manufacturers’ advertising 
and promotion showing the home- 
owner how he can benefit from 
treated lumber, building materials 
dealers are turning to wood pre- 
servatives to help sell more quality 
in any given load of lumber. 

More and more treating tanks 
are beginning to appear in leading 
lumber yards across the country. 
The ease of treating wood for 
home-building makes it a simple 
matter for any dealer to be in a 
position to sell treated lumber. 
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Only YOU can control 


these symbols of sales success 


The first is the famous Balsam-Wool insulation guar- 
antee—a money-back guarantee so complete that only 
Balsam-Wool® can offer it. Only you—the lumber 
dealer—can use this guarantee, because Balsam-Wool 
is sold by lumber dealers only. 

The second profit-builder for you is balanced insula- 
tion. That means the right combination of Balsam-Wool 
Sealed Insulation— Nu-Wood® Insulating Sheathing — 
storm sash—weatherstripping—to assure maximum 
comfort in any home, any climate. To enable you to 
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¥ BALSAM-WOOL 


Insulating Sheathing 


cash in on this new, money-making idea, Wood Conver- 
sion Company provides you with complete promotional 
materials—both for yourself and for distribution to 
builders. 

Tie in now with these two powerful selling aids that 
identify you immediately as a quality building material 
dealer and that help you sell MORE materials to build- 
ers. See your Wood Conversion representative for full 
details. Wood Conversion Company, Dept. 120-65, First 
National Bank Building, St. Paul 1, Minnesota. 






Guaranteed Insulation 
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10 Ways to Brush Up Your Sales Pitch 


These tips can help you step up the size of every sale, 
build future business and keep customers coming back for 


more. 


“New kinds of customers require 
a new type of salesmanship” is the 
advice offered in a sales training 
manual published to show building 
materials dealers how they can 
turn shoppers into buyers and 
capitalize on the home handyman 
market. 

Called “Brush Ups for Your 
Sales Talk,” the handy pocket-size 
booklet published by the Super- 
kleen Div. of Devoe & Raynolds, 
Inc., Princeton, Ind., packs 21 
practical selling tips into its 24 
illustrated pages. 

The biggest factors in salesman- 
ship today, the booklet says, are 
advice and guidance to customers. 
In the past, most building mate- 
rials buyers were professional 
tradesmen or contractors. They 
knew exactly what they wanted 
and how to use it. The dealer’s job 
was merely a matter of filling their 
expressed orders. But, times have 
changed. 

Now your best customer — and 
the most profitable trade—is the 
do-it-yourself group made up of 
average homeowners. These cus- 
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tomers can be sold only by show- 
ing, or telling them, what they can 
do with a specific product. The 
dealer’s biggest opportunity for 
selling this group lies in his ability 
to give them information about all 
types of construction, repair or 
decorating jobs they tackle. 

To properly counsel the cus- 
tomer, the booklet advises sales- 
people to: 


1. Know your products. 

All quality merchandise bears 
descriptive labels or tags explain- 
ing how the product is to be used 
and summarizing features and 
benefits the buyer can get from 
this product. Don’t leave it up to 
the customer to find this informa- 
tion for himself. Study the labels 
and use this information to induce 
him to buy by showing how this 
product can benefit him. 


2. Use manufacturers’ aids. 


Don’t just pass out literature 
and expect the customer to read it. 
Read the sales literature yourself, 
absorb the facts and use them to 
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HELPFUL INFORMATION is of- 
?% fered customers of the North Con- 
tinental Lumber Co., Des Plaines, 
Iil., by Phillip Walsh, manager of 
retail sales. 


emphasize points that will appeal 
to the customer’s needs or desires. 
Familiarize yourself with manu- 
facturers’ sales aids and charts, so 
you will know where to find infor- 
mation in a hurry. 


3. Offer information. 

Find out how the customer 
wants to use a product, then ad- 
vise him what specific product or 
brand will suit his special needs. 


4. Up your sales. 

Don’t wrap up a sale with an 
expression like “Will that be all?” 
Try to sell associated items by of- 
fering suggestions. Women, espe- 
cially, often forget items required 
to start or finish a job. You can 
make a bid for extra sales and do 
the customer a favor—saving him 
another trip—by suggesting other 
necessary items. 


5. Sales lead to repeat business. 
You can do this by using your 
knowledge of products and mer- 
chandise to suggest projects which 
may interest a specific customer in 
the future. 


6. Value not price. 

Do-it-yourself customers are 
more influenced by values than by 
rice. They are not looking for 
vargains. They want a product 
that will do the job on hand and 
deliver results. They are less in- 
terested in saving money on what 
they buy—than by buying in order 
to save—on total costs of home 
(continued on page 90) 
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jt Prospects in your store daily % Boice-Crane tools are just 


—builders, sub-contractors, the right size for most of LONG TABLE JOINTER 


do-it-yourselfers, craftsmen 





your jobs, yet compact 


% No other line offers such 
popular prices on such high 


quality tools ra Durably constructed, they 


can take a beating which 
* The Boice-Crane line is most 


complete—all the common bs 
tools like table and band teat ita 

saws, jointers, shapers, plus DRILL PRESS 
many others like planers, ” 


stroke sanders, wet hand- 
tool grinders % As nearly 100%, safe as 
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*” Boice-Crane tools are usu- 
ally first with the up-to-date, 
wanted features 





% Available in bench and 
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stacks 20-foot lumber 
from 10-foot aisles! 


@ Barberton Wholesale Lumber Company uses a Baker 
Traveloader* to make good on its slogan “Fastest Whole- 
sale Lumber Service in Ohio.” Its two 80 x 180 ft. ware- 
houses, using the Traveloader* system of straight line 
pick-up and delivery, require only 10-foot aisles. Packaged 
20-foot long lumber is all tagged, indicating number and 
dimensions of boards and number of board feet per pack- 
age (from 500 to 4000). “With advance notice” says 
I, R. Yeater, manager, “a receiving truck can be loaded 
and gone in 15 minutes using only one machine and 
one operator!” 


Traveloader* can be used for many other operations 
besides stacking and loading lumber. With its several 
attachments it serves as yard crane, strip steel carrier, 
multiple pallet mover, and side-loading fork truck. 


Write for full information. 








en THE BAKER — 
RAULANG CO. 


1200 WEST BOTH ST. 
CLEVELAND 2, OHIO 


Tite cadal- Leia la 4) 
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projects, on maintenance, on time, 
trouble and work. Therefore, they 
will spend more if you convince 
them that the expenditure will do 
more for them. 


7. Want to shop fas‘. 


When do-it-yourself customers 
enter your store they come to buy. 
They expect to find the supplies 
they want. They also expect you 
to give them information about a 
product’s installation or applica- 
tion if they need it. 


8 Always ask questions. 


Not all customers come right 
out and ask for information. Some 
do not need it, but you can’t tell 
without askity. 


9. Always offer suggestions. 


It’s a good idea to offer sugges 
tions to customers, even to those 
who have their minds made up 
about a specific brand or product. 
Some customers may resent this, 
but you can’t lose by trying. The 
fact that you advised a customer 
will spare you and your store kick- 
backs from unsatisfactory results 
if the customer uses the wrong 
product or material. 


10. Use your customers. 


If you make it a practice to dis 
cuss with customers uses of mate 
rials they buy, frecuently you'll 
find they are valuable teachers. 
Besides a customer testimonial 
regarding the quality and satisfac- 
tion he’s gained from a product 
will help support your sales pitch 
to other customers. 

Many do-it-yourself consumers 
have become quite skilled. It’s 
the nature of a hobbyist to experi- 
ment and try to improve old ways 
of using products. When dealing 
with one of these customers who 
really knows his stuff, take advan- 
tage of the opportunity to pick up 
useful information and ideas. 








With competition among builders for the 
home buyer's dollar increasing, the 1955 
home buyer is more apt to get a better home 
for his money than in any previous post-war 
year. According to Norman Strunk, exccutive 
vice president of the United States Savings 
and Loan League, increased competition 
among builders is resulting in better house 
design, more built-in features and more 
space—all at little or no additional cost. 
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more and more dealers 
are saying: 
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Wrought Steel Butts 
Cat. #R240 





“Let’s handle 


GRIF 








Builder's Special 
Cat. #540 








“A good line of hinges to handle”... that’s 
the trade’s way of saying, “We like to sell 
Griffin products” ... “Griffin gives good 
service ... they back up their product... 
they never have and never will cut their 
quality . . . our wholesaler-supplier likes 
everything about the firm’s policy... and, 
our customers like the product.” 

Display them and you’ll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want, 





NEW VISIPAKS — Order by 
the carton of individual VisiPak 
carded items. 


Cat. #BB197 Template Butts, Button Tips 
with permanently attached Bearings 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
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ACTUAL JOBS are featured in Mer 
ritt newspaper ads. Budget monthly 
terms are plugged in every ad 


Second in a Series 
On Selling Kitchens 


This Pennsylvania dealer gets his vol- 
ume by aiming at the mass market. His pro- 
motion plan includes strong newspaper ads, 
top showroom displays and emphasis on 
quality installations. 


Complete kitchen jobs can be sold in volume! 


One firm, the Merritt Lumber Co., Inc., Allentown, 
Penna., can prove this statement. By using good dis- 
plays, heavy newspaper advertising and making qual- 
ity installations, while still aiming at the mass mar- 
ket, Merritt sells 200 complete kitchens a year. 

“Between 90-95% of the kitchens we sell are sold 
to families who make less than $5,000 annually,” says 
store manager Josef Karner, who was kitchen depart- 
ment manager for seven years. “The kitchens we sell 
to builders go into homes in the $15,000 to $20,000 
range.” 

While aiming at a budget-minded market, Merritt's 
kitchen sales usually average $900 to $1,500. The 
prospects are people of moderate, but steady incomes, 
whose houses are 20 to 30 years old. 

Basic to finding and selling these prospects, Kar- 
ner says, is giving full value on every job. Although 
regular advertising develops a certain amount of 
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1 KITCHEN DEPARTMENT RECEPTIONIST, Mary 









Leone, left, greets customers and discusses latest 
kitchen planning ideas. 


PROSPECT SELECTS COLORS AND PATTERNS 
from samples of wallpaper, color chips, tile and lam- 
inated counter tops while friend, who may become a 
prospect later, studies book of kitchen ideas. 


How Merritt Sells 200 Kitchen 


new business, word-of-mouth recommendations pro- 
vide more prospects and the easiest ones to sell. 

To insure full value, Merritt sticks to several 
principles: 


Quality Materials: Since its customers are of lim- 
ited means, the firm doesn’t try to sell them high- 
priced cabinets or deluxe model appliances. It offers 
materials of basic quality without frills. 


Expert Installation. Merritt’s crews take the time 
to do the job right, and fulfill all promises regardless 
of time or cost. Walter R. Snyder, installation super- 
visor who has more than 20 years of technical experi- 
ence with Merritt, instructs mechanics personally. 


Fair Prices. By doing volume business, Merritt is 
able to buy its materials at the lowest possible prices. 
To control costs further, it subcontracts work like 
plumbing, plastering, flooring and wiring. Because 
of the steady volume, overhead-per-job is lower. Mer- 
ritt is thus able to offer very attractive prices and 
still make a legitimate profit. 


Good Service. Merritt is liberal about repairing 
and changing anything the customer is not satisfied 
with, even if the request is made a long time after 
the job is completed. Since estimates are figured 
quite closely, this extra work occasionally puts the 
firm in the red for the particular kitchen. But the 
firm rates its word-of-mouth advertising so essential! 
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2 CUSTOMERS MEET SALESMAN, in this case store 
manager Josef Karner, in one of the showroom’s four 
complete kitchens. 


AP 


5 STEREO SLIDES HELP CUSTOMER select mate- 


rials and visualize layouts and color schemes. 





Jobs Yearly 


/ 


that it will comply with any reasonable request. 

Another reason stressing service is that it has in- 
creased the prestige of the Merritt name in Eastern 
Pennsylvania. Fred T. Ludwig, president, and F. W. 
Harper, executive vice-president, have both made 
service a guiding principle and emphasize it repeat- 
edly to all personnel. 


Advertising Program 


While customer recommendations bring most 
worthwhile prospects, Merritt advertises regularly 
to develop new leads. It goes in for large newspaper 
ads with good art, and has used as much as a double- 
page spread to introduce a new cabinet line. Half- 
page ads are more common. 

In its ads, Merritt shows attractive kitchens, offers 
free planning and estimates, and mentions the avail- 
ability of FHA financing. Best results have been 
pulled by ads that show an actual kitchen Merritt 
has installed, with the housewife at work, under a 
headline that reads: 

“This Is Mrs. Smith’s New Kitchen!” Readers can 
phone Merritt for Mrs. Smith’s address and telephone 
number and call her to ask how she likes the job. 

The attractive kitchen displays at Merritt’s show- 
rooms in Allentown and Bethlehem also develop 
prospects. In Allentown, there are four complete 
kitchens installed in Merritt’s store at 939 Hamilton, 
the main shopping street. Many women come in 
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3 SALESMAN TAKES CUSTOMER and friend on 
leisurely tour of showroom. Major purpose is to help 
prospect choose materials. 





fs PLANNING A GOOD INSTALLATION is important, 
because good jobs are Merritt's main route to more 
kitchen sales. Walter Snyder, right, installation super 
visor, checks a few details on the plans with custo 

mer and store manager Karner. 


merely to look at the displays, but find out that a 
complete job is less expensive than they had thought. 
Some of these shoppers eventually buy. 

The main use of the displays, however, is not to 
develop leads, but to help in planning and selling 
jobs. They help the customer visualize a complete 
kitchen, choose materials and colors, plan layout, and 
in general to make decisions. Thus, they simplify 
and speed the salesman’s job. , 


Employs Three Salesmen 


Like other firms which do a volume kitchen busi- 
ness, Merritt employs full-time salesmen to plan and 
sell kitchens. But their approach to customers is dif- 
ferent from most kitchen salesmen for one reason: 
they are paid straight salaries, not commissions. 

The result is a friendly, timetaking sales approach 
with no pressure to buy. Customers like it. They find 
this type of selling unusual for a deal that involves 
more than $1,000 and their confidence in the firm’s 
reliability increases. While their approach is low- 
pressure, the salesmen maintain a steady persevering 

(continued on next page) 
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One of the most compact, 
attention-free and easy-to-sell 
pumps ever offered. Eestestvety 
designed with high-qualit 
materials, precision assembled, 
makes the Red Jacket ‘ "Submerga’ . 
the most wanted water system 
pump all over America. Toor and 
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NEW APPEAL for dealer’s model kitchens is being added 
by built-in range and oven units. Available in a variety of 
finishes the new appliances perfectly match any style 
kitchen. 


program of discussions, home visits and suggested 
kitchen layouts. 

The proof that this low-pressure approach works 
for Merrittt can be found in the statistics. The 200 
kitchens per year are sold by only three full-time 
salesmen, and they close 50-75% of the deals that 
reach the stage of completing layout and price pro- 
posal. 

Sells in Steps 

The streamlined sales technique used by Merritt 
salesmen to sell their steady volume of kitchens is 
divided into three stages: 

1. Choosing materials 

2. Planning layout 

3. Closing the sale. 

Sales tools simplify each step. 

Materials are selected in the Merritt showroom, 
where the customer can see them as they appear in 
finished kitchens. Some prospects come to the show- 
room to tell the firm they are interested in kitchens, 
and those who ’phone in are invited to visit the show- 
room. 

The salesman conducts the prospect through the 
displays and points out the special features and uses 
of each type of cabinet, sink, appliance, floor and 
wall covering and many accessories. An important 
decision is the choice of wood or metal cabinets. In 
this, and in every subsequent stage of the planning, 
the salesman gives all the facts he knows, but leaves 
the decision to the customer. 


Uses Stereo Slides 

To broaden the choice of materials and design 
ideas which can be visualized installed, Merritt sales- 
men show customers stereo slides of completed kitch- 
ens. Samples of tile, wall coverings, counter tops and 
other materials supplement the complete kitchens. 

Before the customer leaves the showroom, the 
salesman jots down the type of cabinets and all other 
materials chosen, although many of the choices may 
be tentative. He also makes an appointment, prefer- 
ably when the husband is at home to measure the 
kitchen and discuss layout. The husband usually 
likes to have a hand in the planning. The salesman 
shows the drawings, and uses the miniature models 
to discuss any further layout changes. All the mate- 
rials are listed, but there is no price breakdown. 

“After that comes the most demanding part of the 
job, doing the installation right,” says Karner. 
“Since we count on our finished kitchens to bring us 
most of our new prospects, we try to make each job 


‘The Choice That's Made Friends’’ — Since 1878 perfect, regardless of cost. We probably come out in 
the red on 2-3% of the kitchens we do, but we satisfy 
100% of our customers. 
“You need a lot of recommendations to sell 200 
kitchens a year!” 
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DEALER POINTERS 





Attracts Customers 
With Periodic Sign Changes 


Changing the message on its new double-faced sign 
regularly has proved an effective method of attract 
ing additional business to Stewart’s Building Mart, 
Minneapolis, Minn. The sign is 12’ high and 57” wide. 
The plastic letters are 10 inches high. Space is pro- 
vided for four lines of copy. 

Readers interested in more information about this 
type sign are invited to write American Lumberman, 
139 N. Clark St., Chicago 2, Ill. 
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Uses Spring Clips to Display Mason's Tools 


To conveniently display mason’s tools on a narrow 
wall near the warehouse entrance, Renier Lumber Co.., 
Detroit, Mich., installed spring clips to hold each tool 
in place. Customers can easily remove tools for closer 
inspection. 

The clips are mounted on a piece of molding. Be- 
neath each clip a small card gives the price and de- 
scription of the tool. Gummed price stickers are affixed 
to each tool. 
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NEW YALE 6200 TUBULAR LOCK 


YALE HAS THE PRODUCTS 
AND THE DISPLAYS 
THAT SELL THEM FAST! 
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#5200 
TUBULAR LOCKSET 
DISPLAYS 


FREE! SEND NOW! 


Write for valuable booklet, 
“The Key to Selecting Tubuler Locks” 


THE YALE & TOWNE MFG. Co., 
Lock & Hardware DIV., White Plains, NM. Y. 
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DISTINCTIVE $7,500 HOME is typical of the style sold by 
the Adams Lumber Co, It features stone trim in soft pastels 
and two wood siding treatments 
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FISHING CABINS erected on the firm's lots on nearby Lake Conway 
help increase the firm's total home sales each year. This one cost 


EMPHASIZING A POINT, B. G. Adams 
is shown discussing the firm’s home 
planning services with a young couple 
in his office. 


Personalized Service Sells Low-Cost Homes 


Complete service from 
site location to finished house 
offered by Arkansas dealer. 
Result: $350,000 in new 
home sales annually. 


Personalized service to new 
home buyers — particularly those 
in the $7,500 price range — is the 
paying specialty of the Adams 
Lumber Co., Little Rock and Con- 
way, Ark. B. G. Adams, owner, 
does a $250,000 volume in Little 
Rock and averages $100,000 in 


nearby Conway as a result of his 
program. 
Adams will sell or locate a lot 


(continued on page 98) 
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YOUNGSTOWN K 


ITCHENS LEADS 


CABINET SINK BOOM! 


30 thrilling models. A size and model for every purpose! 


AND NOW The biggest advertising and merchandis- 
¢ « « ing campaign ever—to help you sell sinks! 





CASH IN WITH THE LINE 


Heaviest advertising! Now heavier than ever—with full- 
page, full-color ads appearing every month in Life, Post, 


and other big national magazines! 


Terrific merchandising! Brand-new sales-building pack- 


age includes: displays, broadsides, window poster, wall 
poster, envelope stuffers, catalogs, and ad blowups. . . 


all in full color. 


“ Redbook 


BEST KNOWN 5 TO 1! 


No inventory problem—overnight delivery 
from 87 strategically located warehouses! 


88% of market still to be sold! 
Full profit on every sale! 


Color at no extra cost! Star White, Dawn 
Yellow, Meridian Blue, Sunset Copper! 


Big builder business, too! 


SEND FOR DETAILS 


NEW DO-IT-YOURSELF BOOK —sells your cus- ee Cee eae ee 


tomers on Youngstown Kitchens. 16-page books, 
plus 4-page planning sheets, available now from 
your distributor! 





MULLINS MANUFACTURING CORPORATION + WARREN, OHIO 
World's Largest Makers of Steel Kitchens 


Director of Marketing 
Youngstown Kitchens, Dept. AL-655 
Warren, Ohio 
(1) Please tell me how Youngstown Kitchens can help me build business, 
(1) Please have your representative call—_no obligation 
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LOW-COST HOMES 


(begins on page 96) 





and arrange financing for both 
house and lot; draw plans accord- 
ing to customers’ preferences; and 
locate a suitable contractor. 

Although Adams has sold mate- 
rials for homes in various price 
ranges—some running as high as 
$35,000—the average price in the 
past five years has been around 
$7,500. A local prefabricated home 
builder offers no serious competi- 
tion. 

A typical Adams home usually 
has two bedrooms, select oak floor- 





ing throughout; kitchens and 
baths are generally finished with 
No. 1 pine covered with heavy, 
inlaid linoleum. About 95% are in- 
sulated from above, 40% in side 
walls. If paneling is used, it is 
usually western white knotty pine 
which is sanded on arrival. In this 
mid-south climate, gypsum dry 
wall construction has proved prac- 
tical. About 25% of the homes 
have tiled baths, 30% have three 
bedrooms. 


Real Estate Service: Adams 
owns a number of lots in both 
towns and on nearby Lake Con- 
way, a weekend cottage area. “We 
try to keep lots in various loca- 





with WINTON 








From tree farms 
to finished lumber: 
65 YEARS OF 
EXPERIENCE. 


resources in the picture... 





( ask YOUR WINTON man 


MINNESOTA 
Lovis F. Huertl, 3100 W. Loke St 
Minneapolis 


R. E. Somers, 3100 W. Lake St. 


Minneapolis 
Fred Cool, Box 293, Owatonna 
Mike Morrissey, Box 213, 
Redwood Falls 
WISCONSIN 
R. C. Nelson, Box 306, Oshkosh 
W. E. Lenz, box 32, Wauwatosa 
1OWA 
R. W. Hamilton, Box 376, Mason City 
George Batten, Box 2051, Waterloo 
MLINOIS 
H. H. Grace, 4554 N. Broadway 
Chicago 
leRey Andrews, 425 5. 5th 
Springfield 
A, Oliver, Box 202, Rockford 
Denwid Olson, P.O. Box 523, 
Davenport, lowa 
INDIANA 
4. P. Gallagher, Box 627, Hammond 
OHIO 
4. M. Ellison, 316 Marion Building 
Cleveland 


C. D, Hess, Box 5001, Columbus 
MICHIGAN 








4. V. Sharkey, Box 4721, Redford 


Station, me’ , 
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you get the finest 


PINES and WHITE FIR 


A dependable source of high quality lumber — 
shipped ON TIME and graded ACCURATELY. 


You can depend on stability, experience and 
reasonable pricing from WINTON. The quality 
is high — the kind that keeps your customers 
coming back job after job. We work on the theory 
that unless our dealers make a profit, no one 

can stay in business very long including us -— 
and this is our 65th year. Draw your own 
conclusions. 


What do you need — Ponderosa Pine? 
Sugar Pine? White Fir? 


These are our specialties and we're proud of 
them — WINTON quality and uniformity of 
grade gives you the assurance that your 

next shipment will be as well received as the last. 


WINTON LUMBER SALES COMPANY 
3100 West Lake Street, 
Minneapolis 16, Minn 
Distributors of Ponder- 
osa Pine, Sugar Pine and 
White Fir Lumber and 
Mouldings produced by 


Winton Lumber Co., Martell, Califernia 
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tions so customers may have a 
real choice of neighborhoods,” 
says Adams. He does not push real 
estate, but finds that many cus- 
tomers appreciate the chance to 
buy from him. 


Furnishes Home Plans: When a 
young couple comes to Adams, he 
advises them about possible plans 
and gives them some planning 
books to study. Adams pays a man 
21%4¢ a square foot to draw 
customers’ house plans to scale. 
The first draft is penciled. After 
the customers have approved the 
plans, the final draft is inked and 
the blueprints are made. No two 
Adams homes are eactly alike. 


Financing Aid: Adams’ assist- 
ance in arranging loans—particu- 
larly for young people—has been 
a real sales pusher. Most custom- 
ers know little about financing. 
They are surprised to learn that 
no down payment is required on a 
small home if the builder owns the 
lot. The fact that on conventional 
property, 60% of its value may be 
borrowed also is news to custom- 
ers. Adams uses the services of 
the Guardian Co., Little Rock, 
which charges 1% for brokerage. 

For customers who wish to re- 
model, Adams handles FHA Title I 
loans which carry a maximum of 
$2,500, with no security and up to 
three years to pay. 


Helps Find Contractors: Adams 
helps customers select a contractor 
from a list of 14 at the Little Rock 
yard or four at the Conway yard. 
During the war, Adams sold cus- 
tomers a complete package deal in- 


cluding the contracting. Now, 
however, with a sufficient supply 
of contractors available, “... we 


do not want to be in competition 
with our contractor-customers,” 
says Adams. 


Air-Conditioning Tie-In: This 
vear the firm has been successful 
in selling a line of portable air 
conditioners for individual rooms 
to both old and new homeowners. 
Adams sells *4 and 1'%-ton sizes. 
Both are promoted in weekly news- 


paper ads, which offer a free 
electric blanket with each pur- 
chase. 


Adams recently sold two fishing 
cabins on Lake Conway and two 
air-conditioning units to go with 
them. “The units appeal to the 
summer cabin residents because 
they can easily move them to town 
when the summer is over.” 
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Are Now Reading 
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Your Doorway to 
| Greater Profits! 


Just turn the handle—the door immediately 





MODERN 
WARDROBE HARDWARE 


70 WS—1” dia. 


ADJUSTABLE HANGERS WITH 
NYLON BALL-BEARING ROLLERS 




















Write for Cata- 
log No. 107 
showing the 


starts outward and upward. There’s no 
lifting—“Powermatic” adjustable springs do all 
the work. That's how easy an overhead door 
operates when equipped with FRANTZ No. 80 
hardware. And closing is just as simple! 
Self-latch bolts, steel weather strips, steel 

ball bearings—these are only a few of the 
many FRANTZ No. 80 features. Only 2” 
headroom required. Here’s a set that’s ideal 
for doors weighing 100 to 150 Ibs., to fit 
openings 8’ wide x 7’ high. Other sizes also 
available. If you want the fastest installing 
door, with the easiest opening and closing 
action ever developed, FRANTZ No. 80 
Hardware Set is the answer! 


The Original ‘‘Design Your Own” 

@ hardware. Use Frantz No. 80 for any 
door design, such as shown here, for easy 
trouble-free operation. It costs so little and 
adds so much to the appearance and resale 
value of a home. 


life-time nylon 
bali-bearin 
wheel fits V 4 
} metal “no-jump” 
track. Slot adjust- 
ment—hanger off- 
set automatically 
provides by-pass 
clearance for 
doors of %” 1”; 
1%” and 1% 
thickness. 





Vv 400—Metal track, used with 


eit 


x 70 WS or 20 WR wheel. 


Roll formed for precision uni- 
formity. V bottom prevents dirt 
from obstructing wheel—wheel 
always rides in center of track. 





20 WR— Remov- 


able t . Same 
. ? as 70 WS except 
6" wheel per- 


mits doors to be 
lifted in and out 
without removin 
. hardware — whee 


2 cannot jump the 
track. 








ARTHUR COX & SONS, INC. 
70 N. Sycamore, Pasadena, Collf. 


Please send free literature on Glide-Master 
Sliding Door and Wardrobe Hardware. 


Made of heavy gauge 
steel, precision ma- 
chined and cadmium 
lated, “Finger tip” ad- 
usting feature speeds 
installation—door can 
m be hung true in min- 
~ wtes, Lifetime nylon 
rollers on factory hubri- 
cated ball-bearing 
wheels. 


METAL REINFORCED POCKET JAMBS 


Heavy gauge steel 
channels run full length 
of pocket jambs—loc 
into header for extra 
strength. Prevents clos- 
ing at top of frame. 





GUIDE SPACER AND METAL TRACK 


Exclusive guide spacer 
assures proper pocket 
space for life of build- 
ing~door glides 
smoothly in center of 
ocket—no scraping. 
ollformed metal trac 
is produced to precise 
tolerances, V bottom 
prevents dirt from ob- 
structing wheel. 


complete 
Frantz line of 
overhead door 
hardware. 


FRANTZ 


Nome ___. 


GARAGE DOORS AND HARDWARE Fam 








Address 
City. 


: 





FRANTZ MANUFACTURING COMPANY, STERLING, ILLINOIS 
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Tests Improve 





ARRIVAL CONDITION of the load at 
the Sterling Lumber Co. yard was ex- 
cellent. Impacts from four interchanges 
caused no serious load shift. Only top 
layer of boards was rain soaked. 


LUMBER PACKAGING 
for Flatcar Shipments 


Recent tests by dealers and manufacturers 
show importance of sticker placement and 
strap tension to insure the safe arrival of 


mill-packaged lumber. 


In the most recent in a continu- 
ing series of tests to study methods 
of improving the arrival condition 
of packaged lumber, some basic 
loading techniques have been 
evolved to minimize load shift in 
transit. 

From the latest successful test 
completed last month, a_ steel 
strapping manufacturer cooperat- 
ed with a Colorado lumber mill to 
ship a flatear load of packaged 
lumber to the Sterling Lumber Co., 
Blue Island, Ill., under provisions 
of the Association of American 
Railroads rules concerning experi- 
mental loads. 

From the recent successful test, 
it was learned that: 

Sticker placement is impor- 
tant to keep strapped packages 
tight and prevent load shift, Stick- 
ers must be offset rather than 
placed in a vertical line when the 
load is made up. 

Packages must be strapped 
tight. Tension must be maintained, 
even though some of the board 
edges are damaged. 


100 


Most dealers and users of pack- 
aged lumber are not taking excep- 
tion to the damaged edges because 
of the handling savings involved. 
A flatear load of packaged lumber 
can be unloaded in about an hour. 
Many industrial users of lumber 
are now specifying this method of 
shipment. The proportion of dam- 
aged boards is slight—in a pack- 
age containing 240 boards, only 
four edges are damaged by strap- 
ping. 


Arrival Condition: Excellent 

Though the flatear was inter- 
changed four times, there was no 
serious shift from impact. The 
exposed lumber weathered a dust 
storm and several rain storms in 
transit. In the Sterling yard, the 
car was unloaded in a heavy rain 
and only the top boards showed 
were saturated. The tight strap- 
ping prevented water from seeping 
into the lower packages. 

The test car contained 31,465 
board feet of No. 4, 1x8 spruce. 
Of the 18 packages on the load, 12 
were 16 lengths; four were 14’ 
lengths and two were 12’ long. 














INTERLACE BANDS bind strapped 
lumber packaged into a solid load. Off- 
set stickers equalize tension on straps 
when package is under pressure and 
prevent lumber from shifting in transit. 


Each package contained 12 courses 
between stickers. 

The lumber was packaged at the 
Chicago Mill & Lumber Co., South 
Fork, Colo., by a representative of 
the cooperating steel strapping 
manufacturer. 

Rough 1x3 edgings were used 
under the package bands and for 
battens on top of the packages. To 
fill the space crosswise on the car, 
two 2x4’s were laminated together 
as vertical separators. Eighteen 
stakes, 4”x6”, 10’ long were used on 
the sides of the car. 


Loading Costs 
According to figures submitted 
by the Products Div., Acme Steel 
Co., Chicago, 604 lineal feet of 11,” 
x .035 strap was used to make up 
the 18 packages of lumber and for 
the six interlace bands. The nine 
crossties over the top of the load 
used 193 feet of 4%” x .035 band. 
Total band cost for packaging 
and loading was $16.97. This 
breaks down to about 0.56¢ per 
thousand board feet. 
Dunnage, estimated at $60 per 
(continued on page 159) 
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ONLY A.R.B. METALS 


give you removable wood windows with 


Precision Adjustment 


BOTH | 


Looseness and 
Tightness 





ab HERE’S WHY— 


These adjusting screws turn in METAL 
threads. They loosen and tighten with thumb 
and one finger on the screwdriver. 


These coil springs are free to expand and 
compress because they are inside a friction- 
free metal cage. 


: With over 1,000,000 A.R.B. metals sets now in service, 
both builders and householders know that only 
A.R.B. has positive, permanent adjusting mechanism. 


If you're looking for saleable features, take a 
careful look at A.R.B. 


“Plus” Values of A.R.B. 


A.R.B. Metals also produce wood windows — double- 
hung and glider —that lift out easily. They require 
no weather-stripping. They don’t rattle or permit 
drafts. Even if “painted in,” they can easily be freed. 
And they are as easily installed as any other prime 
window. 








mm ee ee a by ee eee ee 


The Simple 
“FINGER LIFT’ BALANCE >" 
optional on 400” double-hung windows 
AT SLIGHT EXTRA COST 









Press the plunger, and the Balance is disconnected. Close the window 
all the way, and the Balance is automatically connected again. 


All windows equipped with the A.R.B. Balance are also removable 
\ and adjustable. 


| 
| 
| 


See your lumber dealer, or 


A.R.B. WINDOW SALES COMPANY 
19433 John R Street . Detroit 3, Michigan 
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The Gates 
FORM-ula for 


PROFIT 





/ H!] \ \ 

by the growing popularity of the 
Gates Form Tie System—as news 
gets around among builders and architects 


and demand keeps increasing. 


PROFIT by carrying Gates Form Ties... little 


space required and lots of profit to 
be had from it! 


PROFIT by being in on the “ground floor” 


with a system that’s sweeping the 





country! 





GATES & SONS, INC AL-6-13-55 
80 So. Galapogo St., Denver 23, Colo. 
Gentlemen: 

Please send me your catalog and dealer price list. 
NEM, ....00000000 ; 
ne : 


Addr @88....60.0 ‘ 





GATES & SONS. INC. 


80 GALAPAGO DENVER 23 COLO 














YOUR PROFIT-MAKING 


Zooming Sales 


Here are two facts worth noting ... facts which 
can add up to many extra sales for you. From all in- 
dications, retail sales of garden supplies will top the 
$4 billion mark this year. People in this country are 
also spending literally billions of dollars per year on 
impulse buying. 


Here’s one of the smartest, easiest ways to land a 
king-size share of both these markets. It is also one 
of the smartest ways to make your yard stand out 
from competitors, all over the community. 


Cover the sides of your trucks with white clap- 
board. And mount some gay, flower-filled window 
boxes in various styles on either side. Boxes that can 
be easily detached and sold on the spot, as well as 
samples people can order from. Inside, equip your 
truck with a whole variety of fast-selling garden 
supply items and put your summer “show” on the 
road. On balmy summer days when people are too lazy 
to go downtown to shop, you'll find you can make 
many an “impulse sale” by bringing your show 
directly to prospects while they are puttering around 
the garden or lolling on the terrace. 


Best-Sellers To Use 


These are some of the best-selling items to include 
in your garden-show-on-wheels: Enchanting weather 
vanes, rustic bird houses, plastic wading pools, plas- 
tic garden hoses, lawn sprinklers and kneeling pads 
for weeding. 


Other items with maximum appeal for impulse 
buyers are decorative mail boxes and lawn signs, 
Colonial lanterns and gateposts, and all kinds of bar- 
becue and picnicking equipment. You'll also want to 
include some fencing samples—can make some excel- 
lent sales by letting people try out this style or that 
size on the spot to see how it will look. 


What Customers Want 


If there’s anything people want in summer—and 
especially those who vacation at home—it’s some- 
thing new, different and exciting to go to. The kind 
of thing that entertains them and gives them some- 
thing unusual to talk about. Here is a sales promo- 
tion that does all these things. Best of all, it attracts 
customers from miles around and leads to many extra 
sales for months to come. 


People adore going to country fairs and auctions 
of all kinds—especially when they are held out-of- 
doors. So why not put on an Outdoor Living Fair 
out-of-doors! Any pretty open field will do—with 
plenty of free parking space, and fairly close to town 
so people can locate it easily. 


At one end of the field, plan a tent show exhibit- 
ing miniature models of homes planned for outdoor 
living—-and water-color sketches of plans and newest 
decorating ideas. People will spend a lot more time 
at your Fair—bring the whole family and really make 


By Norm Advertising, Inc. 
New York, N. Y. 
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a day of it, if you plan one or two tent shows so they 
have a chance to get in out of the sun and rest or 
cool off every little while. 

Along the sides of your fairground, plan some of 
your most appealing Outdoor Living Room exhibits. 
Handsome porch and lawn furniture of all kinds, for 
instance. And exhibits built around lovely garden 
accessories like bird baths, sun dials and life-like 
stone squirrels or dwarfs. Behind each exhibit, you 
might also display a different type of fencing. 


More Feature Attractions 


In the middle of your fairground, rope off the re- 
maining space into a number of good-sized rings in 
which special demonstrations and exhibits can be 
held. In one you'll want to schedule a do-it-yourself 
demonstration of how to build an outdoor fireplace— 
might even plan to cook a few frankfurters or ham- 
burgers over it to amuse the crowd and get more 
valuable word-of-mouth publicity for your yard. 

To attract maximum crowds among the men, plan 
some power tool demonstrations in another ring. 
Another way to fascinate your audience and multiply 
sales is to invite prospects to come up and try out 
some of your demonstration tools. 

Equally important, plan some demonstrations in 
another ring with tremendous appeal for women of 
all ages. For example, how to get the best results 
with a paint roller and how easily it works. And how 
to refinish furniture and decorate it with Colonial 
or Pennsylvania Dutch motifs. 

Still another way to attract many more people and 
keep them fascinated is to stage an old-fashioned 
country auction in one of your rings. An easy way 
to do it is to put up things like attractive wallpaper 
in discontinued patterns, some lumber in odd sizes 
for home hobbyists, closet accessories, odd lots of 
paint and other close-out items. Don’t forget to an- 
nounce your auction and publicize it well in advance, 
so people will come prepared to enter into the fun 
and buy! 

In planning your outdoor demonstration 
arrange them in any size and shape you want 
square, round or oblong. But be sure to surround 
each one with one or two rows of camp chairs. People 
will spend much more time at your Fair and take far 
more interest in your exhibits and demonstrations, 
if they rest and sit down at some of them. 


rings, 


For Extra Pulling-Power 


Another way to get people to spend hours at your 
Outdoor Living Fair is to include a refreshment tent 
at one end of your field. This is a “must,” and far 
easier to arrange than you think. Simply turn the 
whole problem of luncheon and tea over to the church 
women in your area. 

They'll jump at the chance to make extra money 
for their churches by selling home-made sandwiches 
and cake—the food will be a lot better—and you will 
have the good will of everyone in your community 
for helping local churches in this way. Be sure to 
mention all these arrangements in your announce 
ment ads. 
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YALE 
OFFICE 602 
PADLOCK 





YALE HAS THE PRODUCTS 
,.. AND THE DISPLAYS 
THAT SELL THEM FAST 


“4a 
Che 





DISPLAY HC 16 








FEATURES 6NO. 7H 


NUGGET PADLOCKS 


FREE! SEND NOW! 
Write for valuable booklet, 
"The KEY to Selecting PADLOCKS” 


THE YALE & TOWNE MFG. CO., 
Lock & Hardware DIV., White Plains, M. Y. 
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YALE & TOWNE 
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- Modern Then, 





Panu? 
44 ane? 


.. and contemporary modern all the way between. Which is 
to say that throughout the 50 years between these pictures, 
both taken in Southern’s own timber, each progressive 
development in methods and equipment has been adapted to 


Southern’s operations from woods to sanding machines. 


What this means to you, the lumber dealer, is that today, 
as from the beginning, it is the purpose and practice of this 
pioneer producer to supply you with Arkansas Soft Pine 
and Hardwood products that represent every advance in 


improved manufacture and product refinement. 





OUTHERN LUMBER COMPANY 


WAR R EN A RAR AR HS A 





Manufacturers of Arkansas Soft Pine « Hardwood Flooring « Hardwood Trim & Mouldings 
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YOUR AD OF THE WEEK 





Good Ads Boost Garage Sales 


Many dealers lose important garage business to ag- 
gressive contracting firms because of failure to match 
this competition in promotional effort. A well-planned 
concentrated program will include: newspaper adver- 
tising, demonstration model in your yard, use of com- 
pleted job photos and testimonials, signs on jobs under 
construction, systematic plan for locating and follow- 
ing leads. 

You need attractive mats to build good ads. Those 
used in the suggested ads shown here are available to 
dealers only from American Lumberman, at extremely 
low cost. Write for free ADservice book showing com- 
plete group of 254 exclusive mat illustrations. 


8 col, « 9 in, 


ich, GARAGES 


> ¢ Guaranteed Materials 
| ° Guaranteed Work 





















































YOUR NAME 


No. 36 of a Series 
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2 col. x 10 in, 


YOUR SIGNATURE CUT 





Choose from 32 up-to-date designs! 


GARAGES 


Guaranteed Materials ...Guaranteed Work 






































YOUR NAME 


SUGGESTED COPY “A” 

Your new garage is a once-in-a-lifetime invest- 
ment—so it pays to choose with care and to bu 
top quality construction! We have plans with 
extra space for a workshop .. . others with 
screened-in side porch for enjoyable outdoor 
living ..,. or you may prefer a big double 
garage, all set for the future second car. We 
invite you to come in and see our complete 
selection of new designs no obligation, of 
course! 
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Dealers 
Increase Business 
with 
Symons Form Rentals 


Because concrete forming is one of the 
first construction steps, many Ready- 
Mix and Building Material Dealers are 
renting Symons Forms to local con- 
tractors, Contractors find that these 
strong, easy to erect forms save them 
considerable labor and time, and insure 
safety no matter how fast the mix is 
poured. 


Symons Form Rental bring the Dealer 

new ready-mix customers, added rental 
profits, repeat sales of hardware and ties, 
additional lumber and plywood sales, 
increased building material sales and 
customer satisfaction. 


Samples, specifications, actual job 
hotos, literature and forms layouts for 
yuilding your own Symons Forms are 
available upon request. However, for 
guaranteed accuracy and low labor cost, 
we recommend factory made forms. 
Rentals apply on purchase of these 
pre-fab forms 


a? 


¢ 
Os 


SYMONS CLAMP & MFG. CO 
4267 Diversey Avenve 
Chicago 39, Iilinois 





Please send complete information on buying ond 
Building Symons Forms. 


Name. — a 
Firm Nome . - — —EE 
Address. 


City - Zone Sate... — 
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REDWOOD PANELS, grooved on four-inch centers and softly brushed, were re- 


cently introduced by M&M Woodworking Co., Portland, Ore. The panels 
Rusticwood--can be used outdoors or 


inside. 


called 


Panels come in 4x8 sheets and 


edges are shiplapped to allow a channel and unbroken design where panels are 


joined together. Backs are rough 


Zonolite Promotion to 
Boost Off-Season Sales 


A promotion campaign aimed at 
boosting vermiculite’ insulation 
sales during the off-season sum- 
mer months has been scheduled by 
the Zonolite Co., Chicago, miner and 
processor of vermiculite. 





This will be the second year the 
firm has directed a hard-hitting 
summer campaign to lumber and 
building product dealers and con- 
sumers. Last year the company 
noted a sales increase of 7% dur- 
ing the summer season. 

“Is your Home Running A Fever 
in Summer” ads will be the con- 
sumer theme pointing up the ad- 
vantages of cooling homes in sum- 
mer and keeping them warm in 
winter by using vermiculite. 
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ACME STEEL’S new 
slotted angle, 
racks, has 
holes and transverse slots for greater 
versatility. Can be used for any type 
of plant equipment 


Dexion 225-80 
used here for storage 
lengthwise slots, round 


Kentile Vinyl Tile 
Sales Rise Sharply 


Vinyl! asbestos tile sales increased 
27% and vinyl tile sales gained 
23% over the same period last year 
during the first quarter, Charles A. 
Neumann, vice-president for sales, 
Kentile, Inc., reports. 

“Of the billion square feet of re- 
silient floor tile sold last year, one 
out of every two feet, or a total of 
500 million square feet, were pur- 
chased for do-it-yourself installa- 
tions,” he said. 
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Milcor Promotes Rossiter 

Inland Steel Products Co., Mil- 
waukee, Wis., manufacturers of 
Milcor building products, has ap 
pointed Donald L. Rossiter vice 
president and general manager of 
sales. 

The company 
also has an- 
nounced a re- 
alignment of re 
sponsibilities in 
the department 
under three as- 
sistant general 
managers of 
sales: Gordon 
Matthews, in 
charge of merchandising and 
product planning, M. P. Komar in 
charge of field sales and J. D. Ray, 
to head administrative sales ser- 
vices. 

Rossiter, who has been with In- 
land since 1938, was re-elected this 
year as vice-president of the Metal 
Lath Manufacturers Association. 





Rossiter 


COMPANIES ANNOUNCE 





Aluminum Products Co., manufac- 
turer of APCO aluminum windows, 
has appointed Edward H. L. Clarac, 
Jr. as distribution manager, according 
to an announcement by T. J. Cronin, 
APCO general manager. The APCO 
window is an all-aluminum single- 
hung prime window. Completely as- 
sembled and packaged, it can be in- 
stalled in minutes. The APCO line is 
manufactured in all popular sizes, in- 
cluding picture windows 


The Savogran Company of Boston 
has appointed O. H. Olsen as super- 
visor of sales for The Savogran Com- 
pany of Illinois. Olsen has been with 
the company for the past 10 years. 
The firm also announced two new staff 
appointments: Stephen A. Gregoire, 
district manager of the Michigan ter- 
ritory and Paul A. Krantz, district 
manager of the Missouri territory. 


Toledo Desk and Fixture Co., Mau- 
mee, Ohio, has advanced two sales 
executives according to a recent an 
nouncement by Frank Crook, presi- 
dent. 

Charles Beckwith will direct the 
national field sales force of the Beauty 
Queen steel kitchen line and Lavenette 
bathroom line. As general sales direc 
tor, he will also coordinate sales ac- 
tivities with 145 Crane Co. branches. 

Jack Cartwright becomes assistant 
sales manager and is in charge of spe- 
cial promotions centering around a 5- 
month national sales contest for 
Beauty Queen field representatives. 
Both Beckwith and Cartwright have 
been associated in the steel kitchen 
field for many years 


Weekend Remodelers is the title of 
a 23-minute sound film in color giving 
complete instructions on how to in- 
stall Hako floor tile and Coronet 
plastic wall tile. Released by Hach- 
meister-Inc., it is available to any in 
terested groups. Write Hachmeister 
Inc., Pittsburgh 30, Penna 
(continued on page 110) 
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NOW. .- you can sell 


T WINDOWS 
One of the oldest names in the metal 
window business, VENTO has con- AL uU NM é Lad oe ree 


tinuously manufactured the “Cham- 
pion” line of casement, basement, 


commercial and utility steel windows 
for 33 years. 


product in this field is the VENTO automatic 
locking aluminum awning window. Residential 
casement, double hung and complete com- 
We now announce our entry into the modity lines of aluminum windows are now 
aluminum window business. Our first being developed. 


VENTO 
PeUEUrestial tics me O Aalials mm, Bal eteh 2! 


a” 44 4 
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AUTOMATIC LOCKING 


WEATHER TIGHT 
to metal « t t plus 
UNLIMITED ADJUSTMENT 
to be q Kly ret ed | f 
POWER PLUS OPERATOR not worm 
geared pet 
“Aleta el la) 


EFFORTLESS OPERATION 


Teli miata 


ENGINEERED SIZES 


‘ 





Keé 


VENTO STEEL CASEMENT WINDOWS 


All casements drilled and tapped to receive storm sash 
and screens, operator arm guide channels attached 
with screws for easy removal and replacement, if 
necessary; ventilator frames constructed from the 
same heavy sections as the outside frame. This pro- 
vides greater rigidity and stronger ventilators. 


VENTO BONDERIZED 
“CHAMPION” 
STEEL BASEMENT WINDOWS 


Effortless operation gives any of three ventilation 
openings, or sash removal. Sturdy 14 gauge jamb fins 
for easy installation in block or poured concrete 
walls. A redesigned cam latch and slotted opening 
allow greater tolerance, insuring positive operation 
and latching under all conditions. 











Also ask about 
Ps VENTO “Thrifty” Steel Basement Windows 


VENTO Industrial and Commercial Steel Windows (projected and 
pivoted types). 


VENTO Utility and Barn Windows 
VENTO Formed Steel Lintele (for Block and Brick Construction) 





Write us for full information. Some desirable terri- 
tories are open for representatives and distributors. 
Write for full particulars. 























VENTO STEEL PRODUCTS CO., INC. 


249 COLORADO STREET BUFFALO 15, N.Y 
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How to 
attract more 
consumer 


business 


True, a man parading a sandwich board dis- 
play in front of your store might attract new 
business. But there’s a less costly and more 
effective way to tell your story to more people. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- 
tomer and prospect list—live names, not just 
occupants or boxholders. 


OME 


Maintenance & Improvemgat 
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There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000P. 

HOME Maintenance & Improvement 

189 North Clark Street, Chicago 2, Illinois. 

FInancial 6-5380 

( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 
City Zone State 


Your name 
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_ LUDMAN PRODUCTS ARE YOUR KEY TO MORE SALES! 


hh. 
tila Famous LUDMAN Products are your best assurance of 
big volume. For LUDMAN creates the market for you.... 


; | ve, 

promotes heavily ... . directs its efforts towards your 

' N LUDMAN | customers . . . . and creates a demand for LUDMAN 
.\ oe ()- i) Products. The famous AUTO-LOK Wood Window... . 


and every LUDMAN Product .... has a big success story. 


i an weenun an There is no better line ... . no line so valuable to a dealer. 
~ 


Seals tighter than 
a refrigerator 


LUDMAN SINGLE SASH WOOD AWNING WINDOWS 


Ludman offers a single sash wood window to fit any price home . . . and . BIG HOU 
thousands of new homes are designed with this window in mind. Builders like 
this inexpensive, completely flexible style for it can be stacked in multiple 
banks, vertically and horizontally, adding beauty and quality. Both help to 
increase home sales. These Ludman-qualities help you get more than your 
share of the market... under screen Roto Operator . . . concealed hardware 
. » . continuous heads, sills and jambs that retain attractive narrow sight lines 

. complete weatherstripping . . . assembled for quick, easy installation 
... the easiest operating, strongest, positive-acting hardware yet designed. 
Yes Sir, Ludman helps you with quality at a price! 


ING MARKET 


Send coupon now for details. 





LUDMAN CORPORATION « North Miami, Florida « Dept. AL-6 ! 
Please send full details of Combeautil Home of the Month Program ! 
Auto-Lok Wood Window Single Sash Wood Awning Window 

DONE iv catees t5-) onix0 000 or cegeltaieiusanrbent | 

FO in Resi histones cevanheds vasccevdaverenneeeeebaedesses 0 

CR iin adeceees Aecscenettepstineete BOMB, tins Gi State ...... 





Y 
PS SUS SAE IES | SR Rae NORTH MIAMI e@ FLORIDA 
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ALL~STEEL 


KENNAFRAME 






THE OLD WAY 
Wood frames warp, caus- 
ing sliding doors to stick 
or bind. 


THE KENNAFRAME WAY 
} Kennaframe can't warp be- 
cause it's all steel, Prefabri- 
cated, adjustable with track 
already installed in header 
for quick, trouble-free 
i installations. Versatile Kenno- 
frame takes all wall and trim 
y _ applications. Select from two 
(om all-steel series. Write for free 
circular No. 89. Kennotrack 
Corporation, Elkhart, indiana, 
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WOLMANIZED LUMBER emerging from pressure cylinder at the Shreveport, 
La., plant of Olin Mathieson Corp. Recent technical advances have lowered the 
cost of treating lumber by this method and priced it within the budget of the 


small home builder 





$100 Display Contest Is 
Open to Creo-Dipt Dealers 


Dealers selling Fynal-Kote shin- 
gle and shake coating can win up 
to $100 in a special window-coun- 
ter display contest announced by 
Creo-Dipt Co., Inc., North Tona- 
wanda, N. Y. 

The rules are simple. After ar- 
ranging a Fynal-Kote window or 
counter display, the dealer can en- 
ter the contest by mailing a photo 
of his display to Creo-Dipt with an 
entry blank. Dealers will be reim- 
bursed for photographic expenses 
whether they win or not. Entries 


will be judged on the basis of their 


ability to attract 
create sales. The 
June 30. 

Special display material is avail- 
able to help dealers create inter- 
esting Fynal-Kote displays. A new 
platform display unit, the master 
merchandiser, holds five 1-gal. 
cans, a large color board and coun- 


and 
closes 


attention 
contest 


ter literature. The new Color 
Board (26!.x20) frames sections 
ts fill in coupon on page 160) June 13, 





of actual shakes to show 21 mod 
ern colors. 

Full details on the contest, dis- 
play material and entry blanks 
may be obtained by writing Creo- 
Dipt. 


AEDFORD CORPORATIO 





Medco Tells Its Story 
In Colorful Booklet 


“The Big Picture of Medco” re- 
cently published by Medford Corp., 
Medford, Ore., tells the story of 
the firm’s extensive logging and 
lumber manufacturing operations. 

In the book, Medford officials 
take the reader on a graphic 16- 
page tour of the firm’s vast forest 
lands and modern plant opera- 
tions. 

Concise and graphic, the Medco 
brochure presents a picture of the 
firm’s activities from virgin for- 
ests to the finished product. The 
entire brochure is keyed to stress 
product quality and the long-range 
planning involved in selective log- 
ging and tree farming. 

(continued on page 112) 
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Statement at the close of business December 31, 1954, as 
reported to the Department of Insurance, Scate of Ilinows 


CA bonds amortrced Stocks at book value, whack 1s lest than market value 
Uf all stocks were valued at market, assets and surplus cach would be imercared $4,991, 13.98) 


ASSETS 
Cash in banks 12,603,482 
U.S. government bills, certificates and notes 72,181,238 
65,291,207 
4,279,115 
7,761,256 
6,524,515 
Stocks 8,005,045.35 
First mortgages and collateral loans 958,502.52 
10,863,412.16 
2,960,573.58 
926,249.46 
$191,354,597.26 


U.S. government bonds 

Canadian government bonds 

State, county and municipal bonds 
Public utility and other bonds 


Real estate (including company buildings) 
Premiums in transmission 
Acctued interest and other assets 


Total assets 


LIABILITIES 


$94,135,115.00 
39,596,685.00 
8,419,577.30 
19,203,219.96 
5,000,000.00 
$,000,000.00 
Total $171,354,597.26 
Net Surplus 20,000,000.00 
Total $191,354,597.26 


Reserve for losses and adjusting expenses 
Reserve for unearned premiums 

Reserve for taxes, expenses and reinsurance 
Reserve for dividends to policyholders 
Reserve for portfolio fluctuation 


Reserve jor contingenc ses 


Paid for losses and returned to policyholders in cash dividends since 
ofganization more than six hundred seventy million dollars 


Securities carried at $14,142,929 12 in the above statement are deposited as required by law 


Now a member of Associated Lumber Mutuals, 
which writes fire insurance with particular attention 


to the specialized needs of the lumber industry 


Lumbermens “4 4UL) GHW 


Operating x New York sete os Amercar \smbermens Munral Cowelty Compony of lilinen 


pomen ) Kemper chenmer Merhowesy G Kemper prewdent 


CHICAGO 40 

















Put the FLOOR 
and the CEILING 
side by side 


From a parqueted floor to wall-to-wall carpeting, the floor 
is today an important part of interior design. Chances are, the 
ceiling is totally uninteresting. 








In times past, the ceiling was one of the major decorative elements. 
Then, with old-type materials and modern building 
costs, the decorative ceiling became too 

expensive for the average home 










Today, we have new standards 
and modern materials; the 
ceiling comes back into its own 


And the costs are also back in line 
for homes of every size 
With a strong, sound 
deadening material such as 
Homasote, many new treatments 
are possible — at minimum cost  ——— 
Take advantage of the Big Sizes 
in which Homasote is 
available—up to 8’ x 14’ 
Panel effects in many 

shapes are easily constructed 
Beams offer endless other 
possibilities. And Homasote Roof 
Decking is available in 

2’ x 8 panels with attractive 
beveled edges. The Linen 
Finish on both types provides a 


\ 


fine finish surface for any ceiling : ee 


Let us send you samples 
and specification literature 





on Homasote in all its forms 
including Striated and Wood 

textured Panels. Kindly address 
your inquiry to Department F-10 Be » 


HOMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
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CEDARCO 
Closet Lining 





Big Splash Launches New Distributor 


Appointment of the Mason Lumber Co., Jackson- 
ville, Fla., as distributor for the Panelyte Div. of the 


the chance to have t*~ luxury and beauty of St. Regis Paper Co., was the springboard for a highly 
effective three-way promotion. A two-day series of 


CEDARCO cedar-lined storage space in their special events, displays and publicity was planned 


homes. to publicize both the new distributor and the decora- 
tive laminate, Panelyte. 

One of the city’s largest home furnishing stores 
devoted all its window displays to Panelyte-covered 
furniture; another featured kitchen cabinets with 
black Myth Panelyte. The firm’s home fashion con- 
sultant appeared on several local TV home shows to 
acquaint women with the latest style trends and the 
importance of decorative laminates. 

Special stories and pictures were sent to more 
than 150 newspapers in the area, on home furnish- 


New do-it-yourself customers are headed for 
your lumber yard, building supply house or 
millwork store just as soon as you offer them 





CEDARCO, made of genuine Tennessee Aro- 
matic Red Cedar, comes tongue-and-grooved, 
with matched ends—ready for immediate instal- 
lation by the handyman over exposed wall 
studs, plaster or wallboard. Each 8-foot bundle 
(50 board feet) is machine spiral wrapped, and 
cap-sealed on both ends. They handle easily, 
you can store them safely and economically. 


Only CEDARCO closet lining offers your cus- 
tomers a written guarantee against moth dam- 
age! With CEDARCO’s give-away Planning 
Charts for easy figuring, your customers know 
quickly and accurately the amount of CEDARCO 
lining needed for a specific storage space. 


Every customer who can drive a nail is looking for an 
easy, practical way to add big-time luxury to his home. 


CEDARCO 


GUARANTEED CLOSET LINING IS THE SELLING ANSWER 


Sold wholesale only © Write for name of your nearest distributor 


GILES & KENDALL COMPANY 
P. O. Box D Huntsville, Ala. 
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ings tips, room settings, background stories on lami- 
nates, and a variety of do-it-yourself features. Simul- 
taneously large ads in leading papers announced 
Mason’s appointment as distributor for Panelyte. 

A kitchen display open to the public and featuring 
cabinets with Panelyte tops was set up in the banquet 
hall of the George Washington hotel. A cocktail 
party and dinner was held in the hotel’s main din- 
ing room for civic and business leaders, architects, 
real estate and building trades representatives, bank- 
ers and conservation people. 


Ready Hung Door Expands Production 


Two more firms have been licensed to assemble the 
Ready Hung Door unit and are now in production, 
according to an announcement by the Ready-Hung 
Door Corp., Fort Worth, Texas. 

The Dayton Sash and Door Co., Dayton, Ohio, will 
assemble and distribute the doors to dealers in east- 
ern Indiana and western Ohio. 

Frank Stevens Sash and Door Co., Waco, Texas, 
will distribute through dealers in the central Texas 
area. 

The Ready Hung Door is a door and frame pack- 
aged unit having the door hinged, the lock installed 
and the frame trimmed ready to install in any inside 
wall opening. One semi-skilled man can install 24 
units in eight hours since only nail driving is re- 
quired. 

(continued on page 114) 
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Dealou 


BUILD BIGGER SALES 


WITH THE 


HENDRICK PANEL SAW 


Progressive dealers everywhere are in- 





creasing sales by cutting plywood to their 
customers’ exact specifications. The 
Hendrick Panel Saw provides the meons 
to perform this valued service at a low 
initial cost The equipment may be 





th 


“We have installed 
this equipment in our 
Medford warehouse 
and are very much 
satisfied with it. We 
believe that plywood 
dealers will find it a 
practical method of 
sizing plywood to 
customers specifica 
tions."’ 


Mr. M. K. Peterson 
Branch Manager 

U. S$. Plywood Corp 
Medford, Mass 


mounted horizontally or vertically (as 
shown) where space is at a premium. 
Mounted vertically, the saw occupies a 
minimum of space and greatly reduces 
all handling and cutting costs. 

The machine is designed to cut all 
structural panels: Plywood, plastic, mas- 
onite, wallboard, etc. Models available 
with capacities of 4% to 12% feet. 







WRITE... he? HENDRICK MFG. 


for illustrated ' 
brochure to we MARBLEHEAD, MASS 


Worth Sellin g! Wo rth Talk ing About! 
ARMSTRONG Sealing Compounds 


Quick turnover—that is what you want in a line of specialties. And quick turn- 
over you can have with ARMSTRONG Sealing Compounds, because these products 
are a genuine necessity for every home. 














The distinctive labels on ARMSTRONG products insures buyer recognition— 
a@ factor which will help to keep stock moving out and profits moving in, 


Rely-on 
CAULKING COMPOUND 
Protects Property — Saves Fuel 


3 GLAZING 
COMPOUND 
For Either Wood or Metal Sash 





"33" retains its life- 
Giving oils, stays 
elastic, and keeps 
the bond between 
glass ond sash 
permanently intact. 


Ordinary putty loses 
its “life,” becomes 
rock-hard, cracks, 
chips off. The bond 
between sash ond 
glass is soon broken. 


An inexpensive way for home ownen fo 
eliminate Drafts, Dirt, Insects, Rust, Rot, 
Unsightly Holes and Cracks Inside ond Out 
side. “RELY-ON” adheres to practically any 
surface—wood, brick, gloss, stone, tile, 
cement, masonry of plaster 





33” is of smooth, uniform consistency that takes initial 
“set’”’ at once. It can be painted immediately after appli- 





cation. “33” remains permanently E-L-A-S-T-I-C—never “RELY-ON” stays permanently E-L-A-8-T-1-C. It 
dries out or gets rock-hard. And never chips, cracks or does not dry out or become rock-hard and will not crack, 
Joses its bond. Also ideal for patching nail holes and cracks chip or crumble. Available in both cartridges and in bulk. 





before painting, setting plumbing fixtures, etc, 


THE NAME OF YOUR NEAREST JOBBER WILL BE SENT UPON REQUEST 
ER AREA MARI fo 


THE ARMSTRONG COMPANY 1001 Eost 103rd Street « Chicago 28, Illinois 
OTHER PLANTS: Detroit... Dallas... Richmond, California . . . Charlotte, N. C. 








Leading Manufacturer of Compounds for Glazing, Caulking, Sealing Es’. 1913 
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Guaranteed - Quality 


FLEXIBLE PLASTIC PIPE 














' SETS 
A FAST 
SALES PACE 
IN EVERY FIELD 


ABOVE: Installing CRESLINE with a sub-soiler at the 
DeMotte Evans Farms, Otwell, ind. — now using almost 






two miles of CRESLINE bought from the same local dealer. 


PLASTIC PIPE 
short years — and CRESLINE has stayed right in 


stride. Every month brings still more demand for 


has gone a long way in just a few 


this modern pipe that “has everything.” And in every 
market, a steadily bigger share of the big-ticket busi- 
ness is going to CRESLINE distributors and dealers. 


STANDOUT QUALITY, backed by 
service, has kept CRESLINE out front in its fast- 
growing field. Made of 100% virgin materials .. . 


outstanding 


measured and marked at both one-foot and ten-foot 
. each coil of CRESLINE is checked, 
double-checked, and pressure-tested. It must be right 
before it's shipped. It must be shipped within 24 


hours after receipt of your order. All good reasons 


intervals . . 


why you can gain more sales ground — faster and 
~with CRESLINE GUARANTEED-QUALITY 
plastic pipe! 

MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
DIVISION OF THE SOCIETY OF THE PLASTIC INDUSTRY 


cusier 


CRESLINE dealers sell 
pipe by the mile to 
operators of resorts, 
camps, golf courses — 

as well as to farmers, 
builders, and homeowners 





Write for New Literature and 
Name of Your CRESLINE Representative 


CRESCENT PLASTICS, INC. 
Dept. L-5, 955 Diamond Ave., Evansville 7, Ind. 
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HOMEOWNERS’ DEMANDS SPARK 
CURRENT BUILDING REVOLUTION 


A revolution in home building is underway, 
sparked by homeowners loudly demanding features 
they want in a home and speaking up against those 
they don’t want, according to Curtis Companies, In- 
corporated, manufactutrers of Curtis Woodwork. 

The firm is publicizing the revolution in a promo- 
tional campaign conducted on behalf of lumber and 
building-material dealers throughout the country. 
The promotion includes a slide film for lumber deal- 
ers to use, and a kit of auxiliary sales helps. 

Based on Research 

Curtis officials say research indicates the voice of 
the homeowner is accelerating an important trend 
in the home building field. The features the home- 
owner finds desirable have nothing to do with style 
or architectural design, they say, and can be included 
in any home. Owners simply want more privacy, more 
convenience, more comfort and more beauty. 

More Partitions 

Prominent builders, Curtis finds, note a distinct 
trend away from the “open plan” home with its lack 
of partitions and privacy. Today many people want 
partitions that will divide family activities. They 
want such areas as kitchens and dining rooms en- 
closed. They want bigger kitchens with plenty of 
storage space. 

Many homeowners frown on open carports which 
leave the car exposed to weather and thieves. The 
trend is toward attached, enclosed garages which 
will offer protection plus storage space for garden 
tools and outdoor equipment. 

More Bedrooms 

Homeowners are no longer satisfied with only one 
or two bedrooms, Curtis finds. Instead they are de- 
manding three or four bedrooms. Also, in many 
quarters, there is a trend away from floor-to-ceiling 
glass walls in favor of groups of more conventional 
and useful windows. Many point out that glass walls 
are expensive to cover with draperies, costly to re- 
place when broken, and a hindrance to attractive 
furniture arrangement. 

Homeowners Dislike 

Among other homeowner hates, Curtis includes the 
bare, blank fireplace wall without a mantle, porch- 
less houses, ordinarily, drab entrances—and lack of 
basements and attics. 

Curtis believes the new trend in home construction 
is distinctly in the interest of lumber and building- 
material dealers, since features homeowners are now 
demanding create additional sales of a wide variety 
of building materials. 

Dealers who have used the new slide film which 
Curtis produced are enthusiastic over the interest it 
creates and expect it to offer practical help to people 
interested in building and modernizing—as well as 
to builders who build for resale. 


Large Garage Doors Becoming Popular 

The dimensions of the 1955 automobiles help ex- 
plain the popularity of the Strand nine-foot-wide 
garage door, says Bob Kirkman, manager of the 
Strand Garage div. of the Detroit Steel Products Co. 

Here are the dimensions of some of the new 1955 
model automobiles: 

Chevrolet, 195.6” long, 74” wide 

Cadillac, up to 237” long, 79.7” wide 

Ford, 198.5” long, 75.9” wide 

Chrysler, 218.6” long, 79.1” wide 

The extra cost of building a nine-foot-wide open- 
ing in new garages instead of the conventional eight- 
foot width in vogue the past 40 years, is small. The 
wider door costs just a little more than the eight- 
foot one and makes it easier to maneuver the car 
into the garage. 
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The revolutionary SYNCHRO-SEAL operating mech- 
anism insures a balanced distribution of pressure at all 
closure points. 

Key feature of the heavy duty WINTER SEAL 
Jalousie is the power- deeted, bridge-type actuator bar 
Hardware is specially designed to effect complete closure 
and full opening. Heavy extruded aluminum frames are 
further insurance of long life and smooth operation. 
Tubular Vinyl plastic weatherstripping at the header, 
the sill and both sides of the frame sections (inside and 
out), provides a refrigerator-type seal. Winter Seal 
Jalousies are engineered for fast, easy installation. Head- 
ers and sills are designed for simple, straight cutoff. 
Winter Seal storm panels and screens are available for 
all Jalousie sizes. 


Winter Seal is the only Extruder-Manufacturer offering 
either assembled or KD Jalousie windows and doors. 





Only Winter Seal 


has exclusive “Nest-tite”’ 
construction 





NOTE: Winter Seal products 
are designed for KD shipment 
and easy lecal assembly. Write 
for information on how this 
saves time for Jobbers, Deal- 
ers and Builders. Franchise 
distributorships available. 


EsvameERS— MANUFACTURERS 


—Al combi storms and 
screens for all window types —Conven- 
tional and Round Top Combination Doors 
—Separate Screen and Storm panels — 
Prime Slide-Tite Gliding Windows— 
Jalousie Windows and Doors. 





WINTER SEAL CORPORATION «¢ MEYERS ROAL « DETROIT 27, MICH 
WINTER SEAL OF CANADA, TORONTO 15, ONT. 
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HOW 10 BOOST 
YOUR SALES OF 
CEMENT: PLASTER: 
BRICK: PLYWOOD- 
CERAMICS AND 
RELATED BUILDING 
MATERIALS 


Stock and Push these two 
Profitable, Job-Proved 
Bonding Agents... 


PLASTER-WELD 
& WELD-CRETE™ 


They make it easy for professional 
and “‘do-it-yourself’’ customers to 


PERMANENTLY BOND 


Gypsum Lime-Putty ... Acoustical 
Plaster... Cements directly to themselves 
or directly to most any structurally sound 
surface... even glass! Never lets go! 


You Sell PLASTER - WELD for Jobs like this 


Midway Gardens Apts., 
Chicago, one of hundreds 
of Plaster-Weld installa- 
tions In this case, 
Plaster-Weld was used 
to bond lime-putty coat 
directly to all concrete 
ceilings, bears, columns 
Archts.: Holabaird, Root 


..among the dealers...among 








DEALERS AT WORK under the leadership of Art Hood, right, at the recent man 
agement clinic at the Royal Alexandra Hotel, Winnipeg, Can 


Dealers Endorse Workshop Sessions 


Canadian and Ohio executives tell how clinics offered 
new ideas and solved troublesome management problems. 


Grateful appreciation for leader- 
ship at the recent workshop mod- 
erated by Art Hood for Canadian 
dealers in Winnipeg has been ex- 
pressed in numerous letters received 
from dealers. Below are excerpts 
from a few of these letters. 


our very sincere appreciation for 
your efforts in putting on our 
Workshop and carrying it off with 
such a very high degree of finesse. 
We lumbermen are very much in 
debt to both you and American 
Lumberman for your efforts in our 
behalf.” 

JOHN A. GODFREY, President 

and General Manager 
The Monarch Lumber Co. 
Winnipeg, Can. 


“Long before this, I had hoped 
to express my appreciation for the 
guidance and information that you 
passed on to us so capably at the 


; I “The course was excellent. It 
WRLD Workshop. I delayed my re- 


was hard work and that’s what we 








MeNulty Brothers Company 


You Sell WELD - CRETE for Jobs like this 


1,000 feet Sidewalk... 
Reyersterd, Pa., one of 





hundreds of Weld-Crete 
installations. In this case, 


Weld-Crete was used to 
bend new concrete top- 
= directly to an old 
sadly cracked ane 
erumbled sidewalk. For 
your “do - it - yourself” 


customers, Weld-Crete assures the success of their 
cement repair work by establishing a permanent 


bond between Dry Mixee and the old surface 


Take advantage of this foolproof method 
for sizeably boosting your sales of ce- 
ment, plaster and related building ma- 
terials. Get complete details on this 
profitable proposition today. Either see 


your distributor or write us direct. 


LARSEN PRODUCTS CORP. 


BOX 5756-Q © BETHESDA, MD. 
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ply, thinking I may have been over 
enthusiastic. Each day, however, 
I find | am using more and more 
of the material in every phase of 
our business. 

KEITH A. MITCHELL, Manager 

Ontario Division 

Beaver Lumber Co., Ltd. 

St. Catharines, Ont. 


“More or less back to normal 
after the strenuous session of the 
Management Clinic. I am impelled 
to drop you a line expressing my 
deepest appreciation for the mas- 
terful way in which you presented 
your intensely interesting and 
varied course. As far as I am con- 
cerned, it was a once-in-a-lifetime 
experience.” 

C. S$. HOLLAND, Supervisor 
Mellrath Lumber Co., Ltd. 
Weyburn, Sask. 


“IT just want to convey to you 


wanted. We received a tremendous 
number of new ideas and help 
along management lines. I think 
the job you are doing for lumber 
dealers is a really tremendous 
one.” 

R. J. NELSON 

Nelson Lumber Co., Ltd. 

Lloydminster, Alberta, Can. 


“I do not have words to express 
my appreciation and thanks for 
your leadership. We have been re- 
vitalizing and reorganizing a com 
pany, which has grown old in the 
lumber business. This has _ re- 
quired many hours of planning and 
research. To find what we have 
achieved so fully covered and the 
door opened to a much broader 
opportunity on a long-range plan 
was most gratifying.” 

CLARENCE E. HIRD, Manager 
Rutley Lumber Co., Ltd. 
Regina, Saskatchewan, Can. 
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Dealers Attend Ohio 
Management Clinic 


Another successful management 
clinic moderated by Art Hood, edi 
tor of American Lumberman and 
sponsored by The Ohio Association 
of Retail Lumber Dealers was held 
recently at the Granville (Ohio) 
Inn. Left to right, Harvey Roberts, 
V. A. Fries Lumber Co., Huron; 
Ralph C. Lutz, Lutz Lumber Co., 
Lexington; Elmer Lupinske, The 
West Side Lumber Co., Inc., Day- 
ton; Robert B. Wilson, Wilson Lum 
ber Co., Akron; Ralph Earl, Colum- 
bus Lumber Co., Columbus; John 
M. Horn., Jr., The John M. Horn 
Lumber Co., Alliance; Henry J. 
Andres, Andres Supply Co., Cin- 
cinnati; Myron L. Rutledge, Gran- 
ville Lumber Co., Granville; Ed 


win H. Stephens, Gross Lumber 


Co., Bellevue. 

Also W. E. Douglass, The Doug 
lass Lumber Co., Jefferson; K. M. 
Gibson, the Adams Street Lumber 


Co., Tiffin; Wm. J. Robinson, The 


Tanner-Robison Lumber Co., Lon- 
don; Martin Kuntz, Peter Kuntz 


Co., Dayton; I. L. Caplan, Big Four 


Lumber Co., Cleveland: John R. 


lolliff, Harris & Jolliff Lumber 


Co., West Mansfield; Milton H. 


Anderson, the Anderson Lumber 


Co., Franklin; C. A. Persons, 
Jr.. The West Side Lumber & 
The Potter Lumber & Supply Co., 
Worthington; Cletus M. Huffman, 
The Mount Union Lumber Co., Al- 
llance 

And R. H. Crehore, Elyria 
Lumber & Coal Co., Elyria; M. 
P. Hartzler, The Easton Lumber 
Co., Doylestown; Wm. F. Baker, 
The Kuntz-Johnson Co., Dayton; 
Russell C. Blocher, Ballinger Lum- 
ber & Supply Co.. Greenville; Ar 
thur R. Crow, Crow Lumber Co., 
Vermilion; Loomis W. Laird, The 
Equity Lumber Co., Painesville; R 
L. Kinney, The Scott Lumber Co., 
Bridgeport. 

Dealers missing as picture was 
taken were J. H. Hardy, Laird 
Lumber Co., Willoughby; C. C, 
Lawson, Lawson Lumber Co., Inc., 
Lorain; John R. Martin, The 
Adams Street Lumber Co., Tiffin; 
Homer F. Praker, Geo. H. Worch 
Lumber Co., Inc., Versailles; Denis 
J. Ryan, Parsch Lumber & Coal Co., 
Elyria. Standing are Art Hood and 
Charles Benson, field secretary, The 
Ohio Association of Retail Lumber 
Dealers 

Findley Torrence, executive vice 
president of the Ohio Association 
of Retail Lumber Dealers, writing 
in his Bulletin, quotes a few letters 
from dealers following the recent 
Art Hood management workshop 
in Granville 

One dealer wrote: 

“Art Hood did a masterful job 
of uncovering a world of oppor 
tunities in the lumber business. I 
was so impressed by this course 
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MANAGEMENT CLINIC sponsored by the Ohio Association of Retail Lumber 


Dealers at Granville, Ohio recently, was moderated by American Lumberman 
editor Art Hood 


AKRON CONTRACTOR SAYS: 


““New STOP-FLO gun 
saves 13% of calk’’ 


“It’s a big improvement over the old style drop- 
in calker’, says Robert L. Arthur, president of 
Arthur Painting Co., Akron, Ohio. “We like this 
new gun because it is economical, and because it 
is clean and efficient’. 

The new Handi-calk STOP-FLO gun appeals to 
ROBERT L. ARTHUR professionals—and this is why it's ee 


hottest Do-it-yourself product 
since the introduction of 













“STOP-FLO”’ 
IS ECONOMICAL! 
EASY TO USE! 
EFFICIENT! Pat Pond 


It’s sensational! The only calking gun on the 
market with a positive shut-off to stop the flow 
of calk. Eliminates waste and messy seepage 
through nozzle! Saves up to 13% of calking 
tidge and spit bend flexible nozzle on car- 
tridge and slip it in back of hook, as illustrated. 
Easy. uic . fool-proof! Perfect for am- 
ateurs an professionals. 

For repeat business and satisfied customers, 
feature the new Handi-calk STOP-FLO Gun 
and Handi-calk Soldered Seam Cartridges! Get «< 
both from your Wholesaler. 


The GIBSON-HOMANS capo, 


GENERAL OFFICES and FACTORY: 2366 Woodhill Rd, Clev 


FACTORIES: Conyers, Go 32 Me S’., Meteweon, N 
1035 Wright Ave, Richmond, Col; 3419 Southwest Moody Ave 
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Representing 
HARDEL MUTUAL PLYWOOD COMPANY 
HOFF LUMBER COMPANY 
STEWART BROWN LUMBER COMPANY 


Prompt Quotations, Good 
Prices, Dependable Deliveries 
Wire or Telephone 


PACIFIC 
MUTUAL 
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that I want our whole organiza- 
tion to take it. It’s going to wake 
up a lot of people.” 

Another dealer commented: 

“Tl would unequivocally recom- 
mend it as a ‘must’ for every per- 
son in a managerial capacity of a 
retail lumberyard. If the clinic is 
offered again, I would try and 
place at least one man until every 
manager has received Art’s mes- 
sage.” 

A third dealer summarized his 
experience in these words: 

“T wouldn’t have missed attend 
ing the Clinic, even if it had cost 
me a thousand dollars.” 


Schedule of Clinics 


Below is a schedule of manage- 
ment workshops to be conducted by 
Art Hood, editor of American Lum- 
berman, for lumber dealer owner- 
managers in cooperation with state 
and regional retail lumber dealer 
associations. 

June 26-29 British Columbia 
Lumber Dealers Assn., Vancouver 

July 10-13——-Western Retail Lum- 
ber Dealers Assn., Portland, Ore. 

July 24-27—Northern California 
Lumber Dealers Assn., Palo Alto 

Aug. 22-25—Northeastern Lum- 
ber Dealers Assn., Ithaca 

Sept. 11-14 Nebraska Lumber 
Dealers Assn., Omaha 

Sept. 26-29 Intermountain 
Lumber Dealers Assn., Salt Lake 
City 

Oct. 23-26—Southwestern Lum- 
ber Dealers Assn., Kansas City, 
Mo. 

Nov. 7-10—Ontario Retail Lum- 
ber Dealers Assn., Toronto 

Nov. 20-23—-Indiana Retail Lum- 
ber Dealers Assn., Indianapolis 

Dec. 7-10—-Louisiana Retail Lum- 
ber Dealers Assn. 

Dec. 14-17 Tennessee and 
Georgia Lumber Dealers Assn. 


OLA to Promote Stock 
In New $500 Million Corp. 

The financial committee of Ok- 
lahoma Lumbermen’s Association 
has approved the proposed by-laws 
for the Lumbermen’s Investment 
Corporation. In a recent meeting 
the committee approved the selling 
of stock in the corporation to all 
members of OLA and associate 
members, and their employes ac- 
tively engaged in the retail lumber 
business. 

It was voted to have one director 
chosen from each of the six dis- 
tricts and eight at large. This, 
with the executive vice-president, 
makes a total of 15 directors. 

The committee decided to incor- 
porate for $500 million, with $250,- 
000 to be paid in before July 1. 
The committee also approved OLA 
promoting the selling of stock in 
the Lumbermen’s Investment Cor- 
poration of Oklahoma, and encour- 


aged all members to invest in the 
corporation. 

Inquiries as to the operation of 
the investment corporation may be 
made to any of the members of the 
committee or to the Oklahoma 
Lumbermen’s Association, 905 


Leonhardt Bldg., Oklahoma City, 
Okla. 





NEW OFFICERS of the Lumber Mer- 
chants Association of Northern Cali 
fornia are, left to right: Hamilton 
Knott, vice-president; Charles Shep- 
ird, president; Russ Stevens, former 
president, and I. E. Horton, treasurer 


Two California Lumbermen 
Groups Elect Officers 


The 15th annual convention of 
the Lumber Merchants Associa- 
tion of Northern California, held 
in Fresno, was the best attended 
meeting in the history of the or- 


ganization. 
Charles Shepard, Friend & 
Terry Lumber Co., Sacramento 


was elected president, succeeding 
Russ Stevens; Hamilton Knott, 
Yosemite Lumber Co., Fresno was 
elected vice-president, and I. E. 
Horton, South City Lumber & Sup 
ply Co., South San Francisco, 
treasurer. Raymon Harrell, re- 
search director, Lumber Dealers 
Research Council, Washington, 
D. C., introduced the Lu-Re-Co 


home, the first time it had been 
presented on the west coast. 





OFFICERS of the Southern California 
Retail Lumber Association for 1955-56 
are, left to right: Ben W. Bartels, 
former president; Orrie W. Hamilton, 
executive vice-president, and Wayne 
F. Mullen, president. 


The Southern California Retail 
Lumber Association’s 38th annual 
convention was held in Los An- 
geles, and according to new presi 
dent Wayne F. Mullin, was the 
“best-attended, best-programmed 

(continued on page 120) 
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wall starts with the studs... 
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Professionals insist on professional 
quality. Architects and engineers prefer 
to specify the superior products of 
recognized manufacturers. STRICK is 
known as a multi-million dollar firm 
with the finest production facilities, and 
rigid quality control, Building materials 
dealers can assure their customers-~ 
professional or home handyman—AA* 
quality every time they sell DAYCOR 
... made and backed by STRICK. 

Write for sample kits, literature, 
and prices, 


Strick Plastic 


CORPORATION 


PHILADELPHIA, PA, 


SALES OFFICE + 31-06 38th Avenve 
Long Island City 1, N. Y. 





and best-informed convention the 
SCRLA had held in 38 years.” 

Other officers elected for the 
coming year were C. Gilmore 
Ward, president Ward & Harring- 
ton, Santa Ana, vice-president; 
Harry C. McGahey, president San 
Diego Lumber Co., treasurer, and 
Hal A. Brown, president Wood- 
head Lumber Co., Los Angeles, re- 
elected vice-president, and Orrie 
W. Hamilton re-elected executive 
vice president and secretary man- 
ager. 





Frank Moore, 
elected president of the Arkansas As- 
sociation of Lumber Dealers, 
ing Robert R. Stair, of Little 
Moore was former Ist vice-president 


of the AALD 


Newport, has been 
succeed- 


Rock. 


Elden R. Berge has announced pur- 
chase of the Mitchell Materials Co., 
from the Kuipers family of Mitchell, 
S. D. The firm will now be known as 
Schoeneman Bros. Lee Johnson, for- 


merly with the Farmers Cooperative 
in Clarion, has been named manager 
of Schoeneman’s. 


Raydon Lumber Co., on US 31 near 
Montague, Mich., held a grand open- 
ing last month. The firm includes a 
home planning service with drawing 
services available on various types of 
construction. 

The 7ist annual convention of the 
Indiana Lumber & Builders’ Supply 
Association set an all time record with 
a registration of 2,62. New officers 
elected at the meeting were: Robert 
N. Jennings, New Castle, president; 
Jack Klemeyer, Vincennes, Ist vice- 
president and John C. Hilker, Fort 
Wayne, 2nd vice-president. 


The Montana Retail Lumbermen’s 
Association has elected R. Bourke 
MacDonald of Butte as president, suc- 
ceeding Harold E. Longmaid, Helena. 
Other officers named at the 18th an- 
nual convention are Richard Hogan, 
Billings, vice-president; Earl Clute, 
Missoula, re-elected treasurer; A. W. 
Lammers renamed assistant treasur- 
er, and W. E. Howard, Missoula, con- 
tinued as secretary-manager. 


Art Twohy, Los Angeles, who re 
cently observed 50 years as a lumber- 
man, owns a dozen antique cars in- 
cluding a one-cylinder Pierce Arrow 
He was founder and first president of 
the Horseless Carriage Club. 





Dealer Ties Dress Shops With Power Tool Promotion 


You probably read about the 
snappy combination fashion show 
and power tool demonstration ex- 
clusively for women sponsored by 
the Neiman-Reed Lumber & Ply- 


wood Co., Van Nuys, Calif. (Ameri- 
can Lumberman, April 18th issue). 

Part of the promotion consisted 
of a tie-in of women’s dress shops 






DRESS SHOP helped Neiman-Reed Lumber & Plywood Co., 


mote power tools and a woodworking class the firm is sponsoring for women 


featuring casual apparel. The 
window placard announces “The 
World’s First Power Tool and 


Women. 


course fea- 


Woodworking Class for 
Six-week tuition-free 
turing the amazing Shopsmith... 
women exclusively, every Wednes 
day evening.” 
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Van Nuys, Calif., pro 
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NOR-DOLL” 


Syna Gulbrandsen 


(Miss Norway) 


Sturdy, Colorful, Self-service Display > 





Conveniently Packaged Merchandise (Tubes) in Ass’t’d lengths 





Top Quality Product a 





Convenient Reorder Plan +x 
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SPNORDARL 
“DO IT YOURSELF” WARDROBE HARDWARE 
Display Kit 


For information 


NORDAHL MANUFACTURING CO. 


write 
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take a 
good look at 


YASIR RED CA 





one of 10 woods from the 


WESTER \ y NE region 


Great resistance to decay, dimensional stability, high 
insulating qualities, workability, nailability, light weight 
make Western Red Cedar an excellent and economical 
wood for all residential construction—and preferred 


for weather-exposed usage such as poles, greenhouses, 
boats and floats. 


Western Red Cedar comes in 3 select and 5 common 
grades. You can order it in mixed cars—together with 
other woods from the Western Pine region— from most 
Western Pine Association member mills! 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


RED CEDAR 

LARCH 

DOUGLAS FIR 
WHITE FIR 
ENGELMANN SPRUCE 
INCENSE CEDAR 
LODGEPOLE PINE 


get the facts Why Ph " ) | 

to help you sell | ba {| f ( 
write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 


the Associated Woods 
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New NRLDA Merchandising Calendar Has Display and Advertising Guide 


A new merchandising calendar 
has been prepared for its mem 
bership by the National Retail 
Lumber Dealers’ Association. Is- 
sued as a chapter in NRLDA’s 
Dealer Operating Guide, the cal 
endar features a seasonal advertis- 
ing and display guide which has 
been both expanded and simplified 
as compared with earlier versions 
distributed in 1953 and 1954. 

The 20 rules of good merchan 
dising, which are elaborated in the 
text of the calendar, are: 

1. Plan your merchandising 
carefully in advance. 


Extra Profits 
Te 
THRESHOLDS 
of ALUMINUM 





Send complete data fast! 


C) lm @ builder [) dealer [) wholesoler 


NEW SELF-MERCHANDISER 


Speeds sales...reduces selling effort 


2. Adopt a seasonal theme for 
each month. 

3. Co-ordinate your advertising, 
displays, and sales effort. 

4. Change your store decoration 
and displays at least once a month. 

5. Build displays that sell. 

6. Budget your advertising an- 
nually and by months and media. 

7. Spend enough for advertis- 
ing to count. 

8. Define your logical trading 
area. 

9. Select the media which best 
cover that trading area. 





You'll be mighty pleased with the extra 
profits in Wells Aluminum Thresholds. 
Everlastingly beautiful ... easy to install... 
they quickly win the hearts of home-owners 
and builders as soon as they’re displayed. 
Wells are the only thresholds on the market 
individually packaged in a 3-color carton 

to draw your customers’ attention. And 

best of all, the attractive Wells self- 
merchandiser makes the sales for you! 

Mail this coupon today, and we'll gladly 
explain why there are extra profits for 

you in Wells Aluminum Thresholds. 


Mail This Coupon to Dept. 4 Today For Quick Action 


WELLS 
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Address Division of Wells Specialty C« Ir 
City State North Liberty, Indiana 
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10. Concentrate your budget on 
the best media. 

11. Advertise regularly at 
least once each week. 

12. Feature end-use 
in your advertising. 

13. Select a seasonal package to 
advertise each week. 

14. Include in your ad products 
to be used in the package. 

15. Emphasize helpful customer 
services. 

16. Stress 
ments. 

17. Get a supply of good adver 
tising mats. 

18. Obtain competent help in 
preparing your advertising. 

19. Inform and train your sales 
personnel continuously. 

20. Have plenty of convenient 
parking space. 


packages 


low monthly pay- 





ES . 
A Pledge of Public Service 
Adopted by the National 


Retail Lumber Dealers Association 


I Further Pledge 


Member 


CAROLINA LUMBER & BuiLpinc SUPPLY ASSOCIATION 
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Carolina Dealers Post 
“Pledge of Service" 


Members of the Carolina Lum- 
ber & Building Supply Association 
have just received “A Pledge of 
Public Service” from secretary- 
manager E. M. Garner. This 
pledge, developed originally by 
American Lumberman’s editor Art 
Hood some 12 years ago, states the 
ethics and services of the ideal 
type of retail dealer. 

The pledge was adopted by the 
National Retail Lumber Dealers 
Association. Carolina association 
members are urged in Garner’s 
special bulletin to post this pledge 
in their offices and showrooms to 
convince skeptical customers “that 
you have more to offer than just 
a cut price.” 
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PILE UP THE PR 


Move in on your trade with this quality insulation 
if you want to keep customers coming back again 
and again. There's a rapid stock turnover in han- 
dling B-H Magic Blankets simply because their 
many advantages help contractors save time and 
money on every job . . . make it easy for your 
unskilled, “Do-it-yourself” customers do a bang- 
up, expert insulating job. 





Here are some of the features that sell B-H Blankets 
—and keep them sold: lightweight . . . spring-like 
rigidity (nothing weak-kneed about them). . . clean, 
. Stay in place 
between joists for stapling all at once. . . stiff tack- 
ing flanges .. . . +» positive 
vapor barrier . . . easy to cut and fit into odd spaces 
. . » backed by the Good Housekeeping guaranty, 


shot-free, pleasing to work with . . 


wool sticks to paper . 


Write for more complete information about B-H Magic Blankets 
—and get full details of our complete Merchandising Plan, 
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ANOTHER RICHKRAFT 
PAPER THAT WILL MAKE 


MONEY FOR YOU! 


Richlerat 


A better Water Vapor Barrier 
for under concrete slab and 
over crawl space where slab 
is not poured on the ground. 


@ Richkraft 65 is the lowest cost 
membrane capable of meeting 
rigid fungus and moisture vapor 
conditions. The Kraft sheets are 
pre-treated with special fungicide 
in accordance with Housing Re- 
search Series No. 15 H.H.F.A. 
Under test, Richkraft 65 was an 
effective membrane to fungicide 
and moisture after constant ex- 
posure equal to years of time. 


Easy to lay! Easy to inspect. Resists 
puncture! Leaves smooth, non- 
sticky surface for trades that follow. 
Costs less laid down than two 
layers of 15 lb. felt mopped or 
55 lb. roofing. 


And, there is a width for every 
job — 3, 4, 6, 7 and 8 ft. 












@ Cuts labor 
two-thirds 


@ Gives greater 
protection 





® Lowers cost 


WHOLE STORY! 


The Richkraft Company ° @ 
$10 N. Dearborn Screet 
Chicago 10, Illinois AL 


Please send me o bulletin and a sample of 
Richkroft 65 


Cc y Name 














Town. Zone._ State. 
Signed Title. 
Goan an an an an an enenapesen anes 


PRODUCT PROMOTION was 
Schweizer, manager, promotion and sales training, Armstrong Cork, Lancaster; 


G. E. Hicks, southern division, 
Pierson Lumber Co., Cincinnati; 
States Iron Roofing Co., Savannah; 
plies, Atlanta, moderator; C. M 


Lee 


discussed 


Reynolds 
Bartholomew, 
Don Moore, editor, Southern Building Sup 
Parker, 





by this panel. Left to right, F. O 


Metals Co., Atlanta; Jack 


vice-president, 


Thornell, 
Southern 


manager, Randall Bros., Inc., Atlanta 


Wholesalers Study Ways to 
Improve Profit Picture 


Manufacturers, wholesalers and dealer spokesmen offer 
suggestions at spring meeting of the National Building Mate- 
rial Distributors Association in Cincinnati. 


Wholesalers were advised to ex- 
amine every phase of their opera- 
tion in order to improve their 
profit picture at the spring meet- 
ing of the National Building Mate- 
rial Distributors Association at 
the Netherland Plaza Hotel, Cin- 
cinnati, May 8-10. Approximately 
225 distributors and 65 manufac- 
turers registered for the meeting. 

The distributors were reminded 
that their real reason for being in 
business was to make a profit. 
They were also advised to not only 
scrutinize their individual sales 
policies, but publish these policies 
and make them known to their 
dealer customers. 


S. M. Van Kirk, general manager 
of NBMDA, reported that member- 
ship now exceeds 200, a gain of 25 
members since the fall meeting. 
Association members are located 
in 32 states. Van Kirk announced 
a membership goal of 350-400 
members in the next three or four 
years. The fall meeting will be 
held in the LaSalle Hotel, Chicago, 
November 14-15. 

Four panel discussions covering 
sales policies, product promotion, 
operating costs and current as- 
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were highlights of the two-day 
Cincinnati sessions at which L. P. 
Klug, Reserve Lumber Co., Cleve- 
land, was program chairman. 

“The real purpose of the whole- 
saler is to make a profit,” Marvin 
Greenwood, vice-president of The 
Celotex Corporation, reminded the 
distributors in the panel discus- 
sion, “Sales Policy and Whole 
saler-Dealer Relations.” 

Greenwood made several sugges- 
tions to help distributors step up 
their profit margin. 


PRICE LISTS. Review your 
price list. Check your markup 
against your cost of doing busi- 
ness. If it is not an adequate mar- 
gin, make it adequate. Warehouse 
inventories represent added serv- 
ice to your dealer customers and 
they are prepared to pay the in- 
creased costs of handling as they 
do when they inventory a like ma- 
terial in their own sheds. 


HANDLING COSTS. Ask your- 
self whether you are absorbing a 
portion of the handling costs on 
direct shipments which properly 
belong to the dealer. For example, 
many manufacturers publish a 
pool car price which is higher than 
1955, 
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PRICE BOOKS USED BY WHOLESALERS were discussed at a panel on oper 


iting costs moderated by Norman Hert 
Newark, N. J 
lle, Ind., point 
dent Ashton Wholesale Service, De 
Building Products, Inc., Manchester, N 
Supply Co 
Corp., Albany, N. ¥ 


the carload price based on the 
greater handling costs of pool cai 
orders. If you are selling pool car 
quantities at a lower price than 
your source of supply would 
make a similar shipment direct to 
the dealer, you are absorbing a 
portion of your dealers’ costs and 
reducing your profit level accord- 
ingly 

UNDESERVED DISCOUNTS. In 
like manner, you are giving away 
undeserved discounts either on 
carloads or on fill-ins; you are 
also, in effect, absorbing a portion 
of the dealer’s cost of doing busi 
ness to your own profit disadvan 
tage 


POOL CAR PRICES. Whenever 
you permit your sales organization 
to pool a number of part-car orders 
into an individually billed carload, 
you are adversely affecting your 
own profit. If you handle a so 
called pool car quantity 
your warehouse floor, you have 
also absorbed some of the dealers 
normal handling costs into your 
own modest margin and have re 
duced your profit accordingly. You 
have incurred almost the same ex 
pense as for a warehouse pickup 
without being paid for it 

In conclusion, Greenwood ad- 
vised distributors “the greatest 
contribution you can make to im 
prove wholesaler-dealer relations 
is to make a fair, but firm price 
policy, which treats all customers 
alike, based as far as possible on 
the type, kind and quantity of serv 
ice offered. Each dealer should be 
in position to make his selection 
of the type of service best suited 
to him at a particular time and on 
a particular order.” 


across 


ILDING PRODUCTS M RCHANDISER 





to a listing. Looking on 


president, Bayonne Steel Products Co 
center. E. P. Reising, president, Indiana Wholesalers, Inc., 


Evans 


left to right, are John P. Ashton, presi 
Moines; J. L. Mills, president, Amoskeag 


C. F. Thiede, president, Clare Thiede 


Rockford, Il. and A. P. Fisher, president, Wholesale Service Supply 


Wholesalers were advised to re 
view their sales and pricing pol 
icies for the purpose of improving 
profits by E. W. Hadland, manager 
of dealer sales, Masonite Corp. He 
made these suggestions to improve 
dealer-wholesaler sales policy re- 
lations: 

1. Publish a constructive sales 

policy, acquaint dealers with 
it, then stick to it 


2. Review your interpretation 
of “wholesale sale” to see if 
your interpretation is com 
patible with good dealer 
wholesaler relations 

3. Maintain adequate 
tories to promptly 
your dealer trade. 


inven 
service 


4. Develop a simple stock con 
trol on all items and leave a 
copy with dealers. 


5. Do not offer special dis 
counts. It can lead to com 
plete breakdown of prices. 


6. Do not succumb to contrac 
tors controlling substantial 
volume and who want to buy 
direct from you 


7. Do not succumb to the pres 
sure of manufacturers’ sales 
men in accepting an order 01 
bid on a job at extremely low 
margin. 
Hadland made these suggestions 
with their dealer customers. 


1. Actual demonstrations «¢ 
products on sales calls. 


2. Help the dealers’ salesman 
on tough calls occasionally. 

3. Train the dealer’s personne] 
(continued on next page) 





























QUALITY HOME 
BUILDERS 


SPIRAL SASH BALANCES 


Good 


FOR 
Reasons 


1, QUICK, EASY INSTALLATION! 
Anyone can install the SPIREX in 
minutes 

2. CAN BE INSTALLED WITH SASH 
IN FRAME! So you save valuable 
time and costly labor, AND re- 
duce errors in installation. 

3. SMOOTH, QUIET OPERATION! A 
lifetime lubrication insulates 
SPIREX springs against noise and 
rust. 


| 4. POSITIVE LIFTING POWER! High 
| carbon finely tempered flat wire 
| springs and patented new design 
] insure permanent lifting power. 
5. DURABLE STEEL TUBE FITS STAND- 
ARD GROOVE! Rigid zinc coated 
steel tube fits any standard size 
groove, either round or square, 

Ye" x Ye" or Va", 

6. PERFECT, EASY TO TENSION BAL- 
ANCE FOR EVERY WINDOW! Ad- 
justment after installation, without 
removing bracket arm, assures pre- 
cise balance for each window, 
Three or four turns of tensioning 
wire needed for the average sash. 
IMPROVED PROTECTIVE CARTON! 
Our precision packers guarantee 
that the heavy jute board protects 
SPIREX from loss or damage in 
transit or on the job. 


~ 





a Ll, Lill lll Alli. tas 


CALDWELL MFG. CO. 
LIFE-OF-THE-BUILDING 


GUARANTEE 


very balance carries the 
Caldwell LIFE OF THE BUILD- 
ING GUARANTEE of smooth 
trouble-free operation. 


Remember HELIX SPIRAL SASH BALANCES 
specifically designed for Institutional 
and Commercial sash weighing up 
to 70 Ibs. 


CALDWELL MFG. CO. 





65 COMMERCIAL ST., ROCHESTER, N.Y. 


(For more data on advertised products fill in coupon on page 160) 125 














126 


to properly display and sell 
your merchandise. 


Help the dealer hold meet 
ings for contractors and do- 
it-yourself customers. 


Train your salesmen in the 
uses and applications of the 
manufacturers’ products you 
handle. 
Train your sales personnel 
to be efficient, dependable 
and thorough in covering 
their territories. Route calls 
so dealers can expect calls 
on identical days of the week. 


adequate catalogs of 
merchandise for dealer use. 


8. By proper territory coverage 


and sales and promotional 
work by your salesmen, you 
can free your manufacturers’ 
salesmen for trade factor 
calls, which will result in 
substantial business for both 
you and your dealer custo- 
mers. Trade factor calls in- 
clude architects, builders, 
sign and display shops, cab- 
inet and store fixture shops 
and small industry. 


Other members of the panel on 


your 


Prepare and keep up-to-date 


CFal Ring and Screw Shank 
Nails are perfect for FLOOR- 
ING, FURRING STRIPS, PAL- 
LETS, ROOFING, CRATING, 
DRY WALL, BOXING, CABI- 
NETS, SIDING, FURNITURE, 
FRAMING, SHAKES, BOATS, 
CARLOADING BRACES, 
BRIDGES. 


(For more data on advertised products fill in coupon on page 160) 


“Sales Policy and Wholesaler- 
Dealer Relations,” besides Green- 





@ For maximum holding power 
_, . for easy, quick driving . . . it’s 
CFal Ring and Screw Shank Nails. 


These nails are made of the same 
quality steel wire as the regular line 
of CFal Nails. They have the same 
wéll-centered, perfectly shaped 
heads and points. And they are just 
as perfectly balanced, to drive 
straight and true without bending. 
They grip tight . . . hold 
permanently. 


Your customers know the qualities 
they can expect when they order 
by designating CFalI. CFalI has 
long been recognized as one of the 
leading manufacturers of quality 
nails, staples and related steel 
products. It’s easy to sell your 
customers on the user benefits of 
CFal Ring and Screw Shank Nails. 
They fit hundreds of uses in all 
industries and are available in a 
variety of designs and finishes for 
specific applications. 


Also recommend CFalI Screw Shank 
Flooring Nails. They prevent tongue 
splitting . . . keep wooden floors 
and stairs tight and free of squeaks 
and buckles. 


3174 
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STUDYING THE PROGRAM, left to 
right, L. P. Klug, program chairman; 
S. M. Van Kirk, general manager and 


R. R. Maylone, president, NBMDA. 

wood and Hadland were C. A. 
Haag, general manager, Spring- 
field (Ill.) Builders Supply Co.; 


Ross Kuhlman, secretary, Cincin 
nati Lumber & Building Materials 
Dealers Assn. and Findley M. Tor- 
rence, secretary, Ohio Association 
of Retail Lumber Dealers. Jack 
Parshall, executive editor, Build 
ing Supply News, was moderator. 

Members of the panel group on 
“The Wholesaler’s Responsibility 
in Product Promotion,” were: 
Lee Bartholomew, vice-president, 
Southern States [ron Roofing Co., 
Savannah, Ga.; G. E. Hicks, south- 
ern division manager, Reynolds 
Metals Co., Atlanta; C. M. Parker, 
manager Randall Bros., Inc., At- 
lanta; F. O. Schweizer, manager, 
promotion and _  sales_ training, 
Armstrong Cork Co., Lancaster, 
Pa.; Jack Thornell, Pierson Lum- 
ber Co., Cincinnati. Don Moore, 
editor, Southern Building Sup- 
plies, was moderator. 

Participating in an open forum, 
“Current Sales Aspects of the 
Wholesaler’s Business,” were T. J. 
Dougherty, manager, Ohio Valley 
Supply, Inec., Cincinnati; R. E. 
Freeman, vice-president, So-Cal 
Building Materials Co., Inc., Los 
Angeles; C. L. Johnston, Nichols 
Wire & Aluminum Co., Davenport, 
lowa; R. E. Lineberger, Royal Oak 
(Mich.) Wholesale Co.; B. W. Mill- 
ing, vice-president, Underwood 
Builders Supply Co., Mobile, Ala. 
J. B. Allsworth, Insulation Dealers 
& Supply Co., Peoria, Ill., was mod- 
erator. 





Profile of Average 


Wholesaler 
What is the average distributor 
like? 
General manager Van Kirk says 


members of the National Building Ma- 
terial Distributors Association shape 
up as follows: 
|. Gross volume — $1,000,000 an- 
nually. 
2. Number of salesmen—4. 
3. Warehouse 
square feet. 


30,000 


space — 
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SELECTED TREES 


Constant Betterment through research 


= 


CROSSETT RESEARCH 


=v 


You. can dopond oo GROSSETT 


Lu mM BeER 
STANDARDS 
for Your Quality Customers 


Crossett Lumber Standards begin in the woods; 
hold all the way through to interior woodwork 
and paneling. 
















Crossett owns its own timber. Trees are selected 
and marked for harvesting by Crossett forestry ex- 
perts. Under close control, logs from these marked 
trees, in turn, are separated and marked for 
specific items at the saw. 

Example: Logs showing close ring growth are as- 

signed to dense dimension. No. 1 Dense Dimension 

is first in quality, first in strength. What does not 
qualify as No. 1 from the same log classifies as 
No. 2, but a superior No. 2. 


By this precise practice, Crossett standards 
definitely provide structural integrity in 
. 7 framing; superior strength and high in-- 

SELECTED # a: sulation factors inherent in properly 
SAWING : /\ / y= seasoned sheathing; stabilized flush surfaces 
=a / < a in sub-floors and roof decking; the beautiful 
ie natural figure and satin-like surfaces of interior 


woodwork, built-ins and pine paneling for which 
Crossett’s Arkansas Soft Pine is famous. 


While these standards are basic, further refine- 
ments are a continuing objective of Crossett in 
sustained research. 


BRAND AND GRADE MARK 


CROSSETT LUMBER COMPANY 


1 Division of The Crossett Compan) 


CROSSETT, ARKANSAS 
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pectaltzing 


PONDEROSA 
PINE 


And Associated Species 





KILN DRIED « 
SURFACED + ROUGH 


The mills’ facilities and care in 
manufacture and grading assure 
you top-grade lumber and lumber 
products 


* 


CONTRACT PLANTS LOCATED 
IN: Idah regon & Washingt 


CONTRACT MILLS ember 
W este | ‘ A n 


Send Us Your Inquiries 


~ * 
«V STARRY- 
% KELLY 


LUMBER CO. 
* 








INC. 


1120 Old Matioenal Bank Bidg 


SPOKANE 1, WASHINGTON 
a en ee 
Teletype: Sp-175 
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National-American Elects 
New Slate at 63rd Meet 


A record attendance at the 63rd 
annual meeting of the National- 
American Wholesale Lumber As 
sociation, at the Greenbrier, White 
Sulphur Springs, W. Va., recently 
elected ~ following officers: 
president, J. Philip Boyd, J. Philip 
tjoyd & Co.. Chicago; first vice 
president, Martin T. Wiegand, 
Martin Wiegand, Inc., Washing- 
ton, D. C., and second vice-presi- 
dent, Donald R. Meredith, D. R. 
Meredith Lumber, Inc., New York 
city. 

Frank §S. McNally, Sherman 
Lumber Corp., New York was re 
elected treasurer and Sid L. Dar 
ling was reelected’ secretary- 
directing manager. Reappointed 
were Charles J. Fisher assistant 
secretary at New York, and Paul 
(C. Stevens western manager at 
Portland, Oregon. 

The 64th annual meeting will be 
held June 19-20, 1956 at Vancouver 
Hotel, Vancouver, British Colum- 
bia, Can. 


A Better Home for Less 
Predicted by Stulman 


A better house could be built at 
less than half the cost of today’s 
home if effective steps were taken 
to improve distribution in the lum- 
ber industry and building con- 
struction field, says Julius Stul- 
man, top lumber-industrialist. 

“T believe we can expand our 
production, lower our costs, short 
en the work week and still increase 
our own standard of living. The 
key economic factor is distribu 
tion,” he asserted. 

Stulman, pres- 
ident of the 
Lumber Ex- 
change Termi 
nal, Ine., and 
Stulman Em 
rick Lumber Co. 
Brooklyn, N. Y., 
says more than 
50% of the tree 
is left in the 
woods and wast 
ed at the mill; still more lumber 
is wasted through standard cut 
ting procedures. He says that with 
proper research and new methods 
of logging and processing, tremen- 
dous strides could be made in elim 
inating this waste. The available 
lumber supply would be doubled, 
and the end product much lower in 
price. 

Predicting that automation would 
bring on a completely new concept 
in the lumber industry, Stulman 
says: “We will begin to look at 
lumber, not in the traditional 
sense, but as a cell structure which 
can be treated chemically and 
electronically. The treated product 
may be a liquid or a powder or 





Stulman 
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some other form. It may be poured 
into molds from which many con 
sumer items such as chairs, tables 
and bookcases will be manufac 
tured. 

“Much of the waste in our pres 
ent-day production and distribu- 
tion methods would be immedi 
ately eliminated and we would be 
creating twice as great a forest 
supply at far lower prices than we 
could heretofore conceive. Han 
dled in this manner,” he explained, 
“we should easily be able to take 
care of all of our own needs and 
still have sufficient supplies to dis 
tribute to the rest of the world.” 

The lumber-industrialist noted 
that economists and business lead- 
ers in this country are “faced with 
an enormous responsibility be 
cause our ability to remain finan 
cially stable is vital to the peace 
and security of the world. 

“We can remain healthy eco 
nomically,” he said, “only if we 
resolve not to be bound by the er 
rors of the past and set about re 
evaluating our thinking to go for 
ward,” 


Lynn Grojean Form New 
Michigan Wholesale Firm 


Grojean Lumber Co., Burr Oak, 
Mich., was formed early in May as 
a new wholesale building mate 
rials firm to service retailers in 
Michigan, Indiana and Ohio. 

Lynn Grojean, president, an 
nounced that the company will 
also serve dealers in other parts of 
the nation through commission 
salesmen. The firm will represent 
several mills from both the south 
and west and specialize in shed 
stock for retail yards in mixed 
cars. 

Grojean’s first experience 
the lumber industry was with 
Dierks Lumber Co. retail yards in 
Arkansas and Oklahoma. In 1939 
he joined Wirt M. Hazen, Inc 
Three Rivers, Mich., and served as 
retail yard manager. 

Grojean was vice-president and 
general manager of the Huddles 
tun Lumber Co. in Three Rivers 
until he formed his own company 


with 


Filon Appoints Four 
New Distributors 


Filon Plastics Corp., formerly 
Plexolite Corp., announces another 
expansion in its growing distribu 
tion program. 

To distribute Filon plastic 
building panels, the El Segundo, 
Calif., firm has added four new 


distributors. They are: Black- 
Brollier Co., Houston, Tex.: Keelor 
Steel Co., Minneapolis-St. Paul 


area: Such Co., Valley Falls. R. I. 
and Davis Lumber Co., Ltd., St. 
Catherine, Ont., Canada 
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THE LUMBER MARKET 


Buyer Resistance 
Lowers Fir Prices 


SEATTLE With 


production 


mounting the trade is seeking 
lower prices by purchasing in 
smaller volume. These tactics 
have resulted in specified green 


fir dimension declining about $2 
in No. 1 and 2 grades and the pres 
sure on transits has been so heavy 
that some have moved at prices up 
to $5 less. Other forests products 
have so far held their own. 

Mills are resisting lower prices 
and have good order files which 
incline them to be “choosey” in ac- 
cepting more business. But they 
respond readily to the more favor- 
able orders. Transits with good 
assortments move promptly. 

Dry hemlock has a good call. De 
mand for No. 1 perfection shingles 
continues very strong and stocks 
of Royals and XXXXX are being 
depleted in favor of greater per- 
fection production. There is no 
weakness in XXXXX. Shingle 
prices are unchanged. Cedar sid- 
ing prices are firm and prices are 
steady. Mills have good order files. 
Clear bungalow siding is very 
strong in the 10 and 12 inch. Pines 
are steady and strong, the only 
changes beign in ponderosa No. 3 
and No. 4 commons which are up 
$2 and $3. Spruce buyers are still 
waiting for dry lumber due to the 
late and cold Spring. 

Export is dead. The United 
Kingdom has purchased three bil- 
lion feet from the Scandinavian 
countries and Russia leaving the 
Canadian mills without orders. A 
depression in home building in 
England has slowed consumption 
of lumber. Ship space continues 
tight and freight rates are high. 


Prices, Orders Firm 
In Tacoma Mill Region 


TACOMA Little change has 
been evident on the lumber mar- 
ket during the last fortnight. De 
mand is steady, prices are firm and 
supplies at the moment seem ade 
quate although a dwindling in 
some items is apparent. The labor 
situation at present is serene al 
though there is some concern as 
to what ramifications may develop 
from the threatened trucking 
strike. 

Announcement that the Buffelen 
Manufacturing Co., plywood and 
woodwork manufacturers,’ will 
close and suspend all operations 
was made here by J. P. Simpson, 
vice president and general man 
ager of the firm. The company, 
which has been operating for more 
than 42 years, employs about 700 
people. Simpson said the closing 
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is subject to approval by the com- 
pany’s stockholders at a meeting 
to be held in June. He said the 
liquidation, if approved, would be 
completed by August 15 of this 
year. 

“The action,” he said, was neces- 
sitated because “it has not been 
possible for us to secure the effi- 
ciency in operation of the plant 
that must be had to meet the com- 
petition from other manufacturers 
both locally as well as elsewhere. 
The Buffelen company manufac- 
tures doors, plywood, lumber and 
millwork of various kinds. 

Concern is felt over a pending 
reduction in water borne shipping 
facilities, particularly as they af- 
fect domestic cargo movement. 
This has been accentuated by an 
nouncement that the Pope & Tal 
bot line will halt discharge of 
cargo here in mid-June. 

After that date all Tacoma 
bound cargo from the east coast 
will be discharged at Seattle. 
Trans-shipment costs will not be 
absorbed. For the present at least, 
Pope & Talbot ships still will call 
here for lumber providing the 
cargo is in sufficient volume to 
make the calls practical. 


Expect Lower Prices 
In Northern California 


SAN FRANCISCO Constantly 
improving weather in northern 
California’s logging and mill areas 
have dried roads to the point 
where crews are now able to work 
the woods on a better than norma! 
basis. 

Production has not yet appreci- 
ably increased thhe log supply or 
resulted in any tangible effect on 
prices of finished lumber, although 
log prices are either remaining 
steady or trending downward. 

With the expectation that prices 
may drop as the supply increases, 
retail yards and other buyers are 
holding back and purchasing only 
to meet immediate needs. 

Spokesmen for the industry at 
San Francisco continue to reiter 
ate that “business has never been 
so good” with supplies short in 
practically all species and all 
grades. 

Prices for green fir dimension 
have stopped rising and No. 2 and 
better dimension can now be had 
for $75 or less as against recent 
mill prices of $78 or better. Studs 
of No. 3 and better are also down 
to $73 at the mills. 

Demand continues great for all 
grades and dimensions, with a fair 
amount of lumber coming into the 
California market from Oregon 
coastal mills. 

(continued on next page) 
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BALANCE YOUR 
LUMBER STOCK 


with 


SPECIFIED 


LENGTHS 


From 


AIR-KING 


It Makes You Money 
Because it Saves You 


Money 
Plus 


Specified lengths of green West 
Coast Douglas Fir fill those 
“holes” in your inventory, AIR- 
KING concentrates on lengths 
over 20,000,000 fim 
Results: faster ship- 
Many times your AIR 
KING car arrives ahead of your 


you need 
annually 


ments! 
transit order! 
AIRF KING 


MFG. CORP, 
Tigard, Oregon * MErcury 9-1141 
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Standardized drying schedules are 
maintained in C. D. Johnson's 26 
dry kilns by means of the most 
accurate of temperature and 
humidity recorder-controller instru- 
ments. Thus the final moisture 
content of your lumber will be 
exactly what you specify... 
another reason why it pays to place 
your order with C. D. Johnson. 










Manufacturer: WEST COAST LUMBER 
Mills: TOLEDO, ORE. Shipments: RAIL AND WATER 


Sales Offices: EQUITABLE BUILDING 
PORTLAND 5, OREGON 


atti 


TRADEMARK OF QUALITY LUMBE 


” ’ 


,, @rwise ‘ 
it GD) Gronasa—Pacietc PLYWOOD COMPANY 
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Rains Stall Building 
In Southwestern Area 


KANSAS CITY Torrential 
rains in some parts of the south- 
west put a crimp in lumber opera- 
tions in the last week or so. Flood 
conditions were reported in some 
parts, resulting in temporary shut- 
downs of mills, curtailing ship- 
ments and put a definite stop to 
logging. With mills having a diffi- 
cult time meeting current demand 
the slowdowns created by weather 
has built-up the order backlog. 
Construction rolled to a halt in 
many parts of Kansas, Oklahoma 
and Texas. 

Lumber prices were firm in al- 
most all grades and prices ad- 
vanced for boards and dimension. 
Finish lumber’ showed little 
change from the steady pattern. 
Common lumber rose $1 to $2 a 
thousand board feet for kiln and 
air-dried stock in the last ten days. 
Shiplap, which had been selling 
around $85, was marked up to $87 
by many mills. No. 2 1 by 6 boards 
rose $1 to $80 to $82. 

Mills reported that interest has 
developed in recent weeks for off- 
grade and short-lengths and this 
has just about emptied the dress 
sheds. 


Southern Pine 
Firmer at Baltimore 


3ALTIMORE The southern 
pine market here is showing con- 
siderably more firmness than was 
the case two weeks ago. Demand 
has shown a decided increase, and 
prices are advancing accordingly. 
Most 2 x 4 x 6s through 2 x 4 x 10s 
are up some $3, and are now sell- 
ing for around $83 per M. 

Fir from the west coast is finally 
showing indications of leveling off 
after its recent upsurge, and is re- 
portedly down $4 to $5 per M. 
Wholesalers were not too surpris- 
ed at this turn of events, however, 
and were of the opinion that this 
lumber would continue to drop for 
some time. One yard owner re 
marked that mills were finding it 
necessary to redouble their efforts 
in order to get rid of transit car- 
loads; and consequently were re- 
ducing the prices on them consid- 
erably. 

Ponderosa pine continues to be 
extremely difficult to procure, al- 
though it is normally in abundant 
supply at this time of the year. 
Typical 1 x 12 shelving, No. 3 com 
mon, is presently being bought for 
about $104.75 per M; while 1 x 8 
sheathing boards in the No. 3 com- 
mon can be had for around $96.75. 
In resawn lumber, 6/4 sheathing 
boards in No. 3 common are sell- 
ing for $112.50. Orders for this 
lumber continue to remain well 
ahead of supplies. 
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The most economical roof money 
can buy! Anyone can apply this 
roof coating quickly and easily. No 
material outside of an ordinary 
roofing brush is required, No heat- 
ing is necessary to apply Lumiclad. 
The new Abesto formula contains 
actual aluminum particles which re- 


flect sun rays in summer, cooling 
the interior as much as 20 degrees. 
Also stops heat loss in winter. 


WRITE FOR 
FREE TEST KIT 
Toony |! 
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f. cAbesto MANUFACTURING CORP. 


MICHIGAN CITY, INDIANA 


WALL CHART 


a to help you sell 


cm 
x - 4 BESSLER 

. Se 4 DISAPPEARING 
ee =‘ STAIRWAYS 
PN i=— i \iad easily... 
\ \ , 


quickly... 
profitably! 


Here's a real 24-hour-a- 
day salesman for the foa- 
mous line of Bessler Dis- 
appearing Stairways. Hang 
it anywhere in plain sight, 
for ready reference by you 





FREE CATALOG 


AND and prospects. Seven Bess- 
WALL CHART ler models to meet any 
Gives you complete home building or remod- 
handy reference data eling need. 
on entire Bessler line, Millions of Bessler units 
for quick selling or now in use. Millions of 
application to any homes, outbuildings, of- 
stairway job. Write fices, commercial establish- 





for it now! Also ask ments need this efficient 
for FREE wall chart stairway. There's a big 
market for you in your 


community! Popular prices! 


DISAPPEARING STAIRWAY CO. 


BESSLER 


1900-B East Market Street, Akron 5, Ohio 
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Fast-selling, self-service items 
for your garden section 


Here are two of the fastest selling, high 
profit items in the gardening field today 
... Akay white plastic trellis and Akay 
Add-A-Fence—the white plastic sectional 
picket fence. These items do not rot, rust, 
crack or fade. They're break-resistant— 
practically everlasting. 


















Akay’s trellis features slip-proof tie- 
down notches to hold climbing plants... 
flowers, vegetables, or vines...securely. 
Two 3’ high by 15” wide sections assemble 
into one 6’ trellis. Retail at $2.98 a set. 


Akay'’s Add-A-Fence adds beauty to 
lawns, gardens, and corner markers. Each 
section 1642" wide by 14” high. Attrac- 
tively display-packaged in sets of six for 
self service, impulse buying. Retail at 
$2.94 a set. Place your order now. 


WRITE FOR FREE 
LITERATURE 


" To Dept. AL-é6 
of oy side wall yy 


asf ae 
CORPORATION 


Division of Hauser Products, Inc. 
4034 North Koimar Avenue, Chicago 41, lilinoils 


Ea idea, 


extra-thick butt edge 
on reversible 
Dura-Lap 
insulating siding 





EXCLUSIVE—extra-thick butt edge is an EDCO “‘first’’. 
Edge throws a deeper shadow, gives quality-appeal and 
beauty that can’t be beat. Dura-Lap is reversible too— 
you save material. 

THE NEWEST PRODUCT IN THE SIDING INDUSTRY — 
WOOD PATTERN—one or two-tone, in a wide range of 
colors. Ready today to give you more sales and profits. 
Write now! 


EDCO PRODUCTS, INC. HOPKINS, MINNESOTA 
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Lumber Prices at Press-Time REDWOOD 


Bevel Siding 























The fellowing index is intended merely as « check on buying practices. It is « compilation 4x 4 V.G. Clear All Heart..... 95.00 
. %x 6 V.G. Clear All Heart.....122.60 
and average of mill prices at press time and should not be considered as current on the day ix 8 V.G. Clear All Heart..... 146.00 
the magazine is received. The prices should be useful in following market trends and as « ae ‘ v.G. Clear All Heart eas 133.60 
i x ’.G. ear eart..... ’ 
check on purchases made approximately ten days before receipt of the magazine. 2510 VG. Clear All Heart..... 165. 
%x 6 V.G. Clear All Meart..... 159.50 
%x 8 V.G. Clear All Heart.....186.50 
DOUGLAS FIR WESTERN PINES ¥%x10 V.G. Clear All Heart..... 212.50 
%x12 V.G. Clear All Heart..... 224.00 
Vertical Grain Fioeoring Ponderosa Pine Note: A grade V.G. Redwood Siding 
BaBtr Cc Dp 6/4 RW $5.00 less for %, % and % in above 
ie: 6: 170.00 160.00 105.00 Senos and " sizes. 
or 45 4/44 RW 6/4 RW 8/4 RW 
Wiat Grain Flooring CéBtr. RL 260.00 265.00 270.00 Anzac Siding 
TT irr 145.00 140.00 90.00 Shop, 528 - . 
Ix6 .. ; 165 06 160.00 120.00 . No.1 No.2 1x10 V.G. Clear All Heart...... 245.00 
ON ieee ile gaint 142.90 110.00 1x12 V.G. Clear All Heart...... 260.00 
Drop Siding  Bbeeeee ore cco 142.00 110.00 Note: Deduct $15.00 for A Grade. 
1x6 (Pat. #106) 160.00 165.00 110.00 © s2 4s , 
1x6 (Pat. #116) 160.00 165.00 110.00 eectmines, ~~ “So No. 4 Finish 
Cetling ix 8 RL ....112.00 74.00 69.00 ix 4 Clear Heart S4S........ ...170.00 
pA o¢ ee ~ “4c as 
4x4 126.00 120.00 15.00 aqlns weiepie sé 8 Clo Homrt B48... <<. 1.21280 
ix4 116.00 110.00 75.00 Selects 82 or 48 1x10 Clear Heart S48S........... 225.00 
Hoards and shipinap and 2” (Green) 1x4 1x6 1x8 1x10 1x12 Clear Heart S48S........... 240.00 
ix6é 1x8 1x10 1x12 C&Btr. RL .270.00 270.00 270.00 2756.00 
No. 1 71.00 74.00 72.00 78.60 _ 2 ir 230.00 230.00 220.00 245.00 
No, 2 66.00 68.00 68.00 72.00 Commons, 52 or 45 “et Me. t te.2 
No. 3 61.00 61.00 61.00 66.06 o. No No 
Pope” é _—_— we ea re 155.00 143.00 100.00 WESTERN HEMLOCK 
o, mens 2 
a on ; “ : : BREED nccvcccesss 165.00 165.00 100.00 Vertical Grain Flooring 
12 14 16 18 20 Sugar Pine Selects 82 or 48 
2x 4 79.00 79.00 81.00 78.00 78.00 44RW G/ARW 6/4RW B&Btr. Cc D 
2x 6 78.00 81.00 77.00 78.00 81.00 Babtr. RL. hanes 480.60 385.00 MAB contain: .. 150.00 146.00 90.00 
2x 8 81.00 79.00 77.00 78.00 177.00 5 Re 4 ‘ . 
2x10 78.00 40.00 78.00 78.00 7800 BRL 1...:. $30.00 348.00 248.00 = Fit Grain Flooring 
; 5 44 4 2 : 
2x12 78.00 76.00 16.00 78.00 78.00 Shop, 828 OS Betas 135.00 130.00 85.00 
No. 2 Dimension 6/4 et safes Res EBD acebstaccecs 160.00 155.00 1656.00 
4 Mee 2608 Tee Shee Ae ee tte esreres ’ y ‘ 
sx 8 1400 1700 1260 706 7160 GE crevesecnens 162.00 122.00 80.00 Drop Siding 
oz a +4 i400 14.08 74.08 74.00 1x6 (Pat #1)06.150.00 145.00 100.00 
2 7 76.00 ” 00 74.00 1x6 (Pat. #116).150.00 145.00 96.00 
2x12 74.00 72.00 72.00 74.00 74.00 OAK F RIN 
No. 3 Dimenste A ont , , LOORING Cofling 
ox 4 pom r/t onty : Clear Pin #)x2% Wx1l% %x2 %xl’% 
ex } 61 00 White 207.00 172.00 180.00 165.00 Se sesceseeeues 120.00 116.00 76.00 
. ih 68 Po Red 212.00 177.00 180.00 165.00 Be. gee cébeennt 120.00 115.00 76.00 
2x10 16 00 Sel Plain Boards and Shiplap and 
2x12 45.00 White 198.00 162.00 170.00 165.00 2” (Dry) 
(Add $15.00 for dry lumber) Red 203.00 167.00 170.00 155.00 1x6 1x8 1x10 1x12 
#1 Com. ue } beenece 19-28 hg ees bp 
— White 177.00 148.00 160.00 145.00 ae 2 vessere oe fies ieee 
RED CEDAR SHINGLES Rea S968 14866 16800 118 66 MO Biivecss. 50.00 62.00 62.00 61.00 
a ; 22 Com. No. 1 Dimension 
oyals Pin. White 12’ 14’ 16’ 18’ 20’ 
No, 1 ” : . ‘ - } 
No 3 +9 Hh} 16.90 & Red 110.00 85.00 90.00 75.00 2x 4 81.00 81.00 82.00 81.00 81.00 
No. 3 24” 4/2 5 50 #1 Com. 2x 6 81.00 81.00 81.00 81.00 81.00 
. & tr. 2x 8 81.00 81.00 81.00 81.00 81.00 
Perfections Shorts A F 2x10 81.00 81.00 81.00 81.00 81.00 
No. 1 18” 5/2% 12.26 1% 132.00 105.00 100.00 85.00 2x12 81.00 81.00 81.00 81.00 81.00 
No. 2 18” 5/2% 6.75 — semen a Sh 
No. 8 18” 5/2% 4.50- 4.75 No, 2 Dimension 
UXXXX SOUTHERN PINE on 6 7700 17:00 1200 4100 1700 
lo. 1 ” f . 2x 77.0 77.00 7.0 ‘ 
Ne. 3 . i ae o-76 A Vertical Grain Flooring 2x 8 77.00 76.00 74.00 74.00 79.00 
No. 3 16” 6/2 4.50- 4.75 B&aBtr. c D 2x10 76.00 77.00 75.00 74.00 79.00 
’ : 1x4 Heart ...... 260.00 235.00 200.00 2x12 74.00 74.00 75.00 76.00 79.00 
’ WESTERN a. . ee donee = i all ah No. 3 Dimension r/1 only 
THTTTiTiye TS ) ’ 125.00 2x 4 ‘ ‘ 63.0 
ail : RED CEDAR BED  ecenéevecesec 176.00 166.00 125.00 2x 6 P 60 08 
ices for Western Hed cedar sidin 2x 8 ‘ . -58.00 
in mixed cars, new bundling, S to ie Bvep ing 2x10 . 56.00 
are: x6 #106 ....... 191.00 170.00 140.00 2x12 .. -56.00 
Beveled Siding, % Inch BES GOES cocccer 191.00 170.00 140.00 
Clear “A= —> Hoards & Shipliap 
by ‘ ined... 89.88 96.00 60.00 1x6 1x8 1x10 I1x12 
y neh.... 00 77.00 50.00 No. 1 (D 
by 6 inch....120.00 115.00 100.00 Grade) ..140.00 140.00 145.00 178.00 ENGELMANN SPRUCE 
by 8 inch....150.00 145.00 105.00 No, 2 ...... 84.00 80.00 87.00 98.00 Boards and Shiplap (dry) 
Clear Bungalow Sidin inch We © caccus 70.00 78.00 76.00 76.00 — ww 
8-1 18000" 176.00 140.0 1x6 1x8 1x10 2 
eee \ 9 .00 x x x 1x12 
nee fence itaeg 46'S 8 Semen Soe No. 2&Btr. 100.00 105.00 103.00 106.00 
220.00 215.00 166.00 12’ 14° 16’ 18’ 20’ No. 3&Btr. 69.00 71.00 70.00 71.00 
2x 4 102.00 102.00 105.00 115.00 120.00 oe Sees ; ; : ‘ 
Finteh, BH and Bir, 623 of 45, 2x 6 103.00 107.00 106.00 115.00 120.00 N 1 Di i (alr dried 
ough 2x 8 103.00 103.00 101.00 111.00 116.00 No. mension r dried) 
Se ee ee we eee eee 260 00 2x10 116.00 116.00 116.00 129.00 134.00 12’ 14’ 16’ 18’ 20’ 
bbb ndeed 600000500 606-0-0606% are 4 2x12 132.00 132.00 132.00 142.00 147.00 = 4 175.60 ze 00 75.00 75.00 75.00 
pth ened pian ds jn uae : © 6 75.00 76.00 75.00 177.00 77.00 
No, 2 Dimension (Dense) | on a7 a wr 
Cetliing or FI . “ 2x 8 77.00 77.00 75.00 75.00 76.00 
® te ¢. a owas Band Btr ax : oe r+ ey + 4p + 107.00 112.00 2x10 75 00 77 00 75.00 75.00 75.00 
B&Rtr co D ox 8 94:00 92:00 89:00 net ae o2s +4 2x12 75.00 75.00 75.00 77.00 77.00 
IRS «+ +++++++++ 136.00 135.00 100.00 2x10 95.00 99.00 95.00 110.00 116.08 No. 2 Dimension 
ose ssreeees+ 186.00 126.00 100.00 2x12 91.00 91.00 91.00 115.00 120.00 
Discount on moldings, 6’ to 20’ odd 7 ; 2x 4 70.00 70.00 70.00 70.00 70.00 
lengthe No, 3 R/L Only 2x 6 70.00 70.00 70.00 72.00 72.00 
Series & ee 75.00 2x 8 72.00 72.00 70.00 70.00 70.00 
000 ; onc . : a= Z s 
Listing under 4.00-—list plus 35% = . Pate tee, ee ee oe ne ee 68.00 oxi2 10 00 70 00 70 00 i 00 72 00 
Listing 4.00 and over—list plus 35% ee ne meee Cee ae righ M A a a ag 
an SeCFSses one h (eeneseeseapes : Mille are now grading boards No. 2 
Clear Lattices, 5/10 «x 1%"—2 to 18’ 32) ee eee 61.00 and 3 common. Mills do not gr: 
. ie grade out 
100 im. T% ..... ; ; ooohee All prices based on kiln dried stock. No. 3 dimension as in fir. 
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Growing repeat sales make L-0-F Super-Fine 
a solid profit-earner 


Nation-wide dealer reports are typified by 
Hilliard & Reiser’s experience with 
“the product of 1001 uses” 


Dealers in all parts of the country are voicing 
much the same enthusiasm for L-O-F Super’Fine 
as R. W. Reiser reveals when he writes: 


“At the Hilliard & Reiser Lumber Corporation, in 
Wayne, Michigan, we have sold 25 rolls over a six- 
month period, for a wide variety of uses. Our cus- 
tomers have used it for pipe wrapping, lining radio 


2 >| This handy Dispenser Selling Rack 

5 | holds a roll of Super: Fine 24 inches 

S ahauntaemambecatecs wide, 100 feet long, and 1 inch 

q Be suv = \ thick a 200 square foot total! 
sammmmmmen i Takes only 27” x 27” floor space 





Free folders showing many Do-It 


Yourself uses are available for dis 
tribution by dealers 
1\ Now! A screening material 
ah \ that stays like-new for years. 
| Your customers will want 
’ = this new Glass Fiber* screen- 
ail ing. Lighter and tougher 
Se ot PI, than metal or plastic, it 
catenin Ww "%» never needs repainting, will 
= / not rust or corrode, and will 
— j not shrink or stretch. Write 
oC j for more detailed informa- 
/ tion. 


*The L-O-F Glass Fibers Company 
does not manufacture screening. [t 
supplies the yarn, only 
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and TV speaker cabinets, furnace duct wrapping, 
under car hoods, and for many other purposes.” 


Dealers are racking up big sales profits as they un- 
roll Super’Fine from the Dispenser Selling Rack. 
Many buyers want the entire roll—-and more! 
Others buy Super-Fine by the foot, as they need it 
to apply to the ‘1001 uses’’ around the home. 


Get the details on this fast-selling, big-profit insu- 
lation product. Send the coupon, below, for more 
information on the Dispenser Selling Rack program. 


L-O-F GLASS FIBERS 
COMPANY 
TOLEDO 1, OHIO 


SEND COUPON TODAY 





LeOeF Glass Fibers Company 
Dept. 58-65, 1810 Madison Ave. 
Toledo 1, Ohio. 


Please send me details on your LO’ F Super Fine Dispenser Rash gre 
gram. Also, facta about the huge Do-It-Yourself market for Super: Fine 
and the name of the distributor nearest to me, 


(For more data on advertised products fill in coupon on page 160) 








PRODUCTS 





Shower Queen 

A new bath enclosure, called the 
Shower Queen, is announced. Door 
panels are modern, shatterproof 
Leighlite fiberglass, and are avail 
able in five decorator colors. Frames 
for both the doors and the unit itself 





are of extruded aluminum. Two towel 

House Number Plate Rain Mate bars complete the unit. The Shower 
Plastic house numbers which absorb Queen bath enclosure is available in 
light and glow in the dark go with the Birch’s newly developed Rain Mate two ways; a complete set, ready to 
colorful Starlite Number Plate just in- is a lawn and garden sprinkler with install, or KD. Units may be pur- 
troduced by Hardware & Home Prod- one outstanding feature. It is the chased for either five or 5% tubs. 
ucts. Only a few minutes exposure to panoramic head which allows either a Building I roducts Div., Air 
ordinary light is said to cause the sprinkling arm to be adjusted to any ontrol Products, Inc., Dept. AL, 


Coopersville, Mich. 


numbers to glow for hours. The plate For more data circle No. 3 on coupon, p. 160 


itself is hardened .064” aluminum, 
alodined to prevent corrosion and to 
provide a superior bond for the baked 


position in a complete 360° circle. This 
innovation is said to permit coverage 
with a fine spray mist whether the 


enamel finishes. The plate is 5” x water pressure is high or low. Quick 
19%”, with a patented arrangement of adjustment to a stationary soaking 
holes to take up to five numbers. Hard- position can also be made. Birch 
ware & Home Products, Dept. AL, 915 Manufacturing Co., Dept. AL, 1523 
E. Jefferson, Detroit 7, Mich. Sedgwick St., Chicago 10, Ill. 

For more data cirele No. 1 on coupon, p. 160 For more data circle No. 2 on coupon, p. 160 


Advertisement 








Solid Fibre Ceiling Trim 

_ Quick-Cove, a newly introduced ceil 
ing trim, is made of pre-curved solid 
fibre material, and is claimed to take 
the same finishes as wood or plaste1 
Quick-Cove is packaged in cartons con 
taining 80 lineal feet, 20 sections, each 
four feet in length. Firring strips are 
already in place on top and bottom 
edges of each section for ease of appli 
cation. Each section has a backing 
strip with a special adhesive surfac« 
General Fibre Co., Dept. AL, 1815 
East 42nd St., Minneapolis 7, Minn. 


For more data circle No. 4 on coupon, p. 160 





ihc: 


Wash Away Paint Remover 
TM-4 wash away paint remover re- 
moves paint, enamel, lacquer, varnish, 
shellac, resin emulsion, water paints, 
rubber base paints, synthetic finishes 
and stains completely from wood, 
plaster, glass, and all metal surfaces, 
it is claimed. Just flow on TM-4 with 
a brush—wait until the finish softens 
—then wash off with water. No neu- 
tralizing, no after wash is required, 
says the manufacturer. Winfield 
"Out-of-this-world” tools—good as gold when they're Goldblatt. | — Co., Inc., Dept. AL, Woburn, 
(Goldblatt Tool Co., 1944 Walnut, Kansas City 8, Mo.) — 
| 





For more data circle No. 5 on coupon, p. 160 
(continued on page 137) 
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Here's How 
HYSTE RR’ pLanneD MATERIALS HANDLING 


SAVES TIME AND MONEY 
in building supply yards 





Here are typical examples of how Hyster 
Industrial Trucks are helping to make 
tremendous savings in materials handling 
costs in Luilding supply yards. 

Whether you are now using lift trucks, 
or haven't ever used industrial trucks of any 
kind, your Hyster Dealer is ready to help 
you achieve cost reductions, Because he 
keeps abreast of the materials handling 
problems and improvements, he has helped 
many building supply yards realize more 
profit from their operations. Why not call 
him today and take advantage of bis 





specialized services? Materials Handling 
Trucks from 1,000 to 30,000 Lb, capac ities. 
HYSTER STRADDLE TRUCK (and one man) picks up lumber load from receiving point, 
delivers it directly to storage area—and from there directly to building site... saving 
rehandling of lumber (Hyster Straddie Trucks, capacity to 30,000 Ibs) have been time 


HYSTER DEALERS and money savers for retail lumber yards for over a quarter of a century) 
GIVE YOU ALL 3 


1. PLANNING, Your Hyster Dealer 


will plan your materials handling opera- 





tion from scratch or will analyze your 


present system to see if it can be improved 


2. THE RIGHT TRUCK for your job 
from Hyster’s complete line of industrial 
trucks (1,000-30,000 Ibs) and over 100 job- 
attachments. 


3. THE RIGHT SERVICE — ample spare 
parts stock, shop facilities, factory-trained 
mechanics and an efficient field service that 
keep your Hyster lift trucks going on your 
job, wherever your job might be located. 
Hyster trucks are noted the world over for 
their low downtime. 














T 2939 N. E. Clackamas Portiond 8, Oregon 
ba YS E R COM PANY 1039 Myers Street Danville, Illinois 


SE PES Sesescoces Nijmegen, The Netherlands 





POUR FACTORIES: Portiand, Oregon; Danville, Iilinois; Peoria, Illinois; Nijmegen, The Netherlands 
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NEW PRODUCTS 


(begins on page 134) 








Midget Thimble Louver 


The Midget Thimble Louver was de- 
veloped for use in conjunction with 
Midget Louver’s regular line of cir- 
cular, push-in type, chrome, anodized 
aluminum, and copper louvers. Thim- 
ble Louvers are claimed to solve the 
problem of ventilation for air space 
back of house siding, being simply 
pushed into a %” hole drilled into 
butts of outside siding with an electric 
4%” drill. Midget Louver Co., Dept. 
AL, Norwalk, Conn. 


For more data circle No. 6 on coupon, p. 160 





Sliding Door Hardware 


Low-cost sliding door hardware with 
a new adjustable hanger design is the 
big feature of Kennetrack’s Scottie 
Series 2700. The axle and adjusting 
pin are one piece. Adjustment is said 
to be set by a one-piece nut and lock 
washer. Track is heavy extruded 
aluminum designed to prevent jump- 
ing. For open or closed pocket doors 
up to 75 pounds. Kennetrack Corp., 
Dept. AL, Elkhart, Ind. 


For more data circle No. 7 on coupon, p. 160 





Sliding Door Cabinets 


National Metal-Art’s new line of 
sliding door medicine cabinets includes 
more than 25 models. Available un- 
lighted, or with either side or top 
fluorescent lighting, the new models 
are furnished in chrome, stainless steel 
and baked enamel frame finishes. 
Featuring plate glass mirrors, all] 
models have the exclusive Mirro-Mate 
whisper slide action. National Metal- 
Art Mfg. Co., Inc., Dept. AL, 8th 
Ave. at 19th St., Brooklyn 15, N. Y. 


For more data circle No. 8 on coupon, p. 160 
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Beauty Queen Cabinets 

Special Beauty Queen floor cabi- 
nets are now in production to fit both 
single and double oven units. Several 
models of base cabinets and sink 
fronts are also available in several 
sizes for drop-in electric or gas cook- 
ing burners. Shown here is a Norge 
oven and counter cooking top. All cab 
inets are available in four colors; pink, 
yellow, green and sand. Toledo Desk 
& Fixture Co., Dept. AL, Maumee, 
Ohio. 


For more data circle No. 9 on coupon, p. 160 





Fade-Proof Cement Colors 


American Dyewood is _ offering 
Amdyco, a new, color-fast cement pig- 
ment packaged especially for the do- 
it-yourself market. Amdyco is avail 
able in seven colors. It is sold with a 
steel mold, which permits homeowners 
to make inch-thick colored cement tiles 
in a variety of shapes. A formula for 
making colored cement is printed on 
the plastic one and two pound bags 
American Dyewood Co., Dept. AL, 
Belleville, N. J. 


For more data circle No. 10 on coupon, p. 160 





Utility Knife 

A utility knife, claimed to be the 
only one equipped with a blade that 
can be securely locked in six different 
positions, is announced. By changing 
the blade’s angle, the knife is adapted 
to a variety of uses. Made of heavy 
die-cast aluminum, the knife has a 
compartment in the handle for storing 
extra blades. Five blades are included 
with each knife. Red Devil Tools, 
Dept. AL, 130 Coit St., Irvington, N. J 


For more data circle No. 11 on coupon, p. 160 
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Fibrplug Screw Anchors 


The special bonding agent used in 
Fibrplug screw anchors is claimed to 
make them impervious to moisture. 
Maximum holding power is provided 
by a metal core, which prevents the 
screw threads from cutting the fibre. 
Fibrplugs are made for use with wood 
screws and all types of self-tapping 
gimlet point screws. They are said to 
anchor screws securely in any type of 
masonry, tile, gypsum wallboard, etc. 
Available in a complete range of sizes, 
for screws from one-inch to 3%” long. 
Star Expansion Bolt Co., Inc., Dept. 
AL, 142 Liberty St., New York 6, 
N. Y. 


For more data circle No. 12 on coupon, p. 160 





Ceiling Ventilators 

Two electric ceiling ventilators with 
a combination grille and filter unit 
claimed to screen out grease and dust 
are announced. Trade-Wind Model 
2501, which delivers 425 cfm, and 
Model 1501, with 300 cfm, are being 
optionally equipped with the new fil- 
ter, or a kit is available to convert 
existing models to include the filter 
combination. Trade-Wind Motorfans, 
Inc., Dept AL, 7755 Paramount Blvd., 
Rivera, Calif. 


For more data circle No, 15 on coupon, p. 160 
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improved Router Bits 


The combination feature of the new 
Woodsman router bit is the chip-flow 
curve of the flute, plus a highly pol- 
ished flute surface which is claimed to 
guide the chip, resistance-free, accord- 
ing to the chip’s natural contour. Also 
incorporated in the new bits, available 
in both the straight flute and the heli- 
cal flute designs, is the compound- 
curve construction at the shank-end of 
the tool. The tools are stocked in a 
full line of sizes and styles. North 
American Products Corp., Dept. AL, 
tox 210, Center Grove Road, Ed- 
wardsville, Il. 

For more data circle No. 14 on coupon, p. 160 


(continued on next page) 
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GRILLES AND 
ACCESSORIES 


for wood 
or metal 















Some 
Distributorships 
Still Available 


Cash in now... 


on the greatest 
sales boom in years! ROYAL grilles 
and accessories are your new 
profit makers. They're stronger, 
brighter, original in design. FREE 
“Viewer” catalog available. 


if your distributor cannot supply you, write 


\ 


“ROYAL scons 


3742 Chancellor St., Phila. 4, Pa. 
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Fiberglass Doorhood 


A permanent fiberglass doorhood is 
announced. The doorhood, low in price, 
is constructed from durable fiberglass 
in a choice of four colors, mounted on 
an aluminum frame, completely assem- 
bled and individually packaged. Orna- 
mental grillwork adorns both sides. 
Virginia Awning Manufacturers, Dept. 
AL, P. O. Box 621, Richmond, Va. 


For more data circle No. 15 on coupon, p. 160 





Pearlescent Tileboard 

Panelboard announces the introduc- 
tion of pastel pearltone tileboard, 
available in an emerald, coral and sap- 


phire shades. Made in 4’ x 4’ and 
i’ x 8 sheets, the pastel pearltones 
have the standard Panelboard fea- 
tures of the 44%” x 4%” tile-sized 
blocks, % seore, % stripe butt joint 
feature and the rounded bevel-edge 


individual tile effect. 
baked-on plastic. 
Co., Ine., Dept AL, 


Englewood, N. J 


The finish is a 
Panelboard Mfg. 
111 Cedar Lane, 


For more data circle No, 16 on coupon, p. 160 





New Powernailer 

One-blow nailing of roof 
and deck sheathing as well as pine 
sub-flooring is said to be possible with 


plywood 


the introduction of Model 195 Power- 
nailer, which drives a two-inch x 13 
gauge Powercleat. The new Power 
nailer features rapid magazine load 


ing, 75 Powercleat capacity, automatic 
countersinking, minimum mainten 
ance. Powernail Co., Dept. AB-AL, 961 
Montana St., Chicago 14, Ill. 


For more data cirele No. 17 on coupon, p. 160 
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Weslock's Black Rose 

Western Lock announces the Wes- 
lock Black Rose design. This design, 
combining regular finishes of brass, 
bronze or aluminum Weslocks with 
black rosettes, gives a custom styling 
effect at budget prices. All Weslocks 
are now available with black rosettes. 
Matching cabinet hardware with black 
backplates is also available. Western 
Lock Mfg. Co., Dept. AL, 211 N. Madi 
son Ave., Los Angeles 4, Calif. 


For more data circle No. 18 on coupon, p. 160 





New Lamp Designs 


Outdoor lighting can now be accom- 
plished economically through new 
lamp designs, announces the manufac- 
turer. The lamp unit, installed, pro 
trudes approximately 20” and is about 
35” in overall height. Both lamp and 
bracket are completely cast in high 
grade, durable aluminum, finished in 
Swedish black. Tennessee Fabricating 
Co., Dept. AL, 1490 Grimes St., Mem- 
phis, Tenn. 


For more data circle No. 19 on coupon, p. 160 





Ventilating Fans 

Designed for ventilation in kitchen, 
bath and utility rooms, the Thermador 
9” and 11” ventilating fans feature 
low-cost, efficient ventilation. Motor 
and fan are installed in special hanger 
housing, thumb screw holds grille and 
motor assembly in position. Norris 
Thermador Corp., Dept. AL, 5215 § 
Boyle Ave., Los Angeles 58, Calif 
For more data circle No. 20 on coupon, p. 160 
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(SASH LOCK & 
WINDOW LIFT 


COUNTER DISPLAY 


A convincing sales-clincher which dramatically demonstrates 
how Weather-Tite Sash Locks effectively seal out drafts and 
eliminate rattles. Also displays the new fves Window Lifts 
which match the Sash Lock and give a refreshing and streamlined 
treatment to double hung windows. 





Requires only 4” x 6” of counter space! Helps you build real 
volume in matched window hardware by encouraging customers 
to TRY 'EM and BUY ‘EM! 


he 
ha J 
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THE H. B. IVES COMPANY - NEW HAVEN, CONN, U.S.A. 





GALVANIZED METAL 
BUILDING CORNERS 


e for the o6/ 


There’s a Kees building corner made espe- 






cially for the job, whether the construction 


eed is of wood or of hardboard siding. 

hardboord . 

construction Made of 28 gauge zinc coated steel, Kees 
corners make possible that “mitered look” 


without the slow, expensive work of cutting 
the ends of the siding. Metal 
corner is unnoticed after building is painted. 


and fitting 


Lower flanges overlap and make tight 
Two corners joints. Joints can’t pull part, and moisture 
for P : 
typical wood can’t rot the corner because it is completely 
construction covered. 


Sizes and patterns available for all widths 


and thicknesses of lap siding and various 


patterns of drop siding, in addition to sizes 


made especially for hardboard. 


ORDER FROM YOUR JOBBER 
Write P.O. Box 555 for Free Catalog 










"Since 1874"' 


Db. KEES 


“BEATRICE 





MFG. CO. 


NEBRASKA 


Propucts MERCHA 


BUILDING 


NDISER 





ow opening sections 


i changes. The Ever Ready Refer 


ence File keeps suppliers 
catalog sheets 
Data Instantly date, price lists, et 
ready for instant use 
Holds this 
at correct reading angle 
with both hands 
ideal for fast, easy 
reference and ordering 


we 


Keep Suppliers 


ports 


information 


available 





free 







MIRC alu 


No. 12 completely filled with 
ten additional! sections 
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MODEL NO. 12 


SAVE TIME + TEMPER + MONEY 


Hove you ever spent needless time 


looking for catalog information of 
parts dato it was probably like 
looking for oa needie in a hay 
stack Save time and temper with 
an Ever Ready Reference File 

keeps suppliers catalog sheets, price 
lists, parts data, etc in place and 
instantly available Each section 
holds one inch of punched sheets 

in place makes them instantly 


removable without disturbing the bal 





ance. ONLY $5.65 storts you off 
order additional sections as you need 
them 
Slot Wea" "7 Pe a ee 
Geneva Mfg. Co., 405 Stevens St., Geneva, iti 
Gentiemen: Btesvyd ship me | 
No, 12 EVEF ‘ wide ' 
op, § tordy steel. dok, Company } 
e ° ‘ 
v $54 Att. of i 
No. 24 Je 4 i 
wit 24 Poced with Address 
two sections $8.50 © ! 
Add’ Sections, $1 00 Eo chy Stave ' 
NOTE: Types of 5 Binder J.pos O ; 
“Money Bac k Gua rantee!l _ ' 
eoeoeeaeeaeeee ea a @ -—_<—2 ee 


oe DEPARTMENT 
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? wit GRO i. 


around a} 


paint conditioner 
























It allows you to sell more than just a 
can of paint—you offer your custo- 
mers factory fresh paint at no extra 
charge. And no stirring is required, 
The live-action of this patented con- 
ditioner as it puts pigment back to 
work is a regular traffic-stopper, so 
feature related’ Red Devil items near 
it and watch paint profits soar. Also 
your standard equipment 
for blending “store-mixed” 
paints 

Display this two-color 
decal to identify yourself 
with Red Devil's national 
advertising the 
sign of fresh con- 
ditioned paint 














NO. 30 
PAINT CONDITIONER 
Red Devil's exclusive pat 
ented 
velops 700 vigorous shakes 
Thoroughly 
less than 2 mir 





ji. 


eccentric-action de 


a minute 
freshens paint in 
utes. Complete with automatic timer 
794 See Your Jobber 











$4585.50 sas 
$1528.50 PROFIT 


IN SIX MONTHS 


WITH COMPLETELY ADJUSTABLE 


We 
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m PRACTICAL »0-1-voursus 
Wrought Iron Railing 
™~ 





In a test, with only three ads in his 
local newspaper, a showroom display, 
and use of Free Versa Merchandising 
Package, a dealer in an industrial city 
of 170,000 sold over $4500.00 worth of 
Versa Railings in six months last sum- 
mer. His profit exceeded $1500.00. 
Versa Railings sell so readily because 
they offer added home beauty and slip- 
fall protection at savings of %4 to %. 
They are easy to sell with a minimum 
of personal effort; customer even fig- 
ures his own “bill of materials.” 

Your investment is small. Only three 
basic parts for any type of installation. 


FREE MERCHANDISING PACKAGE 


“CREATES” SALES AND LETS 
CUSTOMER SERVE HIMSELF. 


MAIL COUPON 


for details and name of nearest stock- 
carrying jobber. 


VERSA Products Company 
Lodi 1, Ohio 


Rush full details on Versa Railing 
and name of nearest jobber to 


Firm 
Address 
City State 
Attn, 
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NEW PRODUCTS 


(begins on page 134) 








Sliding Door Pull 


A new addition to the line of flush 
sliding door pulls produced by H. B. 
Ives Co. is one with an oval shape and 
narrow trim. The pull, made in both 
wrought brass and wrought bronze, is 
only %” deep. The narrow 4” trim 
gives a certain slimness to the pull. 
It is available in all standard finishes. 
H. B. Ives Co., Dept. AL, Artizan St., 
New Haven, Conn. 


For more data cirele No. 21 on coupon, p. 160 





Floor Edger 

A new super-powered 
Clarke floor edger, the model BE-7, 
has been introduced. A specially built 
motor develops up to two h.p. One- 
piece casting houses motor, motor 
brushes, operating switch and all elec- 
trical connections. Motor brushes can 
be replaced without dismantling any 
part of machine. Clarke Sanding Ma- 
chine Co., Dept. PB-AL, 30 E. Clay 
Ave., Muskegon, Mich. . 


For more data circle No, 22 on coupon, p. 160 


heavy-duty 


Two New Type Shakes 


Two new types of factory-primed 
shakes, both of which are being in- 
corporated in Creo-Dipt’s Optional 
Kolor Plan, are announced. The new 
Creo-Dipt 18” hand split pryme-shake 
is claimed to bring the cost of gen- 
uine red cedar hand splits down to a 
price level which makes them eco- 
nomically usable by the multi-house 
builder. The new Creo-Dipt 18” sanded 
face pryme-shake features a smooth 
face achieved by light sanding to elim- 
inate all traces of saw marks. It bears 
the Certigroove label. Creo-Dipt Co., 
Dept. AL, North Tonawanda, N. Y. 


For more data circle No. 25 on coupon, p. 160 
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Aluminum Combination Door 


Eidelman Bros. announces the addi- 
tion of the Airex special aluminum 
combination door to its line. Competi- 
tively priced, this all-extruded alumi 
num door features Owens-Corning 
Fiberglas screening, Yale storm door 
closers, full mortise, stainless steel 
hinges. The door is available as a 
combination storm and screen door, 
as well as a screen door only, either 
fully assembled and glazed or semi- 
KD. Eidelman Bros., Dept. AL, P. O. 
Box 241, Roosevelt Park Annex, De- 
troit 32, Mich. 


For more data circle No. 24 on coupon, p. 160 





Guide for Rolling Doors 

A nylon guide that is said to save 
installation time and cut costs is 
available. The Har-Vey door guides 
eliminate the need for either grooving 
sliding doors or for the extra ex- 
pense of fastening guide strips along 
the bottom side of the door. Models 
are now available for both %” and 
14.” by-passing doors, and are being 
included in the standard HarVey 
Challenger sets. American Screen 
Products Co., Dept. AL, 807 N.W. 20th 
St., Miami, Fla. 


For more data circle No. 25 on coupon, p. 160 





New Roof Louver 

Called the Lo-Man Co Series 700, 
these new louvers are said to fit any 
type roof. They are constructed of 
heavy gauge aluminum, designed with 
three sides open for maximum venti- 
lation and are low in cost. Three 
models are now available #730 
with 30 sq. in. of free area; #750 
with 50 sq. in.; and #770 with 70 
sq. in. The Louver Manufacturing and 
Supply Co., Dept. AL, 5807 West 36th 
St., Minneapolis 16, Minn. 

For more data circle No. 26 on coupon, p. 160 


(continued on page 145) 


1955, AMERICAN LUMBERMAN AND 





ro HI, 






























This Year 
The BPS Full 


Line is iS VNS_ ae 9 1GGeS 


Better 
Than Ever 
NOW! 


Everybody 


Loves Those 





Wonderful 


NOW! FLATLU»* 


f New SATONE Than Ever Greatest Low -( | manen, 
‘one icta Quality One-Coat Wall Paint if An f 
NOW! Great New Lins oT oF 


House Paints for Every Paint Need! 








THERE'S STILL TIME to really give your paint sales a tremendous 
shot in the arm! The Full Line of BPS Quality Paints plus a sure-fire 
Merchandising Plan that really works! A fabulous combination that 
can't be duplicated . . . anywhere! 

Don't delay! Get facts today! Dealers prove it's the greatest paint 
sales plan ever used. And it's exclusive BPS all the way! 

You'll go places with top-quality BPS Paints! Write Now! 


THE PATTERSON-SARGENT COMPANY 

1325 East 38th Street 

Cleveland 14, Ohio 

Tell me more about the proved profitability of the BPS 
Merchandising Plan 








| re PATTERSON ©) SARGENT <o 












Announcing a@ new series 






, 


MODERN STORE 


—_ a. 






— 


Low-Cost 








were consulted during the planning stage for their 
ideas and suggestions. 


Dekovic-Smith, prominent design consultants, Chi- 
cago, were retained by AMERICAN LUMBERMAN to 
prepare the fixture designs and editorial format pres- 
entation for the series. The fixtures are practical new 
designs evolved exclusively for the effective merchan- 
dising of building products by lumber dealers. 


AMERICAN LUMBERMAN will begin a series of 12 
articles on profitable modern store design and building 
products display for the lumber dealer, starting with 
the June 27th issue. 

Complete working blueprints, including a material 
list for every bolt and nail, will become available for 
each of the eight store fixtures as the series progresses. 
These blueprints will be sold at low cost to assist 


The editors who wrote the articles believe they will 
give readers a new perspective on their business from 
the showroom point of view. 


Nearly a year of research was necessary to custom dealers in equipping new, or remodeled showrooms, 
tailor the series of articles for this industry. Dealers, with effective, up-to-date building product display 
wholesalers, manufacturers and trade associations fixtures. 

< 
os- 


J 


BEGINS WITH THE \® ISSUE OF 


AMERICAN 
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ective, profitable 


Including plans for 
building eight new 





Store Fixtures 


THE FOLLOWING TELLS WHEN THE ARTICLES IN THIS SERIES ARE TO APPEAR, 
AND BRIEFLY OUTLINES EACH ARTICLE: 


JUNE 27. INTRODUCTION. THIS SERIES WAS BEGUN SEPTEMBER 5 MULTI-PURPOSE WALL FIXTURE 
BECAUSE THERE !1S DEFINITE SHORTAGE OF SPE- DESIGN. SKETCHES ILLUSTRATE USE FOR INSULA- 
CIFIC IDEAS FOR SHOWROOMS. WHY THE LUMBER TION, WINDOWS, LUMBER AND MILLWORK, 

YARD IS DIFFERENT, NEEDS A FRESH APPROACH 


TO DISPLAYS SEPTEMBER 19. WALL UNIT DESIGN FOR TOOLS, 


i HARDWARE, BOLTS AND SCREWS 
JULY 11 THE LOCATION DESIGN AND PARKING 


} FACILITIES OF A SHOWROOM. EXTERIOR SIGNS 
PRESENTATION OF A *'DREAM'"' YARD WITH EXPOSED OCTOBER 3. WALL UNIT FOR PAINT, BRUSHES, 
LAMINATED RAFTERS, GLASS FIBER ENDS AND PLEX- ROLLERS AND ACCESSORIES 
IDOMES FOR DAYLIGHT ILLUMINATION 


j OCTOBER 17. WALL UNIT FOR ROOFING AND SIDING. 

: JULY 25. INTERIOR STORE PLANNING. LIGHTING, THE FIRST UNIT SPECIFICALLY DESIGNED TO EASILY 
FLOOR COVERINGS, PLACEMENT OF FIXTURES SHOW ROOFING AND SIDING SIDE-BY-SIDE 
WORKING LAYOUT OF THE STORE FEATURED 


11 
sisi OCTOBER 31. SIX-SIDED MOVABLE DRUM UNIT TO 


HANDLE INSULATION BOARDS, GYPSUM PRODUCTS 
AND HARD BOARDS. SAMPLES. END-USE APPLICA- 
TION AND LITERATURE ARE COMBINED IN ONE UNIT 


AUGUST 8. ESTIMATING FLOOR SPACE FOR PROD- 

UCTS ANC DEPARTMENTS MAKING PRODUCTS 

PAY FOR THEIR KEEP."' PLANNING FOR SELF- 

SERVICE, PACKAGE SELLING 

NOVEMBER 14. SALES COUNTER AND ALSO DESIGN 
FOR A CHECKOUT COUNTER FOR SELF-SERVICE 
OPERATION 


AUGUST 22. DESIGN FOR AN ALL-PURPOSE ISLAND 
FIXTURE HOW TO USE FOR MANY PRODUCTS, 
ADAPTATION WITH A BASE FOR STORAGE OF INVEN- 
TORY. HOW TO USE DEPARTMENT SIGNS, INSTALL NOVEMBER 28. HOW TO GET THE MOST OUT OF 
GLASS BINNING, PRICING TAGS YOUR FIXTURES 


BE SURE TO 


WATCH FOR, AND 


READ THIS 
COMING SERIES 


OF ARTICLES. 


/ 


LUNBERNMAN 


1 and Building Products Merchandiser 
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MOST DEALERS AND BUILDERS 
PREFER NOT TO USE SUBSTITUTES... 
now they Specify Genuine... 


Dun-0-wal 


Backbone of Steel for EVERY Masonry Wall 


OU can depend on 
Dur-O-waL 








performance with 
the Electri- 
cally welded of high tensile steel, Dur-O- 


top 
genuine on job 

waL works fast, lays flat to combat cracks 
brick, block, tile 


patented trussed design keeps side rods working 


in or masonry. Dur-O-waL’s 


together; put more steel in the wall economically 

sales the 
Dur-O-waL way. Demand Dur-O-waL 
everywhere. co | 


Increase and customer satisfaction 


proven 
. available 


nee 


heen 





@ Builders everywhere are using 
Dur-O-walL, the customer-de- 
signed reinforcing member that 
gives masonry walls a backbone 
of steel. Welded in a single 
plane, Dur-O-wal assures a tight, 
neot mortar joint. 


Butt-Weld e Trussed Design 


Don-O-wal 














the Backbone of Steel 
for EVERY masonry wall 


SYRACUSE |, N.Y. Dur-O-wal Products, Incorporated, Box 628 


TOLEDO §, OHIO Dur-O-wal, Incorporated, 165 Utah Street 


BIRMINGHAM 7, ALA. Dur-O-wol. Products of Alo. Inc., Box 5446 


PHOENIX, ARIZ. Dur-O-wol Div., Frontier Mig. Co., Box 49 


CEDAR RAPIDS, IA. 
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Dur-O-wol Div., Dept. 1-C, Cedar Rapids Block Co. | 


(For more data on advertised products fill in coupon on page 160) 





cource! 


FOR ALL 
W.P.A. SPECIES 


ee! 
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Why waste time 

; and money shop- 
ping around... 
when Western 
Woods, Inc. 
offers you qual- 
ity lumber in 
ALL WPA species! 

Scientific kiln 

drying, depend- 

|\fam «able grades, fair 

| prices. Straight 

or mixed cars to 
your specifica- 

| tions. Call on us 

today! 





WOODS, INC. 


715 Spokane & Eastern Bldg.—Spokane, Wash 





Riverside 7149 TWX: SP-104 
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NEW PRODUCTS 


(begins on page 134) 








Pocket Door Pull 


One pocket door pull, said to take 
the place of three, is among the new 
products being presented by Sterling 
Hardware. Designed for all door 
thicknesses from 134%” to 1%”, the 
No. 883 does the work of an edge pull 
and two flush pulls. Only one simple 
cutout is needed instead of separate 
installations. Sterling Hardware Mfg. 
Co., Dept. AL, 2345 W. Nelson St., 
Chicago 18, Ill. 


For more data circle No. 27 on coupon, p. 160 





New Range Top 


New Liftop gas burner unit with 
hinged top cooking surface designed 
for easy cleaning is announced. The 
21” range top fits same size the type 
of standard base cabinet used for 
Chambers in-a-wall oven. Front and 
side panels are of stainless steel or 
Copperlux finish. The average home- 
maker, it is claimed, can remove all 
parts for cleaning in just 20 seconds. 
Chambers, Dept. AL, 2464 N. Meridian 
St., Indianapolis, Ind 


For more data circle No. 28 on coupon, p. 160 





New Sprinkling System 

A new, all-rubber pipe 
system designed to cost the home 
gardener less money than the conven- 
tional metal pipe systems is an 
nounced. Winter-weather tests showed 
that the all-rubber system is not 
harmed by alternate freezing and 
thawing. It is claimed it can be in- 
stalled as an underground sprinkling 
system with tools found in any home 
workroom. B. F. Goodrich Co., Dept. 
AL, 448 So. Main S+*., Akron, Ohio 


For more data circle No. 29 on coupon, p. 160 
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MERCHANDISER 





New Levels 


Window glasses replaceable without | 
tools are featured in new Featherlite 
magnesium and in ‘aluminum levels 
announced by Stanley. Said to be 
100% waterproof and dustproof, the 
glass cover plates are mounted in spe- 
cial rubber gaskets to be removed or 
installed with thumb and finger 
sure. The cast magnesium Model 113 
weighs one-third less than aluminum, 
is of truss-type construction. Stan- 
ley’s No. 313 aluminum levels are of 


fered in a similar truss design. Stan- | 


ley Tools, Dept. AL, 
sritain, Conn. 


111 Elm St., New 


For more data circle No. 30 on coupon, p. 160 


New Electric Sharpener 

A new electric knife and scissors 
sharpener, which can be used also fo1 
sharpening chisels, screwdrivers, and 
similar small tools and instruments, is 
being manufactured. The compact 
housing is gleaming white thermo 
plastic. Special space-saving design 
feature enables sharpener to be hung 
on wall between uses. Burgess Vibro 
crafters, Inc., Dept. AL, Grayslake, 
Ill 


For more data circle No. 31 on coupon, p. 160 





Rawl-chucks 


Special chucks are now announced 
for every electric hammer. A special 
hole with pin to fit is provided for 
ejecting drills. For pneumatic ham- 
mers either round or hexagonal! shanks 
are available. When drilling masonry, 
Rawl-chucks save wear and tear on 
both electric and pneumatic hammers. 
tawlplug Co., Dept. AL, 271 Church 
t., New York 13, N. Y. 


For more data circle No. 32 on coupon, p. 160 
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EZ Goce 


EXTRUDED ALUMINUM 
TRACK G&G UPPER GUIDE 
FOR 14 BI-PASSING 
GLASS DOORS 





@ +38AM14 TRACK 


Durable extruded aluminum—etched 
and anodized, with super-hard smooth 
and silent fibre inserts Quick, simple 


installation. No screws needed! Per- 
fect for either center or flush installa- 
tions. Permanent press fit in Ye” saw 
cut 740" deep. OT overall width. 
Available in 4’, 5’ and 6’ lengths. Can 
be cut as required with hack saw, Short 
lengths can be butted together for per- 
fect operation 


Companion Upper Guide Available 
#48AM14 Same application 


le Drawing of 38AMI4 Track 


Tea 








See Your Jobber Or Writ 


The ENGINEERED 
PRODUCTS CO. 


P Box 118 Fling Mich 


EPCO OF CANADA 


550 Hopewell Ave e Toronte 
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NOW! 


AWNINGS 


e Aluminum 
e Fiberglas 


for the 7 out of 10 who 
can't afford custom awnings 





Individually packaged . . ready-to 
install UNILITE Awnings are perfect 
for the vast do-it-yourself market 
Complete in every detail; all parts 
(only 5) pre-assembled and fitted 
“Foolproof” installation method 
4 simple steps...only minutes to 
install. Originally introduced in 
California with great success, now 
offered nationally 


UNILITE...best awning buy 
...7 REASONS WHY 


Lowest, retail prices with liberal 
discount to qualified dealers 
and distributors 
Small investment quick 
turnover big profits 
“Perfect-Pack—easy to store 
and sell 
Maintenance free “lifetime” 
construction 
Architect designed, 11” adjustable 
width fits any window 
Exclusive “sea-breeze” venting. 
Keeps sun out... lets light in 

no painting 





bet tes 


Pre Assembied Only 4 parts 





Less full dis 
count to you 


Embossed, corrugated 
aluminum awning Retails 8.9 





Unilite translucent fiberglas Less full 
awning. Choice of popular $1 3.95 discount 
Calitorma colors Retails to you 


Get the facts NOW! 


Write, wire, phone: 


Awning MES 


UNITRON iif. 


1000 North Orange Drive 

Los Angeles 38, California 
Telephone: HOllywood 9-1468 
Cable Address: Unicorp, L.A. 
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Louvered Window Hardware 

The Sun-Sash Co. announces its 
new stainless steel louvered window 
hardware. This new hardware consists 
of 17% chromium, 7% nickel, 20 
gauge stainless steel, #2 finish. 
Bearings are nickel-plated bronze with 
nickel-plated operating handle and 
lock. New patented Side-Seal plus 
cam actuated Pressure Seal of glass 
to glass are important features of 
Sun-Sash. Sun-Sash Co., Dept. AL, 
38 Park Row, New York 38, N. Y. 


For more data circle No. 33 on coupon, p. 160 


Power Mower and Mulcher 


A new heavy-duty power mower and 
mulcher is announced. The new ma- 
chine has a full 18” cutting width, 
and it is claimed to eliminate old- 
fashioned lawn cutting and leaf rak- 
ing. A _ built-in mulcher shreds the 
cut grass and blasts it down between 
the grass blades. In the fall, the 
mulecher dissolves leaves. Gutting 
height is adjustable. Precision Equip- 
ment Co., Dept. AL, 3716 N. Milwau- 
kee Ave., Chicago 41, Il. 


For more data cirele No. 34 on coupon, p. 160 





No. 2 Joist Hangers 

No. 2 Adams joist hangers are an- 
nounced for nailing to the face of 
wood girders, headers, or other joists. 
The joist can be held in proper posi- 
tion and the hanger slipped into posi- 
tion and nailed, thus eliminating 
shims, it is claimed. Recommended by 


the manufacturer for remodeling 
work, such as inserting additional 
joists under existing floors, and 


strengthening existing joists that are 
checked or split at ends. The Adams 
Co., Dept. AL, P. O. Box 268, Du- 
buque, Iowa. 


For more data circle No. 35 on coupon, p. 160 


Lifedine Picnic Table 


The Lifedine picnic table all-alum- 
inum parts kit includes everything 
but the lumber, complete with rust- 
proof wing nuts, bolts and rubber feet. 
Painted or stained and varnished 
wood planks are needed to complete 
this useful picnic table. General Ex- 
trusions, Inc., Dept. AL, 4040 Lake 
Park Rd., Youngstown, Ohio. 

For more data circle No. 36 on coupon, p. 160 


(continued on page 148) 


What's Your Answer? 


Here’s a quick and easy way to check your retention of the in- 
formation contained in this issue. The questions cover both editorial 
features and manufacturers’ advertising. Use it too, as a quiz in your 
next sales meeting. For the answers, see page 148. 


What's Your Score? 9 or 10 correct: Excellent! 


7? or 8: Good. 5 or 6: Fair. 


What is the standout feature of the new Building Materials Shopping 
Center now under construction in Moline, Il1l.? 


What company uses the advertising slogan “4-square products and 


services?” 


What department in the Builders Lumber Co., Alice, Tex., attracts 


cooks? 


What company is promoting an “All Do-It-Yourself network TV pro- 
gram, (NBC-TV) Sunday evenings,” to boost your Do-It-Yourself 


sales? 


How can you upgrade the quality of lumber you sell and earn a hand- 


some profit? 


What company offers you a free booklet “Extra Profits Through In- 
ventory Control In The Building Materials Business”? 


What is the approximate length of time it takes to unload a flatcar of 


packaged lumber? 


What company is making a cash register to figure customer’s change 


accurately and show it on the tape? 


What is the expected volume of retail sales of garden supplies for this 


year? 


How does Home Maintenance & Improvement magazine attract more 
consumer business for you? 
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‘ Executive Office 


900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 


McCloud, Calif. 
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WESTERN 
SOFTWOODS 


PONDEROSA PINE 
SUGAR (Genuine White) PINE 
DOUGLAS FIR. WHITE FIR 
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Asphalt - Aluminum PAINT 
SELLS AND SELLS BECAUSE 


it does more it goes on easily 


GOES FURTHER BRUSHES OR 

LASTS LONGER SPRAYS ON 

LOOKS BETTER LIKE ANY 
THAN ORDINARY OTHER OJL- 
ROOF COATINGS BASE PAINT. 


Pure Gilsonite Asphalt combined with aluminum pigment 
and linseed oil make this Champion oil-base roof paint. It’s 
just what your customers need for easy, economical, effi- 
cient roof maintenance ...or new roof construction... for 
homes, shops and plants. 

Brushes or sprays on, sealing 
cracks and seams to stop leaks. Dries 
to a durable, high gloss aluminum 
finish that reflects heat. Makes 
any roof COOLER IN SUMMER, 
WARMER IN WINTER, TOUGHER 
ALL YEAR "ROUND. Weather and 
waterproof, wear resistant... will 
not crack. 

Available in standard bulk con- 
tainers: 1 gal. can to 55 gal. drum. 


taoy mixeo 


f 


Write today for literature and prices 





JOBBERS: Some territories open. 
Write for facts. 


CHAMPION BRONZE POWDER & PAINT CO., INC. 





2101-2121 N. Elston Avenue * Dept. AL * Chicago 14, Ill. | 


BUILDING PropucTS MERCHANDISER 


Wilhold white glue quality and time-sav 


| it-yourselfers and handymen from coast to 


| many glues—this ONE give will do so 


| 
| 
| 


| 
| 


| 
| 


(For more data om advertised products {ill in coupon 


‘Hadav! 





CONVEY IT... 


FOR FASTER LOWER COST HANDLING 





: 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
No. AL-65. 


STANDARD CONVEYOR CO. 
General Offices 
Nerth St. Paul, Minnesota 
Sales and Service in 
Principal Cities 


CONVEYORS 














Name That Means ... 
Increased Sales! 






Squeeze 


ing features are well known to finishing 
carpenters, cabinet makers, factories, do 


coast. 
REDUCES INVENTORY! No need to stock 


many different jobs that it will satisfy the 
many needs of your customers, from the 
professional carpenter to the lady of the 
house. 


The best merchandised 
give you can sell. Well 
packaged—-proper sizes— 
informative literature— 
well advertised. 


LONG SHELF LIFE—~NO SPOILAGE! 






Jobber serviced everywhere! Small standard shipping cases! 





WILHOLD PRODUCTS CO., Dept. 4, Chicago 44, Wil. 
Please send FREE SAMPLE of Wilhold White Glue, 
prices and nome of nearest dealer. 


- 
; Firm 


4 


Name 


Address 


FREE 
SAMPLE 


State 


Lew wee cee eee ee 
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“HASSALL 
annular 


threads have 


GREATER HOLDING POWER! 








Proven in in- 
dustries like 
shoe making, as- 
: »* bestos siding, 
¢ | ep underlay flooring for 
> linoleum, pallet manu- 
¥ facturing, boat building, 
etc. The stronger grip of 
annular threads should solve 
many a wood fastening 
problem, maybe yours! 
Write for samples. 


a JOHN HASSALL INC. 


P. ©. Bex 2187 
Westbury, Long Island, N.Y. 





ESTABLISHED 1850 




















BIRCH 
FIR 
GUM 


10 Convenient Warehouses 
MICH. IND. TEXAS CALIF. 








Immediate Shipments 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 


Midwest 4-3450 


Twx 500 
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| NEW PRODUCTS 


(begins on page 134) 
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Dri-Wall Lifts 

Dri-wall lifts, designed to meet the 
need for an easier, faster, less ex- 
pensive method of applying sheet ma- 
terials to ceilings, are said to elim- 
inate the twisting, lifting effort for- 
merly required in this operation. 
Sturdily constructed of heavy cad- 
mium plated tubular steel, the units 
have smooth running casters for easy 
moving about, and feature positive 
eccentric locking device which holds 
dry wall sheets at desired height for 
nailing. Builders Tool and Equipment 
Co., Dept. AL, Box 67L, Warsaw, Ind. 


For more data circle No. 37 


on coupon, p. 160 





aur DANGER 
KEEP CLOSED ~ WIGH VOLTAGE © 


Accident Prevention Signs 

Self-sticking accident prevention 
signs in three standard sizes are now 
available. A 5” x14” Basic Purpose 
Sign combined with a 5” x 14” Specific 
Purpose Sign makes a sign 10” x 14” 
One Specific Purpose Sign can be used 
with a Basic Purpose Sign to make 
up any message. Example: Danger, 
Explosive, No Smoking! Each sign 
comes mounted on its own individual 
blue-streak dispenser card. ; 
Brady Co., Dept. AL, 727 W. Glendale 
Ave., Milwaukee 12, Wis. 


For more data circle No. 38 on coupon, p. 160 


Handyman's Clean-Up 


A waterless hand cleaner, with 
lanolin, that comes packaged as an 
eight-ounce jar in a metal bracket 
that may be screwed to the wall. 
Known as Handyman’s Clean-Up, it 


June 13, 





is said to quickly and safely remove 
paint, tar, stains, oil and glue. The 
product is a cream, which liquefies 
upon contact with the skin. My-Ko 
Chemical Corp., Dept. AL, 1255 N. 6th 
St., Milwaukee, Wis. 


For more data circle No. 39 on coupon, p. 160 





Toy-Like Planning Kit 


A new planning kit which includes 
scale model cabinets, sinks, windows, 
floor tiles, doors and appliances, is an- 
nounced. On a one-inch scale, the kit 
is designed so that salesman can 
ag plan a complete new kitchen 
or their customers. Crosley & Bendix 
Div., Aveo Mfg. Co., Dept. AL-45, 
Cincinnati 25, Ohio, 


For more data circle No. 40 on coupon, p. 160 





What's Your Answer? 


1. A glass-walled circular showroom 
that resembles an airport control 
tower. See article page 66. 


2. Weyerhaeuser Sales Company. 
See ad pages 36-37. 


3. The Gourmet Shop, selling bar- 
becue equipment, rare herbs and 
spices. The article appears on 
page 81. 


4. Reynolds Metals Company, pro- 
ducers of Reynolds Do-It-Yourself 
Aluminum, whose ad is on page 


43. 

5. By treating lumber with wood 
preservatives as shown in article 
page 84. 


6. Remington Rand, Inc. See coupon 
in ad on page 71. 


7. About one hour, according to story 
on page 100. 


8 The National Cash Register Co. 
as illustrated in ad on page 69. 


9. Indications are that sales will top 
the $4 billion mark. See Your 
Profit-Making Forum, page 102. 


By interesting your prospective 
customers in home remodeling and 
repair with an attractive picture- 
story magazine that refers to you 
as the source of materials and in- 
formation and carries no com- 
peting advertising. See coupon 
page 108. 
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get the FACTS! 


Top Rental Profits this contractor reports, over 


with AMERICAN 3,000,000 sq. ft. 


...the Sander with Real 
Customer Appeal! ||of hardwood flooring installed in— 










@ PRIVATE HOMES e HOUSING PROJECTS 
@ APARTMENT BLDGS. e BALL-ROOMS 

All-new American AMR Sander c 

makes old floors quickly look with 


new again... delights cus- 


“tse. vinures op rer || COMPLETE SATISFACTION! 


formance and profit for 


you! Lowest mainten- || | COLUMBIA FLOOR SERVICE, INC. 
ance .. . practicall 
a et alhtork se 2 Contractors 








que motor . . . exclu- 1405 Base West Highway 
. sive guarantee. Shces Benton’ Masala 
rhe only sander with e\ Amazing Plan 
Ad just. ‘¢ Remo D > ad - 
Handle prt = on ne fealel ey, for Profit” backs , February 24, 1966 
you all the way! Powernail Company 


961 Y, Montana Street 


BUYING FACTS Chicago, Illinois 





Send now for new 4-page circu- 








lar plus How-To booklet on 4 

sanding floors. Address leter or | '¥# ; . Gent lemen: 

ostcard to: Rental Tool Profit 

Surfacing Machine Con 321, So. NOOR SURFACING MACHINE CO This corporation during the past three years 
St. Clair St., Toledo 3, Ohio. xa, whi PE = has used your Powernail equipment to install 


over 3,000,000 feet of hardwood flooring, 
PERFORMANCE PROVED DO-IT-YOURSELF RENTAL TOOLS 

® WORLD-WIDE SALES AND SERVICE @ This flooring was installed in private homes, 
housing projects, apartment buildings and oom- 
mercial type buildings, The maple ball-room 
floor of the Hotel 2400, “ashington, D, C. was 
also installed with the powernailer. 








We are very well satisfied with the efficiency 
} of your product, as are the building firms we 
contract for and our floor inetallation men, 
} . 
’ 


COLIMSIA TLOOK SEXVICE, INC, | 











SHAKE PAINT 1 


| BEAUTIFUL COLORS | 
— | (copy of this letter and others on request) 


\ 





Use This Machine To: 

@ Nail T & G Flooring 
Nail & Set——One Biow! 
Drive All Nails 45 
Expand Production 





Now you can stock and sell 
premium DriHome Shake 
Paint. ideal for putting new 
life on shake, shingle or rough 
board sidewalls, DriHome 
Shake Paint will help build 
your reputation for quality 
merchandise. Priced right. 
Available in all modern colors. 
See your DriHome Shake 
distributor, or write... 


+ 
* 
@ Decrease Cost 
Eliminate 


Hand Setting 
Split Tongues 








Operator Fatigue 





\ Model 145 Powernailer fitted for 


either 25/32" of 33/32" T&G 
Erratic Nailing Flooring 


Cupping & Warping retails for $7 500 


= Sold Through Building Material Dealers Throughout the U.S 


° 
* 
® Surface Marring 
7 
. 
* 





DESCRIPTIVE LITERATURE FURNISHED 
feed |) SR - Perr) ON REQUEST 


COMPANY 


CANADIAN FOREST 
PRODUCTS LIMITED 
Huntting-Merritt Shingle Division 
9110 Milton Street + Vancouver, B.C. 





MONTANA STREET 
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Do-it-Yourself Railings 

Occupying a floor space 2’x4’ and 
suitable for island or wall locations, 
the display consists of a platform and 
three steps, permitting erection of 
railing illustrating practically every 
condition encountered in any type of 
installation, A back panel 4’ wide x 6’ 
high provides space for display of 
basic parts and accessory items. Versa 
Products Co., Dept. AL, Lodi, Ohio. 


For more data cirele No, 41 on coupon, p. 160 


New Orangeburg Display 


Orangeburg Manufacturing Co., 
Inc., producer of bituminized-fibre 
drain and sewer pipe, announces the 
availability to Orangeburg dealers of 
a new orange and black counter card 
for display with an Orangeburg wye. 
The cards, designated SA-12, may be 
obtained by request. Orangeburg 
Manufacturing Co., Inc., Dept AL, 
Orangeburg, N. Y. 


For more data circle No. 42 on coupon, p. 160 


Do-It-Yourself Kit 


A pole display kit for home work- 
shop tools is being given away free to 
dealers who buy $100 worth of Mall 
tools. Mall is offering its do-it-your- 
self sales stimulant free with the pur- 
chase of portable power tools. The kit 
is large enough for use as a floor dis- 
play. Although the dealer may choose 
whatever tools he prefers to display, 
Mall recommends 149B %” drill; 
38300 reciprocating saw attachment 
for electric drill; 35370 hedge trim- 
mer; 128 drill with %” capacity; 
Model 71 saw with 2%” capacity; 
39750 slitting saw attachment; and 
Model 31 belt sander with 3” belt. 
Mall Tool Co., Dept. AL, 7725 So. 
Chicago Ave., Chicago 19, Ill. 

For more data circle No. 43 on coupon, p. 160 


(continued on page 153) 











NO. 3 STYLE ADAMS STEEL COMBINATION SETTEE-PICNIC TABLE LEGS 
Mfd. by THE ADAMS COMPANY, 106 E. 4th St., Dubuque, lowa 





NO. | STYLE ADAMS STEEL PICNIC TABLE LEGS 














WHITE FIR 


Trade Mark 


PAU 








“PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


L BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 
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4 FAMOUS BUILDING SUPPLY MERCHANDISER, EBENREITER, an \ 
I 
| “The MOE LIGHT line provides | 
us with a steady stream of ; 
: customers...and PROFITS” j 
N y 

ie eee 


>a 


A" 





i 








Mr. Ebenreiter goes on to say, 


en 





“ite 
Fs 


“Today, lighting fixtures are a must. Consumers go where they can 
find all their building supply needs. Our Moe Light ceiling display 
is our Lest salesman for lighting fixtures. We have had 

notable success with the Moe Light line for three reasons: 








It’s the most complete line . . . with fixtures 
e for every room, every taste, every use, every 
budget. 


It’s the most promotional line . . . that backs 

¢ up dealers with extremely effective sales aids 
such as an exceptional catalog and supple- 
mentary literature . . . the sales producing 
MOE LIGHT Home Lighting Center point 
of sale displays. 


E ZG Az 
Fort Atkinson, Wisconsin 


(Division of THOMAS INDUSTRIES INC.) 


In Canada: 1401 The Queensway, Toronto 14, Ontario, Canada 


BUILDING Propucts MERCHANDISE} 


It’s the most accepted, best known line. . . 
* thanks to consistent national advertising and 
the hard hitting ‘Inspiration-Lighting’ 


ADDRESS 


city ZONE STATE 


program,” 
SEND 25¢ ee bel eae 
for the new MOE LIGHT Dept. AL-6 
Moe Light | FORT ATKINSON, WISCONSIN 
catalog. . . | ey | want to know more about the 
and infermation Moe Light line 
on Moe Light | | I'm enclosing 25¢ for the new full color 
hondisi Moe Light cetalog 
merc s 
a | ] Send me information about Moe Light 
— displays 
| NAME 
| COMPANY NAME 


(For more data on advertised products {ill in coupon on page 160) 
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*... How to get 
effective, and 
inexpensive displays 


for your showroom g 


q 
a 


our least costly source of attractive, 
and effective display material . . . 
for use in your showroom . . . are the various 
manufacturers of building materials. 
To learn what manufacturers’ display 
material is available to you, 
and where to get it, 
consult the: 


this iia is your 
guarantee against 
door troubles! 





Cheap, low grade doors rob you of customers, reputation, 
money. The FDI hallmark on a door is your insurance policy 
It protects you against complaints and replacements arising 
from use of shoddy doors that warp, twist or come apart 


FDI hallmarked fir doors are built like fine furniture—with 


top quality and top appearance that /asts. The FDI hallmark April 4, 1955 


means the door has been precision-built of finest materials 
has been critically inspected to meet rigid industry and U.S 


Commercial Standards...is backed by the manufacturer's 
guarantee of highest quality and performance 


Don't risk your reputation and money with doors that 


cause trouble. Insist on FDI quality—proved with the FDI PRODUCTS 
stamp on every door 
the ©©! hallmark also means F , LE eee 


Today's canny home buyers are quick to 

recognize real style trends. Fir ‘‘Picture 

Style that sells ., 
Panel" and exciting new louvre doors lead 

in the style race 

There are 68 interior, entrance and garage 


Wide selection doors in the FDI catalog...a door for every 


home purpose. Each is built to deserve the Issue of 


FDI hallmark 


Tops in quality, tops in style, FDI hall 


Low initial cost marked fir doors st:// cost less than most AMERICAN 
quality doors on the market 
Eliminate your EDI Use only doors LUMBERMA 


door troubles bearing this @ BUILDING PRODUCTS MERCHANDISER 


H Y7 Ree oN 
guarantee of quality Single Copies: $2.00 


if you have questions, write Fir Door institute, Tacoma 2, Washington 
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(begins on page 150) 








Three-Way Dealer Help 
A colorful new banner to help deal- 
ers sell customers on renting a sander 


and refinishing floors (10c for 
sample); a handy new rental record 
pad for more efficient profit control 


over the operation (15¢ for sample), 
and a free four-page product informa- 
tion folder are available. The Ameri- 
can Floor Surfacing Machine Co., 


Dept. AL, Toledo 3, Ohio. 


For more data circle No. 44 on coupon, p. 160 





Plastic Dealer Sign 


An unusual new five color, double 
face plastic sign, 2% by five feet, il 
luminated by four 48-inch fluorescent 
lamps is available to dealers at quanti- 
ty cost. Designed by Acme-Wiley, the 
sign has five tile squares in different 
colors featuring a %” embossing 
Tilemaster name is also embossed and 
ample space is allowed for prominent 
display of dealer’s name. Tilemaster 
Corp., Dept. AL, 1412 W. Diversey 
Parkway, Chicago, III. 


For more data circle No, 45 on coupon, p. 160 











California Casual 

A giant-size color card featuring 50 
California casual exterior house colors 
selected by Peggy Sloan, decorating 


consultant, is available for use as a 


BUILDING PropucTts MrerRcCHANDISs! 


wall display. The colors can be pro- 
duced by Seidlitz Multitint dealers 
from house paint and primers and can 
be color-matched in wall paints and 
enamels for interior use. A merchan- 
dising kit is also available. Seidlitz 
Paint & Varnish Co., Dept. AL, 18th 
and Garfield, Kansas City, Mo. 


For more data circle No. 46 on coupon, p. 160 





Jig Saw Attachment 


Millers Falls new No. 2140 Dyno- 
Mite jig saw attachment is claimed to 
convert any 4” electric drill into a 
combination jig saw, hacksaw, rip, 
crosscut, keyhole and coping saw. The 
No. 2140 has a capacity of 1%” in 
wood, %” in metal. A _ removable 
handle mounts far back on the hous- 
ing, permitting an unobstructed view 
of the cutting line. Millers Falls Co., 
Dept. AL, Wells & Devon Sts., Green- 
field, Mass. 


For more data circle No. 47 on coupon, p. 160 


” 


New Color Card 

A new exterior color card featuring 
50 colors in exterior finishes such as 
house paint, trim and trellis enamel, 
porch and deck enamel and shingle 
‘n‘ shake paint is available on request 
from Seal Rite. In addition, the back 
page of the color card gives helpful 
hints on preparation of exterior sur 
faces as well as proper materials and 
procedure for most successful paint 
application. Seal Rite Caulking Co., 
Inc., Dept. AL, 269 Green St., Brook 
lyn, N. Y. 


For more data circle No. 48 on coupon, p. 160 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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DUO - FAST 
AUTOMATIC TACKERS 
for Tacking 


NSULATION © CEILING TILE 
BUILDING PAPERS 









Automatic 
Hammers 
These automatic tackers save you time, 
money, and energy, One hand does the 
job. Staples are driven securely as fast 
as you operate tacker. Let Duo-Fast Tackers 
do your work for you. 


Free Service. You'll like the Duo-Fast Free 
Maintenance Service available to all Duo- 
Fast users. 


Rent ‘em — Loan ‘em — Sell ‘em 


Write today for the Duo-Fast Story. 


FASTENER CORPORATION 


860 Fletcher — Chicago 14 





CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


See For cracks, holes, ond crevices in wood, 
plaster, tile, stucco, and cement, 
A “best seller’ becouse it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it's put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@No waste—mix with water only as 
needed 
Packed in 1, 5 lb. cartons; also 25, 50, and 
100 Ib. drums 
Try it yourself. Find out why easier, foster re- 
pairs con mean easier, faster sales. Order from 
your wholesaler, or direct from us 


Another “Product of Merit’ by Consumers. 


| 








CONSUMERS GLUE CO 


HA 





153 








annular-threaded 
linoleum underlay 
drive screws 













To make your linoleum underlays hold 
tightly and lie flat permanently, secure 
them with Hassall annularthreaded 
linoleum underlay drive screws. They 
ore cement-coated for maximum grip- 
ping power. Heads are flat countersunk 
type. Size: 14" x 43 gauge. State 
quantity when writing for prices to: 


JOHN HASSALL, INC. 


P. O, Box 2159 


Westbury, Long Island, N.Y. ifecetell| 
Established 1850 





£ESCREEN 
Rollers 


Convex Face 





Primarily a n putting the F ng 
ing into the {rome sleet. Can be 
supplied with 732" sounded edge. 


Concave Face 





Standard 2” dia. 


spline into frame after 





For inserti 








secre pies as been positioned. 
sizes oF toes d b ¢ , 
125 and 70 width of f 
Flanged 











stock 
1.6/8" diameters 
of face. 


size is 
by 9/16" 


a me 


sizes on oll above tools can be 
to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


GOT 1650, WEW HAVEN, CONN, U.S. A 
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(For more data on advertised products {ill in coupon on page 160) 


[NEW] EQUIPMENT 





Dyna-Chute 


Dyna-Chute Hydraulic Control is 
designed to elevate the discharge chute 
on all new or existing transit mixers, 
announces the manufacturer. With 
automatic, fast and safe adjustment 
the controls are said to work through 
a simple one lever, one man operation. 
Will raise, lower, hold a ton or more. 
Available for six or 12 volt systems, 
the Dyna-Chute combines pump, mo- 
tor, valve, oil reservoir and solenoid in 
one unit. The hydraulic ram, flexible 
hose, fittings and a 15’ insulated bat- 
tery cable are included for all average 
installations. Monarch Road Machin- 
ery Co., Dept. AL, 1331 Michigan, 
N.E., Grand Rapids 3, Mich. 


For more data circle No. 49 on coupon, p. 160 





Gyro-Vise Flush Base 


A new Gyro-Vise flush base, which 
drops level with the work surface 
when not in use, is announced. This 
special base is designed for applica- 
tions where it is desirable to keep the 
work bench or other surface free of 
obstacles at times when the vise is not 
needed. By loosening a set screw on 
the side of the base, the post drops 
down level with the surface. It is held 
there by a retaining rod. Weight of 
the flush base is three pounds. Colum- 
bian Vise & Mfg. Co., Dept. AL, 9018 
Bessemer Ave., Cleveland 4, Ohio. 

For more data circle No. 50 on coupon, p. 160 


New Window Fan 


A slim new 20-inch window fan has 
been announced by the Lau Blower Co. 
The unit consists of a 20-inch, direct- 
driven blade, mounted in a venturi 


June 


13, 











oe 


frame with a white finger-proof guard 
on the front. The permanently at- 
tached spacer panels, it is claimed, 
can be adjusted to windows ranging 
from 30” to 38%”. A three-speed con- 
trol is included as well as an eight-foot 
power supply cord. The new fan is 
only five inches deep. Lau Blower Co. 
Dept. AL, Home & Orchard Aves.. 
Dayton, Ohio. 


For more data circle No. 51 on coupon, p. 160 





Hand-d-Hook Storage Hanger 
Six handy hooks hold garden tool 
handles firmly, but instantly release 
when handles are lifted for removal, 
it is claimed. One or more six-hook 
units are designed to solve home tool 
storage problems. The Hand-d-hook 
garden tool hanger retails for 79c. 
Hand-d-Hook, Inc., Dept. AL, Bath, 
Yhio. 
For more data circle No. 52 on coupon, p. 160 


Everspray Lawn Sprinkler 


The Everspray lawn sprinkler is a 
new addition to the ready-to-install 
field spotlighting brass pop-up spray 
heads, as an important feature of this 
all-in-one packaged do-it-yourself unit. 
System with polyethylene piping is in- 
stalled only four inches under ground 
and is adjustable for every size of 
lawn. Installation is made with only a 
spade. Everhot Products Co., Dept. AL, 
2001 West Carroll Ave., Chicago 12, Ill. 


For more data circle No. 53. on coupon, p. 160 





~ Mere Dealers Than Ever 
Are Now Reading 
American Lumberman 
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Bulletins describing all the specifi- 
cations and aspects for efficient opera- 
tion of the new Yale K-46 electric, 
stand-up, hydraulic lift truck are avail- 
able. Separate brochures have been 
prepared on the two, three and four 
thousand pound capacity models of 
the truck. All three trucks are avail- 
able in 68, 83 and 90” overall heights 
with telescopic lifts up to 100, 130 and 
144”, respectively. Yale Materials 
Handling Div., Dept. AL, The Yale & 
Towne Mfg. Co., 11000 Roosevelt Blvd., 
Philadelphia 15, Penna. 


For more data circle No. 54 on coupon, p. 160 


New literature available on Doug- 
las Fir Plywood includes a grade in- 
formation chart, form No. 55-50; a 
new manual on Plyform and overlaid 
fir plywood concrete forms with re- 
vised sheets on Plyform care and a 
booklet, Fir Plywood Facts, a com- 
pilation of basic grade-use data as 
well as other information for all who 
sell Douglas Fir Plywood. Prices and 


imprinting information on request. 
Douglas Fir Plywood Association, 
Dept. AL, 1119 A. St., Tacoma 2, 
Wash. 


For more data circle No. 55 on coupon, p. 160 


The Estimator, a new booklet for 
dealers, is an advertising medium and 
goodwill builder. Carrying the dealer’s 
name on the front cover and ad on 
the back, it is planned to be sold as 
an over-the-counter item for $1 to the 
do-it-yourself trade. Lowell Roberts, 
P. O. Box 5, Dept. AL, Cuyahoga 
Falls, Ohio. 


For more data circle No. 56 on coupon, p. 160 


A new Skil catalog gives a compre- 
hensive sales story on more than 150 
models of portable electric and pneu- 
matic power tools, including three 
new tools introduced in the book—a 
router and two special duty drills. 
User prices are listed for the first 
time. Skil Corp., Dept. AL, 5033 El- 
ston Ave., Chicago 30, Ill. 


For more data circle No. 57 on coupon, p. 160 


A Documentary of Do-It-Yourself 
by the Readers of McCall’s sum- 
marizes home improvements planned 
by contestants in three contests. Cop- 
ies of the booklet or individual sta- 
tistical reports on the three McCall 
contests kitchen, bedroom and liv- 
ing room, may be obtained. Jack 
Bolster, Home Furnishings promotion 
manager, McCall’s Magazine, Dept. 
AL, 230 Park Ave., New York, N. Y. 


For more data circle No. 58 on coupon, p. 160 


New lock and escutcheon designs 
#626) and lock installation tools 
(#625) are the subjects of two bro- 
chures recently released. The Tulip 
and Star lock designs, and the Saturn, 
Imperial and Regent escutcheons are 
featured in varied door installations. 
Schlage’s boring jig and other instal- 
lation tools are described in the second 
booklet. Schlage Lock Co., Dept. AL, 
2201 Bayshore Blvd., San Francisco, 
Calif. 


For more data circle No. 59 on coupon, p. 160 


BUILDING PropuCcTS MERCHANDISER 


LITERATURE 


A farm broadside for mailing to 
r.f.d. routes with a dealer’s imprint has 
been made available by Masonite. In 
addition to citing the dealer’s experi- 
ence, planning service, materials stock 
and economy for making his yard a 
one-stop shopping center, the broad- 
side offers free plans for a Masonite- 


planned milk house, pole-type barn, 
milking parlor, hog house, brooder 
house and poultry house. Masonite 


Corp., Dept. AL, 221 N. LaSalle St., 
Chicago 1, Il. 


For more data circle No, 60 on coupon, p. 160 


Stainless Steel Sinks & Drain- 
boards, catalog No. 4, contains com- 
plete data, ordering information and 
specifications on the Roto-Gloss line. 
Roto-Gloss is an exclusive finish avail- 
able only on this manufacturer’s 
product. Zeigler-Harris & Co., Dept. 
AL, 2900 N. San Fernando Rd., Bur- 
bank, Calif. 


For more data circle No. 61 on coupon, p. 160 


Full-color folders are available for 
both Beauty Queen kitchen cabinets 
and lavanettes. Kitchens with cabinets 
in pink, green, yellow and sand are 
shown. The lavanette folder shows 
eight color combinations as well as 
suggested floor plans for installation. 
Toledo Desk & Fixture Co., Dept. AL, 
Maumee, Ohio. 


For more data circle No, 62 on coupon, p. 160 


Kimsul 48 Sheathing Blanket is 
covered in a new comprehensive two- 
color folder. Application techniques 
are featured for a wide range of con- 
struction methods. Kimberly-Clark 
Corp., Dept. AL, Neenah, Wis. 


For more data circle No. 63 on coupon, p. 160 


Data and prices on the firm’s caulk- 
ing products are contained in a new 
mailing piece from Seal Rite. Also 
available are consumer pamphlets, en- 
velupe enclosures, a mat service and 
colorful streamers for windows or in- 
terior display. Seat Rite Caulking Co., 
Inc., Dept. AL, 269 Green St., Brook- 
lyn, N. v 


For more data circle No, 64 on coupon, p. 160 


Fenestra Residential WindoWall 
units are described and illustrated in 
a new folder. WindoWall units have 
steel frames, ventilator and muntin 
bars a full 1%” deep to permit use of 
plate, double strength or %” insulat- 
ing glass of stock cuts. Detroit Steel 
Products, Dept. AL, 3103 Griffin St., 
Detroit 11, Mich. 


For more data circle No. 65 on coupon, p. 160 


Lime products for plastering inter- 
ior walls and ceilings is the subject of 
a brochure for counter use or mailer. 
Written to interest housewives and 
their husbands, it also is instructive 
to the plasterer or do-it-yourselfer. 
Ohio Lime Co., Dept. AL, Woodville, 
Ohio. 


For more data cirele No, 66 on coupon, p. 160 


Two new cireulars describe Tropi- 
gias flat, non-sag panels, and expand- 
ed louvers for home and industry use. 
Russell Reinforced Plastics Corp., 
Dept. AL, 521 Lindenhurst, L. I., N. Y. 

For more data cirele No. 67 on coupon, p. 160 


(continued on next page) 


(For more data on advertised prod 


Nearly Every Customer 









has a use for 


Anchors| 


The most practical and 
economical earth anchor 
for erecting and rein- 
forcing: 

e FENCE CORNERS 

e GATE POSTS 

e GRAIN BINS 

« CORN CRIBS 

e TV ANTENNA 

e TENTS 

« BOAT DOCKS 

e HAY STACKING TRACKS 
e CLOTHES LINE POSTS 

e LARGE TREES 


e Other guying, straight- 
ening, tightening and 
anchoring jobs. 


Ylow in 3 sizes 
duertised 


locally and Nationally 
Write for catalog and information 





A-B- CHANCE CO 








AN OPPORTUNITY 
You Can’t Afford to Miss! 


Especially Designed 
For Your Needs 


A Correspondence 
Training Course In 


THE ROOFING, SIDING AND 
INSULATION BUSINESS 


Within a very short time (depends 
upon YOU), you can learn through 
ten easy lessons, progressively, t 
things that it took us 30 years to 
learn — the hard way. 

We teach you FROM OUR EX- 
PERIENCE the short cuts and give 
you the “know how” that it requires 
to make sales. 

Some one has said, ‘There is no sub- 
stitute for experience.” 

Our students voluntarily speak 
words of praise. 

Would you like to know the roofing 
and siding business so well that you 
could always depend upon it to 
make a good living and future for 
you? 

We shall be glad to tell you more 
about it. A postal will do. 


| ROY J. PEYTON, Sr. 


P. O. Box 6 — Station "B’’ 
Evansville 12, Indiana 














is fill in on page 160) 








- 
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A general guide to healthy, com- 
fortable home heating, with sugges- 
tions on how appliances should be 
vented to avoid heat loss and fire 
damage, is the subject of a booklet 
entitled What You Should Know 
About Gas Heating. The Metalbestos 
gas vent pipe is described. William 
Wallace Co., Dept. AL, Belmont, Calif. 


Vor more data circle No, 68 on coupon, p. 160 


The second part of a_ two-fisted 
punch in merchandising Western Pine 
paneling in attics is an illustrated 
folder For Your Own Operation Attic, 
to supplement the how-to-do-it color 
and sound movie. Information on both 
movie and booklet may be obtained 
from Western Pine Association, Dept. 
AL, Yeon Bldg., Portland 4, Oregon. 


For more data circle No, 69 on coupon, p. 160 


The Silent Treatment, a compre- 
hensive new booklet on vermiculite 
accoustical plastic, contains a table of 
physical data, standard specifications 
for manual and machine application, 
and sketches of two constructions 
granted four hour fire ratings. Vermi- 
culite Institute, Dept. AL, 208 S. La 
Salle St., Chicago 4, Ill. 


For more data circle No. 70 on coupon, p. 160 


A master catalog, Glorifying the 
American Bathroom, lists bathroom 
ensembles, sliding-door units, individ- 
ual cabinets, accessories, storage and 
decorative shelf units for all types of 
buildings. Prices, illustrations and 
product information are featured. Mi- 
ami Cabinet Div., The Philip Carey 
Mfg. Co., Dept. AL, Middletown, Ohio. 


Por more data cirele Ne. 71 on coupon, p. 160 


A sales presentation book for sales- 
men and dealers contacting customers 
for siding has transparent acetate en- 
velopes containing photographs of 
homes on which the siding has been 
applied. Provision has been made also 
for insertion of color pictures of jobs 
sold by the contractor or dealer in his 
own area. Celotex Corp., Dept. AL, 
120 S. LaSalle St., Chicago 3, Ill. 


For more data circle No. 72 on coupon, p. 160 


Moisture Condensation, Enemy of 
Insulation is the subject of a compre- 
hensive new two-color booklet on in- 
sulation. Forest-Wool Pal-O-Pak in- 
sulation tests are featured and product 
applications are described. Forest- 
Wool Insulation Co., Dept. AL, 720 
N. State St., Big Rapids, Mich. 


For more data circle No. 73 on coupon, p. 160 


Fifty popular home designs com- 
plete with mechanical layouts for 
year-round air conditioning are fea- 
tured in a new book published by 
Home Planners, Inc. Sold on news- 
stands at 50c, it can be obtained for 
25¢ by ordering direct. Airtempt Div., 
Chrysler Corp., Dept. AL, Dayton 1, 
Ohio. 


For more data circle No. 74 on coupon, p. 160 


New Depreciation Methods for Con- 
tractors is the title of a new booklet. 
The purpose of this review is to call 
attention to the liberalized methods 
of depreciation in the 1954 code. 
Straight line method, declining bal- 
ance method, digits method and other 
methods of bookkeeping are discussed. 
Jaeger Machine Co., Dept. AL, Colum- 
bus 16, Ohio. 


For more data circle No. 75 on coupen, p. 160 


The Modern Way to apply your 
own roof is a folder giving simple 
steps for home owners, carpenters, or 
contractors to make built-up roof ap- 
plications with Abesto Liquid and 
Lumiclad. Abesto Mfg. Corp., Dept. 
AL, Michigan City, Ind. 


For more data circle No. 76 on coupon, p. 160 


Catalog sheets have been issued on 
two designs of Deltaform, a new 
lightweight unit for concrete forming. 
Deltaform is said to eliminate neces- 
sity for making forms for each indi- 
vidual use, and cut construction costs 
in forming piers, short columns, win- 
dow well drains, porch and fence post 
bases, column footings or pads. The 
Delta Co., Inc., Dept. AL, 333 W. 24th 
Place, Chicago 16, Ill. 


For more data cirele No. 77 on coupon, p. 160 


The Boose multi-purpose machine 
is described in a new folder as a com- 
plete power workshop. It is said to 
convert to a power saw, hand saw, 
band saw, drill press, mortiser, lathe 
shaper, jointer, sander and router, by 
simply attaching a tool or changing 
the position of the motor. Reamstown 
Products Co., Dept. AL, Reamstown, 
Penna. 


For more data circle No. 78 on coupon, p. 160 


A technical guide for architects, 
builders and engineers is a catalog 
containing information and specifica- 
tion data on procedures in white ce- 
ment construction. Also included are 
methods on making white or colored 
concrete and water-proofed white con- 
crete. Medusa White Portland Cement 
Co., Dept. AL, 1000 Midland Bldg., 
Cleveland 15, Ohio. 


For more data circle No. 79 on coupon, p. 160 








Mfrs. of 
Genuine 


AIR-SEASONED —_ 


Established 1842 -= 


GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


WHITE PIN 


Also some Norway and Spruce 
WATER-CURED 
Rough or Dressed 
Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Member WN.A.W.L. 
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(PINUS = 
STROBUS) 








—CONI 


Distributors of West Coast 
_ Coniferous Tree Products : 
BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA | if 
TWX $C270 


ma. + 











- NERS PS Oe ms Pea 


———— i 
FER 
SS 








< 
NOE 


. at 
«scene ete She 





PHONE !Vanhoe 9-3651 
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USE 
OKOMO 


ORNERS 


for ASBESTOS SIDING 





ASBESTOS SIDING || 


COLORS 
TO MATCH 
EVERY MANU. | 
FACTURER’S | 


MADE OF 
ALUMINUM 





LAP OR BEVEL SIDING 
WOOD SHINGLE SHAKES 
PLYWOOD OR HARDBOARD 





Send for Full De- iT 
tails, Samples ond 


ROLL 





> ANCO HAND—TRUCK 


Pallet 


For Bogged Goods, Shingles, Lath 
Case Goods 


TILT TRUCK up onto nose plate wheels 
for running under or out beneath the pal 
lets. A light pull will tilt up to 1000 Ibs., 
loads into perfect-balance rolling position. 


SATISFACTION GUARANTEED! If not sot 


isfled after 10 day triol, return truck(s) 
for your money back, 








Gutess UNDER 


BUGHER MFG. CO. | | “.. 


211 S. Main Street, Kokomo, Ind. By 








ANTHONY TRUCK CO., Paducah, Ky. 
Send price and literature to: 


- a 


City State 
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MANUFACTURERS 


(begins on page 106) 








Pris 


5 COLORFUL LABELS (above) 
on the 32 varieties of panel- 
ing available in the West- 
craft line, identify the lumber 
by species, grade, footage and 
patterns. Packages keep in- 
ventory neat and clean 


| fay SIXTY VARIETIES (left) of 
Jae : . a paneling are represented by 
-~ Ueateraft D> % these samples in the West 


ne 


Westcraft Packages 60 Panel Varieties 


The famed pickle packer who boasted of his 57 
varieties has been surpassed in quantity by West- 
craft paneling which is now available in 60 varieties. 

Ranging from the old standbys to unusual and 
exotic woods, the panels are cut to standard 8 and 
10-foot lengths. To avoid dirt and damage in transit, 
the panels are packaged in standard 48-foot units 
wrapped in heavy kraft paper. A complete line of 
moldings is available to match the 60 varieties. 

Westcraft, manufactured by the West Lumber Co., 
Atlanta, Ga., is marketed by an affiliate company, 
Associated distributors. 

“Licking the manufacturing problems in such a 
custom-designed product and at the same time keep- 
ing the prices competitive has been quite a game,” 
says Charles B. West, president of the firm who spent 
eight years developing Westcraft. 


Call STEM for Kiln Dried Hardwood 


Steamed American Wainut . Wild 
Cherry + Plain, Quartered, rift 
sawn soft textured White Oak 
and Red Oak + Honduras, African, 
Philippine Mahogany «+ African 
Limba + Burma Teak «+ Delta 
Red Gum + Tidewater Red and 
Pecky Cypress - Birdseye Maple- 
Butternut + Hard Maple + North- 
ern Birch + and many others. 






Soft textured hardwood lumber— 
carefully manufactured and kiln 
dried at our own mill. Headquarters 
in the central west for all foreign 
and domestic species. We have the 
hard to get items in any thickness 
for overnight shipment 


Chester B. Stem, Inc. 
527 Grant Line Road 
New Albany, Ind. 


BUILDING PropucTSs MERCHANDISER 











Sell the 


Stock, 
Display, 






as described in 


Reader's Digest 


Tits 


fast moving, specialty products for construction by adhesion 

















MIRACLE DRY WALL ADHESIVE 
For better, faster dry wall jobs 
Cuts costs, speeds dry wall con- 
struction. Especially effective for 
installation of gypsum boards 
to studs in new method proven 
by Builder Andy Place, South 
Bend, Indiana, to effectively pre- 
vent nail popping and board 
warpage 


MIRACLE (new improved) 


WALLBOARD CEMENT 

Gives greater strength, extra 
waterproofness 

A rugged rubber base adhesive 
that provides the ultimate in 
bonding strength and water- 
proofness for installation of fin 
ished board or panels directly to 
plaster or masonry walls 


MIRACLE ANCHOR NAIL — 
MIRACLE ANCHOR ADHESIVE KIT 
A cinch to sell this do-it-your 
self kit that enables your cus 
tomers to transform drab cellars 
into colorful gamerooms with- 
out the back-breaking job of 
drilling holes in foundations, An 
easy $10.00 “come-on” sale that 
means extra tie-in sales, too 


MIRACLE RT1000 ADHESIVE 


For installation of rubber tile 
and linoleum on or below grade 
Featuring outstanding bonding 
strength to concrete, masonry, 
and tile floors, completely water- 
proof RT1000 may be used in 
damp or even wet areas 


(new non-slip coating) 

Makes stairs, floors, patios 
safer, more beautiful 

Your customers prevent 78% of 
household falls by painting 
amazing easy-to-use Slip-Not on 
concrete, wood, metal, tile or 
porcelain, Four beautiful colors 
Just display. Watch it sell! 


MIRACLE TUB -CAULK 


White, plus four gorgeous colors 


Applies like toothpaste around 
tubs, sinks, or showers to do a 
permanent waterproofing job 
Colors harmonize with all col- 
ored bathroom fixtures and tile 
No easier, more economical way 
to glamorize and waterproof at 
the same time 


ing and selling Miracle’s nationally fa- 
mous Black Magic Adhesive or one or 
two of these other products, get wise to 











f 
- 


(For more data on advertised products {ill in coupon on page 160) 


MIRACLE ADHESIVES ~°'*' 
CORPORATION 


the extra sales and profits of the entire 
Miracle line. Each sells fast, right from 
display, to your trade and to “do-it- 
yourself 


homeowners, too! 


Sird Street 
New York 22 
New York 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates: 


1 Time —20¢ per word for each insertion. 
Minimum charge of $1.00 per line. 





HELP WANTED 


BUSINESS OPPORTUNITIES 








A REAL OPPORTUNITY — a well-established, 
fast-growing Midwest lumber - i rer 
Illinois for an ri d lumber salesman to 
cal] on retail dealers and industrials. Ler 4 
mill connections in 








tial i for the man who can porduce. 





2 Times — lSe per word for each tive 
insertion. Minimum charge of 75¢ 
per line. 


Add $1.50 per insertion of blind ads bearing 
box number. 


— full a | with regard - meme | 
tory. education, onponmnce ry 

in first letter. Address Box B-36, American 
Lumberman, Inc. 





No ousuey commission or cash di t 


allowed. 
All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders 
allowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
cpoemed or used, regular line rate is charged. 
hen answering box b or mailing copy 

for ads address them to: 

AMERICAN LUMBERMAN, INC. 

199 N. Clark St., Chicago 2, Ill. 








HELP WANTED 





Wanted an experienced lumber inspector. 
Must be well qualified in the inspection of 
hardw as well as western pines, also 
should have dry kiln experience. Plant lo- 
cated in Pennsylvania. State age and salary 
expected. Address Box D-33, American Lum- 
berman, Inc. 





Yard Superintendent 
Must have thorough knowledge of West Coast 
grades. Supervise unloadi 4 quadine a 
coming cars. Minneapolis, Minn. location. Ad- 
dress Box D-36, American Lumberman, Inc. 





MILLWORK DETAILER AND BILLER 
Wanted by large, old-established midwestern 
lumber and millwork manuacturing firm. Ex- 
cellent opportunity, finest working conditions. 
Must be experienced and thoroughly {familiar 
in handling custom millwork. State experience, 
age. av bility, salary expected, and an 
ether pertinent information. dress Box D3. 
American Lumberman, Inc. 


Wanted: Retail Yard Manager for good small 
town, Southwest Missouri, salary, commis- 
—_> -_ seems. Se experlence, age, 
@ recen oto t letter. Add 

SS, Aneioas Leabeme. inc 


Wanted: Yard Auditor for group of retail yards 
located in Oklahoma, Missouri and Kansas. 
This is a traveling job. Some knowledge of 

ting d Also retail yard experi. 
ence. Good opportunity for right man. Address 
Box E-21, Ameri Lumb . Inc. 








Wanted: Top Notch lumb 





1 for 
wholesale tribution yard. Sal d - 
ponsee. Address Box Path lanesioan | rom a 


man, inc, 


An established Pittsburgh Lumber Wholesaler 
seeks a full lumber salesman to cover 
industrial accounts in Western Penna., Ohio 
ay ba! Va. A vuuasaegs veetont preferred 
u necessary. 1 replies confidential. 
Address Box E-35, hosted tenkoneat te 


Sales Manager — Retail Lumber Yard in Flor- 
ida offers great o tunity for aggressive 
sales-minded individual. Capable rson will 
age. experience 1 lar) —— a4 

’ ence. and salary requirements 
first letter. Reply te Box ES, Tenecioan Lum- 
berman, nc. 





Wanted: First Class stenographer. male or 
female, for wholesale lumb Good 
salary. Address Box E-23, American Lumber- 
man, Inc. 








MANAGER, RETAIL LUMBER YARD 


Here is the opportunity to live in South 
Florida and manage a retail lumber 
yard. This is a position with a well 
established company which offers the 
opportunity for a secure and prom- 
ising future. If you are experienced 
in Retail Lumber and Building Sup- 
plies, with a minimum of two years 
recent experi asa ger cl a 
Retail Yard, please write in compiete 
detail as to your past experience, per- 
sonal information and present situa- 
tion. Also enclose a recent photograph. 
Address Box E-37, American Lumber- 
man, Inc. 





TOP LEVEL REDWOOD MAN 
Needed to head department in large Midwest 
retail concern. Must have heavy volume ex. 
perience. Start $10-$12,000. 
MILLWORK MAN 
Familiar with all ph of busi h 


Lumber Yard, located Calum>st Region. Reason 
want to retire, account of age and not wanting 
to work. Will amortize on of years to 


esponsible parties, require approxi- 

metely 1/3 on &A $900 000.00. rental 

property. > 
, and 

Se ee tant cee, Se 


. 








Man wanted with about $20,000.00 Capital for 
expansion of a newly getentes replacement 
double hung sash unit. unit fits into any 
window frame. Sashes slide up and down, 
tilts inward and removes simply. 
ZAN’S LUMBER & MILLWORK CO. 
7 E. Alst St. 
Bayonne, N. J. 





BUSINESS OPPORTUNITIES 


Old established lumber yard, Shavertown, 
Pennsylvania. Center of cavity growing resi- 
dential area close to Wilkes-Barre. Excellent 
record of earnings for the t 10 years. Aver- 
age sales approximately 000. . build- 
ings, railroad siding, trucks, mil] machinery 
and office equipment. Approximate value 
$40,000. Inventory approximately $50,000.00. 
Easy financing on land, buil . etc., can be 
arranged. Address Box E.42, erican Lum- 
berman, Inc. 





SAWMILL OPPORTUNITY 
Health condition forces offering of complete 
modern All-electric Circular Sawmill, Planing 
C&NW Side- 


available and g labor 
lumber, wood, and by-products. Will sell rea- 





dising, stock control, purchasing. ——— 
and detailing the manufacture of special items. 
Start $12,000 or better. 


Age brackets both divisions 35 to 45. Future 
limited only by ability. Write: 
HINES EXECUTIVE SERVICE 
310 S. Louis 
Mt. Prospect, Ill. 





SITUATIONS WANTED 





Man with five years experience selling ply- 
wood and doors to jobbers and manufacturers 


desires permanent connection in plywood or 
allied building material field. Age 34; resident 
Detroit area. Address Box E- Amorican 


Lumberman, Inc. 





Seven years experience in most phases of 
retail building materials operation. Age 31. 
Graduate of Denver University School of 
Building Industry. Deside to relocate in San 
Francisco or Marin County area. Presently em- 
ployed. Address Box E-39, American Lumber- 
man, Inc. 





POSITION WANTED 


34 year old college -graduate with 8 years 
experience in the manufacture and sales of 
sash, doors, mouldings, and general millwork 
interested in connection with reliable mill 
house or jobber. Prefer mid-West. Address Box 
E-40 erican Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 


Metal Moulding Salesman 
Full time or side line. To call on lincleum— 
res—cabine 








Representatives to sell fast moving high vol- 
ume tileboard line to lumber and building 
material retailers. Sales helps, top commission, 
protected territory. Several top territories 
available, Write Panelboard Mig. Co., Engle- 
wood, N, ]. 





Assistant to Manager. Must have six or more 
peu of general office experience in retail 
umber yard. Prefer one with bookkee 
experience and can read ordinary blueprints. 
Give tull particulars in first letter. Also tele- 
meee number where you may be reached. 
dress Box E-38, American Lumberman, Inc. 


158 


hardware—turniture sto: t shops— 
lumber deal f and wholesale 


distributors. Representing Manufacturer of 

ete of aluminum and stainless steel 
mouldings. Exclusive territories open. National 
Aluminum Company, 1134 Alum Creek Drive, 
Columbus 9, Ohic. 





SALES 


Excellent opportunity in sales work for na- 
tional manufacturer of insulation board. Sales 
peri y’ knowledge of building 
materials highly desirable. Reply giving per- 
1 be 





sonal, educational and work tory together 
with salary expected. All replies kept 
in strict confidence. Write Box No. E-4], Amer- 
ican Lumberman. Inc. 


June 13, 


sonable with terms or lease with option to 
buy. 


Cc. V. Branham Eagle River, Wisconsin 





BUSINESSES FOR SALE 





Good, mon making. well located Lumber 

Yard and B Material Store in best dis- 

trict ie aed sarees. pend and ae 
000. Inventory market, , oT 

$55,000. Equipment under $5,000. —— for 

cripple, lo not ag Address Box D-47, 
ol. = nc. 








FOR SALE: Wholesale, Retail lumber yard and 
pom | gee Ay ae for 15 
ears in one es lastes yo 

Lities in Nevada, wg Located on a4 boul- 
evard in town. Ample buildings. ately 
9,000 uare feet under roof. Year! 
over 000. + gh Qh be sell build- 
ngs. equipmen' ventory at cost, com- 
=. 4 9 Box No. D-48, American Lum- 
rman, Inc. 





Lumber, Millwork, Hardware Yard San Fran- 
cisco Bay Area near Oakland, California, one 
of fastest developing counties in U.S.A. On 
main boulevard. can operate big or small. 
Clean inventory. uipment about $50,000. 
Will lease land. Address Box E.30, American 
Lumberman, Inc. 





SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


(#1) One hour's drive from Los Angeles: one 
° hip location over 50 years: 
R.R. lease $10 . Improvements and 
inventory about 000. 


(#2) Riverside County yard: only an hour's 
drive to Palm Springs for week ends: all 
new two years ago, gro . and 
equipment $34,000. Inventory $20,000. 
Los Angeles yard long established but 

_ now desea i iocks from Sears 
store; Spur track. Lease $10 daily. 
Twohy Lumber Co., Lumber yard 
brokers for over forty years. 

15 W. Olympic Bivd., Los Angeles 15 








For Sale or Lease long established retail lum- 
ber yard in Rocky Mountain oi] and uranium 
area. Am #* ee. yard space, trackage and 
king. ipped. I tory Lae 
Cater $110,000. Fixtures and equipment nA 
proximately $20,000. Will sell or retail $30. 
accounts receivable $200,000 will handl 
dress Box E-43, Ameri 1 





ie. Ad- 
Inc. 





1955, AMERICAN LUMBERMAN AND 














BUSINESSES FOR SALE 





Lumber zaré and hardware, outside city limits, 
i 


new building eighty foot glass front, resort 

area. Large — area. Very unusual op- 
tunity. M. Weeks, Owner, Wautoma, 
isconsin. 





LUMBER-HARDWARE business in fast-growing 
Arkansas small city. Old, established firm. 
beautiful plant and | Poco Leading exclusive 
franchises. Sales to $290,000. Sell complete or 
lease real estate. Will consider application 
from live-wire manager with some money to 
invest. Address Box E-44, American Lumber- 
man, Inc. 





ACTIVE WHOLESALE DISTRIBUTION YARD 
with sidi Mid.Long Island. Designed for 
mocheniond. handling, SELL OR L E, with 
or without inventory, fork lift and saws. AL 
c/o Lidsco, Box 66, Long Beach, N. Y. 


WANTED — RAILS 








RAILS, New and Relcying 
as and Sold 


K. FRANK 
480 Lexington i: New York 17, N. Y. 





STEEL RAI 
164, ‘a 23#, WH, rw 404 and Heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





MISCELLANEOUS FOR SALE 


CARPENTERS APRONS 
Write fer prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis. Minn. 


TIMBER & TIMBERLAND 
FOR SALE 











FOR SALE: To liquidate a corporation. Ap- 
proximately | 10.000, acres young timberland, 
d in West Virginia ox 
Baltimore & Ohio Railroad. Original timber :-- 
moved more than 25 years ago. An attractive 
proposition and merits car cruising. If in- 
terested, contact Stathers ¥ Cantrall, Attor- 
neys-at Law, Clarksburg, W. Va. 








LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 
Extension Ladder Rails 


Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 
Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 6-253! TWX EG-049-U 





USED MACHINERY FOR SALE 





We are changing to a 72° carrier and lift 
truck package and offer for sale 1 two year 
old A eeeee carrier Series 70 model 6663 


. Price quoted upon reque.t. 
This ff -, PA - new and we ae have 
omg of 4” x 60° bolsters with bolted 
egs to go with ye machine at $1.50 aech. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 





We are discontinuing our Saw Mill and have 
for sale: 


One D-13000 Caterpillar Diesel Engine, 138 
H.P. 900 RPM. 


One D-2 Caterpillar Diesel tractor. 
Both machines in good shape and priced for 
quick sale. Write: 
M. J. Wallrich Land & Lumber Company 
awane, Wisconsin 


USED MACHINERY FOR SALE 





FOR SALE 
We will shortly release for sale a 6-10-Al 
Stetson-Ross planer in practically new condi- 
tion, Comey motorized and with all 8-R 
iiss one V-54".C 
Mershon resaw migd by 8S. A. Woods. Write 
us for details. 
HUSS LUMBER COMPANY 
1350 W. Fullerton Ave.. 
Chicago 14. Illinois 
Phone Lincoln 9-1700 


FOR SALE OR TRADE 
Ross Straddie Carrier, Model 70-6057, Serial 
274428, 60° High, 52° Wide, 4x4 package, one 
owner. Excellent condition. Will consider an 
offer or trade for fork lift. Write: TIDEWATE 
LUMBER, 505 N. W. 12th Avenue, Miami, 
Florida. 








BOOKS FOR SALE 


WOOD STRUCTURAL DESIGN DATA. Com. 
ed by National Lumber Manufacturers’ 
eciation. Information on physical, chem- 

ical, and mechanical properties of wood, and 

tables showing how to determine the correct 
size of member, also on standard sizes, meas- 
urements, and trade terms. Price 


Scuneans LUMBER AND LOG BOOK. In- 
merchan' sawmill 





aise information. Price 


SIMPLEX PRICE BOOK. Pocket: size, loose leat 
price book. Columns provided to insert the 
desired piece price under proper size and 
length. But out Book index for quick refer- 
ence. Complete book with margin index and 
loose leaf cover 00, extra back and ring 
covers $1.50, ak filler sheets, $1.50. 


THE PROPERTIES AND USES OF WOOD 
By A. Koehler. This book presents in non. 
technical manner the more important facts 
concerning the properties of wood and how 
these properties affect its — Bound 
in cloth. 354 pages. Price $6.75 


BLUEPRINT READING. By Daisell, McKin- 
ney and Ritow. A practical book of self- 
es . -. blue; — Tie povelar applied 
to ull tra 
and answer method is utilized and 
of plans are included. Price $1.75. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 


two sets 





NEWS 


(begins on page 8) 





full accord with the decision and 
that dealers were greatly inter- 
ested and would use to advantage 
the new grade-making and identi- 
fication system. 

Russell Nowels, chairman, mer- 
chandising and public relations 
committee, said the biggest job of 
his committee was to get NRLDA 
merchandising programs more 
widely used by dealers. The com- 
mittee agreed that future chapters 
of the Dealer Operating Guide 
should be more extensively illus- 
trated to increase retailer read 
ership. 

Nowell’s committee is expected 
to have a store merchandising 
clinie of top interest to dealers at 
the Cleveland exposition. The em- 
phasis will be on practical new 
showroom ideas for layout and fix- 
tures for both small and large 
dealers. 

“Cy” Sweet, former president of 
NRLDA and now director of 
FHA’s Title I program, brought 








down the house during the meet- 
ing. Sweet was asked what kind 
of a job lumber dealers were doing 
with Title I. His answer was “a 
lousy job” and his audience seem- 
ed to agree with him. Sweet 
frankly stated that he believed 
the specialty boys were still get- 
ting most of the Title I business, 
largely because “they really get 
out and sell,” 





LUMBER PACKAGING 


(begins on page 100) 





thousand board feet, came to about 
$47.40. Total cost for dunnage and 
band was $64.37 —or $2.05 per 
thousand feet of lumber shipped. 
These figures do not include labor 
costs. 

Sterling Lumber Co. has been 
shipping experimental open cars 
of lumber from its Goodwater, 
Ala., mill since last September, 
but this is the first load shipped 
from Colorado to the Blue Island, 
Ill., yard. 

The results of these, and other 
tests by manufacturers and deal- 
ers, have proved satisfactory and 
the AAR is revising its loading 
rules. As an alternative method 
of loading packaged lumber on 
flatears without a bulkhead, steel 
straps may be substituted for the 
a crossties across the top of the 
oad, 


THE DO-IT-YOURSELF 
FAN WITH THIS 


WOOD PRODUCTS DISPLAY 


FREE MERCHANDISE 
PAYS ENTIRE COST 
OF FIXTURE 





Now... capture a greater share of 
the profitable DO-IT-YOURSELF 
market with this colorful, compact 
floor or counter merchandiser. One 
tains a halanced selection of 25 
Peerless high-qualit hardwood items 
—knobs, pulls, dowel pins, and 
dowel rods. Four FREE boxes of 
knobs quickly pay for the unit. 


Write TODAY for complete details. 


PEERLESS WOOD PRODUCTS CO 


7O4 TAY STREET @ ROCKFOR Lie 
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MANY USES make MANY SALES . . . : é' 
‘4 "9 | New Fast Selling, High Profit Hose Reel 
FYBRGLAS “Do-it-Yourself” KIT | “ct TAIT ee 
4é ; ‘ 
REPAIRS, RE-STYLES, REINFORGES Sells tast to tix Minute 
everything of metal, wood, glass © WATER Pipes Man 
© RAIN GUTTERS HOSE REEL 
NOW! NO welding — NO leading — © WATER TANKS 
NO nails, glue or plaster! NEW miracle @ FURNITURE 
FYBRGLAS material and NEW single e@ WALLS, FLOORS Garden poses are al- 1 i 
metal-bonding resin work fast, easy, sure! ways ready for action— Geov fo lastell: mensied ec 
Stronger than steel, Light weight, smooth as glass, waterproof, small tree, sel. Completely portable oe —~ Bm ¢ 
Easy to sand and paint. PROFIT BIG on oles far heme, = poastet attached to house. Leak proof. Accommodates up to 
shop, hobby! / 
STOCK UP NOW — GET SELLING HELPS FREE! DEALER DISCOUNT 40% {ov Price price 795 
| 
SCHRAMM FIBERGLASS PRODUCTS, INC. 














| «+. ADDS PRIVACY 
TO URBAN HOMES... 
Screens egainst unsightly views. 
Around play srees. swimming pools, 
etc. Conteios smali animals. Attrac- 
tive beckgrouad for plantings 






















EASY TO ASSEMBLE - Dowel 






615 R. A. Long Bldg 


Kansas C ty 6 Mo 





. Write for catalog giv- 
ing heights, etc 
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__ EXCHANGE SAWMiILLs Sates Co. __ 


Since 1879 
1400 R. A. LONG BUILDING 


KANSAS CITY, MISSOURI 





Wanupacturers and Distributors 
SOUTHERN AND WESTERN WOODS 


Sales Department for YONCALLA LUMBER CO., YONCALLA, OREGON % Green Fir Dimension * Boards © Cutting 
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If all the cars in the world were placed end to end 90% of the 
drivers would immediately pull out to pass the car ahead } 


* * * 


1 bachelor is a feller who 
a different direction 


comes to work every morning from 


+ * * 


It's Spring again: The occupants of the parked car were com 
plete ly oblivious to the approach of the suspecting motorcy¢ le cop 
until the beam of the flashlight broke the peace 

“What are you doing in there:” he demanded gruffly 

“Nothing,” came the masculine retort 

“€).K., buddy,” rejoined the cop. “You come 
flashlight.” 


out and hold the 


* a * 


I can remember back to the good old days when charity was a 


virtue instead of an industry 


* ” * 


in handy around the house—others un 


Many 
‘ xpect aly 


husbands core 


. * ; 


Every store has its absent-minded salesgirl. The boyfriend was 
kisisng her goodnight when she turned a sweet smile on him 
Will that be all, sir?” 
” > ” 
Here it is June, the month of school graduations, among other 
things. We want you to meet Homestead Brand Shingles, the 
shingles that were graduated magna cum certigrade and that’s 


good for you 

Homestead Brand Shingles have been measured and tested and 
have passed all quality standards with flying colors 

(Give your the advantages of educated 
Homestead Brand that is, from the MAUK Lumber Co., 

rn * + 

Simple Celia says the park police don’t put an end to near as 

much petting as matrimony does 


shingles 
ot course 


customers 


7 a * 
Many a man has made a monkey out of himself reaching for the 
wrong limb 
. * * . 
First schoolgirl: “Did you show your thesis to the professor? 


Second schoolgirl: “Goodness, oh my, do I have to’ 


* ‘ ‘ 

Footprints in the sands of time were never made by sitting 
down 

* * . 

Do You Know Who Dept 

Do you know who is hardest on woman's clothes? Another 
monan 

Do you know who appeals to redheads? Fellers with green 
id ks 

Do you know who gives you the best all around lumber deal? 


WAUK, of 


MAUK Seattle Lumber Co. 


course 





Seattle 5, Washington 


| 
| 
| 
| 


The C. A. MAUK Lumber Co. | 


Toledo, Ohio 
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B. A. CHAPLOW, president. 





BOOKKEEPING PROCEDURE 





(begins on page 70) 





charge or COD — and once a day, they are posted to 
their appropriate distribution journals. 


How Posting Is Handled 


Distribution posting is a simple listing operation. 
The machine operator lists the invoice number, the 
amount of the invoice, the sales tax and the sales 
amount by lumber or building materials. A further 
breakdown of each sale is made in the distribution 
columns of charge, cash in advance, FHA, retail, 
wholesale, contractor, religious or governmental. A 
mechanical proof of each line assures us that the 
distribution debits and credits are equal. 

At the completion of posting, distribution totals 
are automatically printed on the journal. Totals of 
taxes are especially valuable year-end information 
for tax reports. The totals on the distribution jour- 
nals also are posted to a sales register which shows 
totals of sales to-date for the month. 

Within an hour our machine operator can easily 
complete distributions for around 500 sales. 

Continuing to use the copy of the invoice as media, 
the machine operator next posts the accounts receiv- 
able records, preparing a customer’s ledger, state- 
ment and a proof tape in one operation. New balances 
are computed automatically, and all information is 
in original print on both the ledger and statement. 
The complete job takes only a few seconds. 


Easy to Be Accurate 


A line proof of accuracy of each posting, which 
proves both the item and balance extension, makes 
it virtually impossible for us to have a bookkeeping 
error in a customer’s account. In addition, at the 
finish of accounts receivable work, totals in dollar 
values of debits, credits, old balances and new bal- 
ances are printed automatically on the proof tape. 
A “00” also printed on the tape shows that all work 
is accurate. The total of the charge postings must 
agree with the distribution journal listing of charges. 

When handling COD’s, the down payment and the 
amount of the sale are entered in the machine and the 
balance due is printed on a driver’s control card, 
showing the exact amounts due for each customer. 
The control total of this COD run are checked to 
agree with the totals on the COD distribution journal. 

These simple methods furnish us with vital records 
and statistics at a very moderate cost and in consid- 
erably less time than we could process them manually. 
In fact, the success of our methods has prompted us 
to explore other jobs that might be mechanized, so 
that we might gain further benefits from our equip- 
ment. 

Mr. Lillge plans to place payroll work on the ma- 
chine. In this operation, the employe’s pay check, 
statement, earnings record and the payroll journal 
will be completed in one operation. In addition, earn- 
ings and taxes to-date will be provided for govern- 
mental reports. At present, about three hours per 
week are required to handle the payroll. Mr. Lillge 
estimates thet with the machine payroll work will be 
done in less than an hour. 
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No. 225 Push Plate 
No. 240 scrixc Floor Hinge 


for DOUBLE-ACTION 
DOORS 














Here is the real efficiency team especially designed for this type of door. 
Built-in strength and stamina to withstand hard, daily use year ‘round is 


the redeeming feature of this hardware. 


The floor hinge is so designed that the part which carries the weight of the 
door is entirely independent of the spring-closing feature. Swinging doors 
equipped with this hinge will remain firmly in the center of the opening 


when at rest, as there is no possibility of wear in the hinge bearing. 





No. 225 Push Plate 





No. 240 Ball-Bearing Floor Hinge 


NATIONAL MANUFACTURING CO. 


STERLING, ILLINOIS 








BROWNE 


iS 


WATER! 


Brixment is waterproofed during manufae- 








ture, with the most effective air-entraining, 
water-repelling agent known. 


The fact that Brixment is waterproofed can 
be demonstrated by making the crater test 
shown in Figure 1. Brixment’s effectiveness 
in preventing the passage of water through 
the mortar can be demonstrated by making 
the test shown in Figure 2. 

x ok *k * * 
Waterproofed Brixment gives you three 
practical benefits which are not available 
in ordinary cement-and-lime mortars: 


i HELPS PREVENT LEAKY WALLS 


Even under pressure, water cannot read- 
ily pass through Brixment mortar. 
Therefore, if the face brick are back- 
plastered with Brixment mortar, a 
barrier is set up against the passage of 


water to the inside of the wall. 


7 GREATLY INCREASES DURABILITY 


Water cannot readily penetrate Brix- 
ment mortar. This prevents the mortar 
therefore 
helps protect it from the destructive 
action of freezing and thawing to which 


from becoming saturated 


it is subjected many times each winter. 


4 HELPS PREVENT EFFLORESCENCE 


Waterproofed Brixment mortar checks 
the passage of water and keeps it from 
percolating down through the wall, dis- 
solving salts which may be in the 
masonry materials, and carrying them 
to the surface. 


Lovisville Cement Co., Lovisville 2, Ky. 





Pour out a pile of Brixment and a pile of ordinary cement 
and lime. Make a crater in the 
crater with water. Note how 
absorbs the water immediately 
Brixment holds it. 


FIGURE 2 





Prepare two slabs of mortar, one 
with Brixment and one with ordi- 
nary lime-and-cement mortar 
After mortars have hardened, seal 
@ lamp chimney to each of the 
mortar slabs, using wax or candle 
grease, and fill with water. 


FIGURE 


top of each pile. Fill each 
cement-and-lime mixture 
Note how the waterproofed 








i 


After 24 hours, note how much 
water has gone into and through 
the non-waterproofed mortar, and 
how little water has gone into 
or through the Brixment mortar. 





